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The ae of the Industry 


Rambler Discount Is Reduced... 


AMC Cuts Prices; GM Holds 


By John K. Teahen dr. 
Associate Editor 


ees MOTORS is plan- 
ning to reduce the dealer dis- 
count on its ’62 Ramblers, AUTOMO- 
give News learned last week. The 
surprise action helped AMC post 
considerably lower sticker prices 
on many models in tentative price 
lists which dealers have received. 
Elsewhere, a hold-the-line pat- 
tern for the Big Three began 
shaping up as General Motors 
announced there would be no 


price increases on Pontiac, Cadil- 
lac and Oldsmobile — after ad- 
justing for heaters and defrost- 
ers, which are standard equip- 
ment on all ’62 GM models. 

Buick and Chevrolet had not an- 
nounced prices at press time, but 
they probably will stand pat. Ford 
Motor Co. and Chrysler Corp. us- 
ually follow GM’s lead in pricing 
matters, thus ’62 Big Three prices 
are expected to be much the same 
as last year’s on comparable mod- 
els. 

Studebaker-Packard held the line 
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on one Lark model, cut another 
$25 and boosted the others $35 each. 


AMBLER'S sohdiiliea discount 

cut overshadowed all other 
price news last week. 

The new structure calls for a 
discount of 21 percent (includ- 
ing a one percent holdback) on 
all American and Classic Six 
models, Ambassador V-8s carry 
a 23 percent discount, also in- 
cluding the one percent hold- 
back. 

(At Automotive News press time, 
AMC had not acted on the 2 per- 


The Big Week for New Models 
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cent holdback and 15-day delayed 
billing that GM announced recent- 
ly. However AMC, like GM, has 
boosted the allowance on parts used 
in warranty work to cost plus 20 
ee It formerly was cost plus 
10. 

Dealer discounts on the ’61 mod- 
els, including the holdback, were 21 
and 23 percent on American, 23 
percent on the Classic Deluxe and 
25 percent on other Classics and all 


Ambassadors. 
ok 


+ * 
At 21 percent, the American and 

Classic Six carry the same dis- 

count as all Big Three compacts, 
including the upcoming Chevy II. 
Larger Big Three models have a 
25 percent discount. 

The Rambler revision is highly 
controversial. Many dealers con- 
sider the dealer discount at the top 
of the list of the sacred cows of 
the retail auto industry. 

Many dealers take a dim view 
of tampering with the discount, 
and Big Three merchants have 
been stumping for a higher dis- 
count on their compact cars. The 
Task Force Committee of the 
National Automobile Dealers 
Assn, called for uniform 25 per- 
cent discounts on all cars, with 
a 3 percent holdback, 

But in recent months, more and 
more dealers have written AvUTo- 
MOTIVE News to suggest that a 
lower discount might not be such 

a bad idea after all, 

A lower discount means a lower 
markup which, in turn, means a 
lower sticker price. The advertising 
and publicity possibilities—for both 
dealer and factory—are tremen- 
dous. 


Cd * cd 
oo the markup is smaller, the 
lower discount penalizes a deal- 
(Continued on Page 4, Col. 1) 
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Top Cars 


Pos. Make 
*——New-car registrations for seven ‘months 
plus two states for August: 
1—931,863 Chev. 1,038,740— 1 
2—777,007 Ford 835,496— 2 
8—211,317 Pontiac 242,137— 5 
4—208,241 Rambler 258,137— 4 
5—179,440 Olds. 204,996— 7 
6—175,854 Plymouth 277,110— 3 
7—165,327 Buick 155,428— 8 
8—132,834 Dodge 228,367— 6 
9—107,419 Comet 69,924—11 
10— 82,903 Cadillac 87,511—10 
11— 70,058 Mercury 92,739— 9 
12— 52,697 Chrysler 47,053—13 
13— 41,166 Stude. 67,653—12 
14— 17,092 Lincoln 13,229—14 
15— 6,219 ‘Imperial 9,434—15 
229,378 Misc. 335,324 
Total All Makes 

3,388,815 3,963,269 


*—Connecticut not included, April through 
August. 


1960 
Pos. 


Love Is Chosen 
Board Chairman, 


Policy Chief 


EW YORK.—Chrysler Corp. 
directors elected George H. 
Love board chairman and chief 
policy officer Thursday, terminat- 
ing a two-month 
interim arrange- 
ment that follow- 
ed the resigna- 
tion of L. L, Col- 
bert. 
President Lynn 
A. Townsend was 
named chief ad- 
ministrative and 
operating officer 
of the company. 
Colbert held both 
George Bi. Lave the chairmanship 
and presidency prior to his resig- 
nation July 27 to become chairman 
of Chrysler of Canada. 
Love, the Pittsburgh coal and 
(Continued on Page 4, Col. 5) 


Car Output Surge Hinges 
On Ford, Chrysler Pacts 


By Martin L. Whitmyer 
Staff Writer 

yyorss for an upsurge in indus- 

try car production today 
hinged on a rapid return to assem- 
bly operations at General Motors 
and continued peace in Ford Motor 
Co. and Chrysler Corp. plants, 
which are working on a day-to-day 
basis while union-management ne- 
gotiations are going on at those 
companies. 

GM hoped at press time to 
have all of its assembly divisions 


Dealer Profits Up 


In Sales Slowdown 


By Maynard M. Gordon 
: News Editor 
|B greet sluggish sales preced- 
ing the ’62-model season, dealer 
profits have held firm and appear 
likely to continue on the uptrend. 
Together with approximately 
300,000 ’61 cars, a number of cau- 
tious market factors have carried 
over into the new-model year, 
which officially opened over the 
weekend. 
Hopes have all but vanished for 
a six-million year for new cars, 
in the first place. A prodigious 
fourth quarter of 1% million 
registrations eclipsing even last 
(Continued on Page 8, Col. 1) 





back to work today (Sept. 25), 
but just how long some plants 
will be able to work depends on 
their parts supplies. 

Buick, Chevroiet, Cadillac, Olds- 
mobile and Pontiac all are report- 
edly short on body stampings due 
to a strike at the Fisher Body 
plant in Pittsburgh and unless that 
situation is cleared up immediately, 
it is likely all four divisions will be 
forced to curtail assembly opera- 
tions early this week. 

The Pittsburgh plant, which sup- 
plies metal body stampings to all 
five GM car-assembly divisions, 
was one of 26 plants that had not 
settled differences with GM man- 
agement as of press time, 

* * es 


A Unmany, GM. has lost close to 
130,000 assemblies due to the 
strike which blanketed the corpora- 
tion’s manufacturing and assembly 
units for the past two weeks. 

Although Ford doesn’t expect to 
have the overall strike activity that 
crippled GM, traditional trouble 
spots could curtail output in some 
areas of the country. 

Ford’s St. Louis plant has been 
closed for two months and labor 
disturbances have been hamper- 
ing assembly activities at its 

(Continued on Page 61, Col. 1) 


Car output last week 
Week before last 
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GM Pact Speeds Reopenings 


By Francis J. Gawronski 
Labor Writer 
Mest General Motors plants are 
expected to return to full op- 
eration today (Sept. 25) following 
agreement on a new three-year 
contract between the corporation 
and the United Auto Workers. 

The agreement, announced short- 
ly before noon last 
Wednesday (Sept. 
20) by Lewis G. Sea- 
ton, GM personnel 
vice-president, and 
Walter P. Reuther, 
UAW president, came in the 27th 
hour of a marathon bargaining ses- 
sion on the ninth day of the strike 
that closed or crippled most of 
GM’s 129 plants. 

oe 
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ta agreement was submitted to 
the UAW’s 280-member GM 


5 Dealers Named 
NADA Directors 


Stovall, Bundy, Evans, 
Quillen, Edelen Elected 


WASHINGTON. — Election of 
five directors has been announced 
by the National Automobile Deal- 
ers Assn. 

Robert G. Stovall jr., Denver 
Ford dealer, has been elected to 
represent Colorado on the board. 
He will serve out the term of 
Walter B. Cooper, who also was 
NADA president at the time of 
his death in May. 

Stovall is a former president and 
director of the Metropolitan Den- 
ver Automobile Dealers Assn. and 
a past treasurer and director of 
the Colorado Automobile Dealers 
Assn. He also has served as chair- 
man of the State of Colorado Auto- 
mobile Dealers Advisory Board. 

W. J. Bundy, Detroit Chevrolet 
dealer, was named to succeed 
Elvin L. Long (Ford) as the Met- 
ropolitan Detroit representative for 
a three-year term. Long did not 
seek reelection. 

Bundy is a director of the Detroit 
Auto Dealers Assn., and a director 
and former president of the De- 
troit Chevrolet Dealers Assn. 

Maxwell S. Evans, Chicago 
Oldsmobile dealer, will represent 
Metropolitan Chicago. He will 
serve out the term of the late 
Clarence J. McCorkle, which runs 
through 1963. 

Evans, former president of the 
Chicago Automobile Trade Assn., 
also has headed the Chicago Olds- 
mobile Dealers Assn. and is a mem- 
ber of the local and national Olds- 
mobile Dealers Council and the 
General Motors President’s Council. 

Nelson C. Quillen, New Castle, 
succeeds John R, Fader, Newark, 
as Delaware director for a three- 
year term. Fader did not seek re- 
election. Quillen is a former presi- 
dent of the Delaware Automobile 
Dealers Assn. 

Frank S. Edelen, Miami Buick 
dealer, will represent Florida. 


Influx of Refugees 
Seen Affecting 


Miami Recovery 


MIAMI.—Many Miami auto deal- 
ers are skeptical about a _ sales 
pickup. 

They argue that “you just can’t 
dump upwards of 100,000 homeless, 
penniless Cuban refugees in a city 
this size without demoralizing the 
economy.” 

The 36th St. used-car Auto Row 
is already plastered with Spanish 
signs, and at least two Cuban- 
owned -and-managed lots have 
opened. 

Dealers report that the ’61-model 
cleanup has been smooth but prac- 
tically profitless. They say the 
used-car market is still firm. Ex- 
cept for Chevy II, dealers say they 
have a sufficient number of new 
cars on hand for announcement 
day. 

It is also reported that Stude- 
baker-Packard plans to open a fac- 
tory retail branch on Biscayne 
Blvd. with a former out-of-town 
Oldsmobile dealer as manager. 





council hours later. 

The council approved the new 
national contract but, in a sur- 
prise move, voted to seek author- 
ization from the UAW executive 
board for a nationwide strike 
against GM in support of local 
unions which had unresolved 
grievances in 26 GM plants. 
After meeting with the executive 

board, Reuther announced that a 
national strike against GM “cannot 
in good conscience be justified, 
and therefore will not be author- 
ized.” He then offered the council 
a “new approach” in an effort to 
settle the disputes. 

Under the compromise “ap- 
proach,” approved by the council 
and agreed to by GM, union and 
management bargaining units with 
unresolved local issues were order- 
ed to Detroit on Friday (Sept. 22) 
where they resumed negotiations 
under supervision of UAW and GM 
national bargaining teams. 

The executive board also or- 
dered union members at 103 


Ford Bids to Make 
Saturn Booster 


In Space Mission 


DENVER. —Ford Motor Co, is 
seeking a major role in the nation’s 
space program, President John 
Dykstra said here. 

Dykstra told the National De- 
fense Transpor- 
tation Assn. that 
Ford “now is pre- 
paring its bid to 
manufacture the 
biggest, most 
powerful Ameri- 
can entry in the 
space race—the 
first-stage boost- 
er of the giant 
Saturn vehicle.” 

“This is only 

John Dykstra one sign that we 
are moving into the defense and 
space business with both feet,” he 
said. “We are determined to be in 
the vanguard of our country’s ef- 
fort to regain space-age leader- 
ship.” 

The Saturn is to be the nation’s 
first rocket capable of putting a 
man on the moon. 

Dykstra noted that Ford’s recent- 
ly announced intention to acquire 
the assets of Philco Corp. will 
make possible a fuller participation 
in the national defense and space 
































plants where settlements over 

local issues had been reached to 

return to work if parts on hand 
permitted the plants to reopen. 

Both sides hoped that by moving 
local negotiations to a centralized 
location settlements would be 
reached in time to reopen all GM 
plants today. 

Included in the 26 plants with 
unresolved grievances were several 
“critical” plants which had to re- 
turn to work if GM was to get 
back into full operation. 

J eo + 

— key plants included the 

West Mifflin (Pa.) Fisher Body 
plant, which makes stampings for 
all GM lines; the Central Foundry, 
Defiance, O., and Guide Lamp and 
Delco-Remy, both in Anderson, Ind. 

With the GM national con- 
tract settled, the UAW and Reu- 
ther have turned their sights on 

Ford Motor Co. and Chrysler 
Corp., where negotiations have 
been marking time pending a 
GM settlement. 

Both Ford and Chrysler, which 
have been asked to meet the major 
economic demands agreed to by 
GM, have agreed to indefinite ex- 
tensions of their contracts with the 
UAW. A 48-hour notice is required 
before either party can terminate 
the agreements. 

There are local problems to be 
worked out at Ford but none as 
serious as those that plagued GM 
bargainers. 

Ken Bannon, head of the UAW’s 
Ford department, last week asked 
the union’s executive board for 
strike authorization and a strike 
deadline at Ford. 

The board did not act immedi- 
ately. It is expected to consider 
Bannon’s request when it solves 
the GM problems. 

* * * 
—— expects no such 
trouble as GM experienced at 

(Continued on Page 60, Col. 1) 





First °62 at Auction 


Wears Import Tag 

MANHEIM, Pa.—A newly in- 
troduced import roadster was the 
first 62 model to cross a United 
States auction block. 

A Jaguar X-KE convertible was 
turned in at the Manheim Auto 
Auction for $6,075. Suggested 
list price at the New York port 
of entry is $5,620. 


























This Week in Summary .. . 


Automotive News Review 


Prices— 

American Motors cuts ’62 Rambler prices, dealer discounts. Genera] 
Motors holds the price line, Lark prices boosted by Studebaker-Pack. 
ard. Page 1. 


Dealer Management— 


Overhead is a big problem for dealers in figuring what it costs to 
sell a car. Page 41. 


Dealer Benefits— 


Ford Motor Co, revises parts program. Page 4. Chrysler Corp. ends | 
payments on floorplan costs for first ’62s. Page 4. 


Dealer Programs— 


Guaranteed Warranty plans spread. Page 3. Auto show season gets 
under way next week in Dallas. Page 2. 


Production— 

Output increased last week by more than 3,600 units as Ford Motor 
works 10 plants overtime. Oldsmobile and Cadillac began assembling 
cars. Page 1. 


Labor— 

GM and United Auto Workers reach agreement on new three-year 
contract. Most GM plants expected to return to production today, 
Page 2. 


DKW’s New Oil Injector 
Called Breakthrough 


SOUTH BEND. A new 
DKW engine with a revolutionary 
automatic oil injection lubrication 
system was announced last week 
by Lon A. Fleen- 
er, president of 
Mercedes-B en z 
Sales, Inc., exclu- 
sive distributor 
for Mercedes- 
Benz and Auto 
Union-DKW cars 


meter the required amount of oil 
to properly lubricate the engine. 
Consequently, spark plug fouling, 
common to less advanced two-cycle 
engines, due to too “rich” a com- 
bination of oil and gas, is impossi- 
ble, Fleener said. Fresh-oil] lubrica- 
tion has the added advantage of | 
increasing the life of the engine. 
Fleener reported that the imme- 
diate advantages of the new DKW 
engine is that it now offers the con- 


ho ee venience of four-cycle engines with 

“The new oil the proved advantages of the two- 
injecti cycle power plants. Offensive 
. canienen to “smoking” common to conventional 


is tantamount to 
an automotive en- Lon A. Fleener 
gineering breakthrough,” Fleener 
stated, “since no other automobile 
engine is lubricated at all times by 
metered amounts of oil. The idea of 
an automatic oil injection system is 
not new and has probably been the 
long time hope and goal of every 
manufacturer of two-cycle engines. 

“Indeed, this new technological 
development is so significant that it 
opens up an entirely new dimension 
for automotive engine design and 


two-cycle automobiles has been 
completely eliminated, Fleener 
added. There is no oil to change or 
filter to clean or replace. 
Another advantage of the au- 
(See DKW, Page 60, Col. 3) 


Goodyear’s Holt 
Heads Highway | 
Safety Committee | 



















effort. 


At Texas Fair... 


Show Kickoff Next Week 





Williams, who urged that it be held 
after the AMA’s ’62 show. 

Thus, the Chicago Automobile 
Show, the largest dealer-sponsor- 
ed display in the country, will be 
the season’s main event. It will 
be held Feb. 17-25 in McCormick 

(Continued on Page 60, Col. 5) 


By John E. Walsh 
Staff Writer 
HE 1961-62 auto-show season 
will get under way Oct. 7 with 
the display of ’62 models en masse 
for the first time as part of the 
Texas State Fair in Dallas. 

Reversing a trend of several 
years past, most of the shows 
scheduled thus far will take place 
prior to Christmas, with eight set 
in October and five for Novem- 
ber. None has been announced 
for December. 

There will be no national show 
sponsored by the manufacturers 
this season. Under a new policy 
adopted by directors of the Auto- 
mobile Manufacturers Assn., the 
national show will be staged every 
other year. 

Thus, the next industry exposi- 
tion is scheduled for Oct. 19-28, 
1962, in Detroit’s Cobo Hall. Last 
fall the first national show held in 
Detroit, and the first ever staged 
outside New York, drew a record 
1,403,873 visitors. 

Harry A. Williams, AMA man- 
aging director, admitted that the 
policy of a show every. other year 
could be changed, however. He said 
AMA will have an exhibit in a 
“Made in Detroit and Michigan 
Show” set for Detroit in March, 
1963. 


New Oil System— 


This is the new oil-delivery setup for two-cycle engines which has been developed 
by Auto Union-DKW. Instead of mixing oil and gasoline in the gas tank, the oil is 
added to the gasoline in the carburetor at left. At right is the device that meters 
the oil to be delivered to the carburetor, more oil as the engine gains speed and 
less as the engine slows down. 


* Ba + 
yeas event originally had been 
planned for next March, but it 
was moved back at the request of 


economy of operation since the 
ratio of oil to gas is now greatly 
reduced from 40-to-one to 100-to- 
one for normal driving and can go 
as low as 200-to-one depending on 
engine speed and load,” Fleener 
reported. 

The amount of fresh oil inject- 
ed into the engine at the carbure- 
tor is dependent on engine revo- 
lution and load. With a light load 
or when the engine is operating 
out of gear or in an idling posi- 
tion, the amount of oil will be 
relatively small, 

Conversely, when the engine is 
operating at full throttle, the in- 


jection system will automatically 
* * * 











DETROIT.—Victor Holt jr. ex | 


ecutive vice-president of Goodyear, | 


was elected chairman of the Auto 
Industries Highway Safety Com- 
mittee at a meet- 
ing here. 

Holt succeeds 
J.B. Wagstaff, 
recently retired 
Chrysler Corp. 
vice - president. 
Holt has been & 
member of the 
AIHSC board 
since 1956 and 
. served as vice 

chairman for the 
eee Spee es, past year. : 
Charles F.. Moore jr., vice-presl 
dent, public relations and advertis- 
ing, Ford Motor Co., was elected 
vice-chairman. Lyle O. Remée, 
Omaha, first vice-president of the 







National Tire Dealers and Retread- f 
ers Assn. and Armstrong dealet, | 


was named secretary-treasurer. 


In addition to the officers, the} 


following board members wele 
elected to the Executive Commit 
tee: 

Thomas F. Abbott jr., Fort 
Worth, president of the National 
Automobile Dealers Assn. and Pon 
tiac-Rambler dealer; Roy Aber 
nethy, executive vice-president-dis- 
tribution, American Motors; 
Charles C, Freed, Salt Lake City, 
Chrysler - Imperial - Plymouth - 
Valiant-Fiat dealer distributor and 
NADA director; J. M. Roche, dis 
tribution vice-president, General 
Motors, and E. F. Tomlinson, pres 
ident, B. F. Goodrich. 


Corleto Gets City Post 


PHILADELPHIA.—Frederick 1) 


Corleto, head of Corleto Buick 
Inc., here, has been named cil 
public property commissioner: 
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DEALER association manager 
remarked: “You know, the fa- 
vorite factory strategy is to put a 


an entrenched dealer and let them 
fight it out. : 

“The factory man tells the new 
dealer that the old one has grown 
soft and fat; he is trying to get too 
much dough out of each deal. So 
he’ll be easy to beat with a volume 
operation geared to Many cars at 
a low markup. 

“What the factory man doesn’t 
tell him is that the older dealer 
is a millionaire while the new 
dealer is running on a hope and 
a prayer; that the older dealer 
didn’t make that million through 
lack of knowledge or experience 
in the auto business.” 

The usual result is that the new 
dealer becomes a Spoiler, and his 
first victim is usually himself. 

* ok ok 


Above Envy 
T ANOTHER factory, the word 
is: When enough dealers want 
something, there must be merit in 
it, and we usually go along. 

Lesson this factory learned was 
not to be envious of success of its 
dealers. The lean-and-hungry deal- 
er theory is a lot of bunk, used to 
mask an attitude of envy. It has 
its counterpart in the idea some 
dealers have that salesmen 
shouldn’t make too much money 
lest they get too lazy to sell. 

You can make book on this: The 
dealer thrives as his salesmen 
thrive, and a factory thrives as its 
dealers thrive. 

* 


Dark Paths 


EVERAL dealers have written in 

admiration of William E. Hol- 
ler, former Chevrolet sales great. 
Some express the viewpoint that 
the industry might have avoided 
some of the postwar ills that 
cropped up if he had remained in 
the business. 

He was a powerful force for 
quality dealing. Might his voice 
have been compelling enough to 
lead the industry away from 


* 





Sales by Dealers 
Trail 1960 Pace 


WASHINGTON.—New-car deal- 
ers’ sales in July totalled $2,409 
million, down 13 percent from June 
and a drop of 2 percent from the 
figure for July of last year, the 
Commerce Department reported. 

Total retail sales in July amount- 
ed to $17,965 million, off 5 percent 
from June and down one percent 
from July, 1960. 


July sales of tire, battery and ac- 

cessory dealers reached $238 mil- 
lion, a drop of 4 percent from June 
but a gain of 4 percent over the 
total for July of last year. 
; Sales of automotive wholesalers 
in July were $650 million, down 8 
percent from June but a gain of 
one percent over July, 1960. 
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Turnings 






some of the dark paths it took? 
Incidentally, one dealer said: 

“If you had known Mr. Holler as 
lean and hungry dealer up against | I have known him, you would have 


extended your article another two 
or three columns.” 

He also left this thought: 

Words unexpressed may 

sometime fall back dead, 

But God himself can’t kill 

them once they’re said: 

Boys flying kites haul in their 

white-winged birds, 

But you can’t do that, when 

you’re flying words. 

Another dealer noted that Holler 
practiced what he preached: “He 
never forgets a friend nor lets a 
friend forget him . .. He made last- 
ing impressions ... whether he was 
talking with the head of his com- 
pany or to the mail boy in the zone 
office.” 

ed * ae 
Dialog 
— Piceticlngsings ing with an engi- 
neer at the Cadillac press pre- 
view: 

What’s your competition these 
days? 

Well, Lincoln is coming up pretty 
fast now. 

What about the Mercedes-Benz? 
Do you consider that competition? 

No. It isn’t the same kind of car. 
But aren’t some of your Owners 
buying the Mercedes? 

Perhaps, but from a status 
sense. The Mercedes is OK for 
buzzing around town, but if you 
are going anywhere, you need a 
larger car. 

(Might be a good idea to make it 
mandatory for Cadillac engineers 
to drive a Mercedes on short and 

long hauls.) 

At this point another newsman 
put in: A lot of people know the 
Mercedes is a handmade car and 
they think it gives them status to 
drive such a car. 

If they do know this, they know 
something that ain’t. I recall a 
dealer asking while we were going 





through the Daimler-Benz plant at 
Sindelfingen in Western Germany: 

“Isn’t this the way they build 
cars in Detroit?” 

And it looked to me as though 
the Daimler plant was as auto- 
mated as they come. If there was 
a difference, it was in the men who 
manned the assembly lines — the 
Swabians, of an ancient tribe that 
has maintained a pride in crafts- 
manship through the years, despite 
the rise of machinery. 

The conversation continued: 

Some of your corporation rela- 
tives say Chevrolet covers the 
whole auto range, from economy 

to luxury. Is the Impala giving 
you any trouble? 

Well, not quite yet. But Ford and 
Chevy sure are clobbering the me- 
diums. 

Somehow, buckets and seats 
came into the conversation. (A 
Volkswagen man said, “we have 
bucket seats, but we don’t call them 
that. We call them seats.’’) 

Anyway, the Cadillac man said: 

They can’t touch our seat. It has 
individual springs, each in its own 
little bag. It’s a hell of an expensive 
way to make a seat, but it is com- 
fortable. 


* % 8 


Hang on to Hoists 


hp: throw away your lube 
equipment. It’s still a good in- 
vestment, according to the men 
who know your new models best. 

The big difficulty has been in de- 
veloping a seal that can keep the 
dirt out in all kinds of weather and 
through the years. 

“We can build a car to go 100,- 
000 miles without a lube job,” 
said a maker who has studied 
this problem, “providing we put 
the 100,000 miles on in one year. 
After a year, it gets a bit risky 
to have sealed lubrication. 

“And besides, the owner who 
doesn’t get his car up on a lube 
rack every now and then is missing 
an opportunity to have an inspec- 
tion that may save him a lot of 
trouble.” 





46-Cent Offer Ends 


2-Month Shop Strike 


SAN MATEO, Calif—A_ two- 
month strike against members of 
the Peninsula Automobile Deal- 
ers Assn. in San Mateo and Santa 
Clara Counties ended last week 
when members of Lodge 1414, 
International Assn. of Machin- 
ists, voted 327 to 46 to accept a 
46-cent package offered by the 
dealers. 

The package included a 35-cent 
wage hike for the mechanics, 
bringing the base hourly pay rate 
to $3.29, according to Ralph Tros- 
per, union business manager. 





Managers Meet on GW... 








U.C. Discount Plan 
Enjoys Fast Spread 


By L. H. Houck 
Travelling Correspondent 
OCKTON, Ill.—The Guaranteed 
Warranty program (GW) ap- 
pears ready to go nationwide after 
a meeting here of nine state dealer 
association managers and the pres- 
idents of three state associations. 
The plan, which offers buyers 
* * * 





GW Under Discussion— 


The Guaranteed Warranty (GW) program was the topic of a two-day meeting of 


state association managers in Rockton, III. 


Attending were, front row from left, Edwin 


Parkinson, general manager, Pennsylvania Automotive Assn.; Keith Andresen, man- 
ager, Nebraska New Car Dealers Assn.; John Moore, secretary-manager, South Dakota 
Automobile Dealers Assn.; Al Kahl, executive vice-president, lowa Automobile Dealers 


Assn.; Louis Milan, executive vice-president, Wisconsin Automotive Trades Assn. Back 


row: Les Sander, executive vice-president, 


executive vice-president, Michigan Automobile Dealers Assn.; Clive Bradford, general 
manager, Colorado Automobile Dealers Assn., and George Dixon, secretary-manager, 
Automobile Dealers Assn. of North Dakota. 


Illinois Automobile Trade Assn.; Gil Haley, 





Okla. Set for License Quiz 
On Ford District Chief 


KLAHOMA CITY.—The case of 

Oklahoma vs. A, F. Love, in- 
volving a Tulsa Ford dealer’s at- 
tempt to unlicense the factory dis- 
trict sales man- 
ager, is sched- 
uled to be heard 
here tomorrow 
(Sept. 26). 

The all- dealer 
Oklahoma Motor 
Vehicle Commis- 
sion has subpena- 
ed four Ford Di- 
vision officials 
and the sales rec- 
ords of the com- 
plaining dealer 
for a 10 a.m. meeting. 

William C, Doenges, the Tulsa 
complainant against Love, ex- 
pects Ford dealers from all parts 
of the state to attend the open 
hearing. The complaint is the 
first of its type to be filed with 
the Oklahoma Commission since 
the State’s Motor Vehicle Com- 
mission Act was enacted in 1953. 


Among those subpenaed by the 
commission were R. E. Lampe, as- 
sistant district sales manager; 
C. R. Sherwood, district representa- 
tive; G. C. Hooper, administrative 
assistant, and A. H. Mahnker, Okla- 
homa attorney for Ford. 


* * * 


AHNKER was instructed to 
produce all factory records on 
the Doenges operation in Tulsa, 
which accused Love of having 
caused it “great damage” through 
coercive and intimidating actions. 


Ford officials said Love’s position 
with respect to Doenges Tulsa 
dealership would be disclosed dur- 
ing testimony at the hearing. A 
company spokesman, however, de- 
nied charges by dealers in this 
state that Love was a “tough table- 
pounder.” The district manager 





W. C. Doenges 





was described by the company as 
a “quiet, soft-spoken, effective dis- 
trict manager.” 

Doenges has asked the Commis- 
sion to suspend or revoke Love’s 
license, which would prevent him 
from remaining a factory repre- 
sentative in Oklahoma. Love has 
been district sales manager at 
Oklahoma City since 1959, prior to 
which he had been assistant dis- 
trict sales manager here for four 
years, 

Alleged insistence by Love that 
Ford dealers outsell their Chev- 
rolet competitors is expected to 
figure prominently in the Doen- 
ges hearing. Such a demand on 


(Continued on Page 57, Col, 1) 
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Warranty parts 


its members to purchase commodit 
stores in Salt Lake area. 


On the House .. . 


Now that the ’62-model press previews are over, 





comes greater each year at these affairs. Many 
newsmen feel that the advance release of news on 
the forthcoming models is at fault; others contend 


relations men just lost their touch with what the 


Matt Patterson, former head of Dodge, is now 
president of Saginaw Bearing Co., 
Buyers are flooding Kansas City seeking 
hundreds of 1961 cars and trucks damaged in recent flood there- 
abouts. Watch out for ’em...Is this a first? Pinellas County, Fla., 
is reimbursing dealers $250 for each car furnished for student driv- 


Southern California dealers today (Sept. 25) will honor fellow deal- 
er, Tom Carrell, for his services in state legislature . . 
general has ruled illegal a so-called “Thrift Club,” which would allow 


a discount of 15 percent on parts 
and labor on used cars for one 
year, was originated by the Iowa 
Automobile Dealers Assn. 18 
months ago. 

Many of the dealers who are us- 
ing the program are enthusiastic 
about it as a sales tool. It is esti- 
mated that more than 5,000 dealers 
in 11 states and one Canadian prov- 
ince will be participating in GW by 
Dec. 1 and that another 15 to 20 
states will join in 1962. 

The group which met here ex- 
changed information on the GW 
program and set up a committee to 
develop ideas and handle coordina- 
tion, expansion and program ar- 
rangements. 

zk cd ok 

At KAHL, manager of the Iowa 

Assn., has been appointed chair- 
man of the study committee, Other 
members are Louis Milan, execu- 
tive vice-president of the Wisconsin 
Automotive Trades Assn., and Les 
Sander, executive vice-president of 
the Illinois Automotive Trade Assn. 

New Jersey and New York State 
have invited two Iowa auto dealers, 
W. O. Fletcher (Chevrolet), of Ce- 
dar Rapids, and Johnny Lujack 
(Chevrolet), of Davenport, to their 
state conventions to orientate their 
dealers on the GW program, 

South Dakota adopted the pro- 
gram a year ago; Wisconsin on 
Jan. 1; Illinois, Nebraska and 
Ontario started April 1; Missis- 
sippi, July 1; Washington State, 
Aug. 15; Pennsylvania and North 
Dakota will start Oct. 1, and Col- 
orado and Michigan will adopt 
the program Dec, 1. 

Dealers interviewed by this cor- 
respondent in Iowa, Nebraska and 
the Dakotas were unstinting in 
their praise of the way the method 
works to hold business and to even 
up the competition with independ- 
ent used-car dealers for the out-of- 
town customer. 

a K * 


os GW plan is simple and ef- 
fective. It does nothing more 
than offer used-car purchasers a 
15 percent discount on all labor 
and parts purchased to repair the 
car for one year and directs any 
services needed to the franchised 
dealer. It can also be used to vir- 
tually eliminate discounts to insur- 
ance companies in the event of 
damage cases. 

The plan is available only to 
franchised dealers who are mem- 
bers of a state association and the 
plan must be administered by a 

(Continuéd on Page 58, Col. 1) 


SBA Appoints Dealer 


WASHINGTON, — Clarence W. 
Wickham, president, Edgecombe 
Motor Co. (Ford), Tarboro, N. C., 
has been named to the National 
Small Business Advisory Council 
announced by John E. Horne, ad- 
ministrator of the Small Business 
Administration. 
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er when he has a chance to sell a 
car for full ticket. But mighty few 
cars are sold that way. As pro- 
ponents of a discount cut have re- 
marked, “A $500 markup is aca- 
demic when we’re moving cars for 
$100 over invoice.” 

Roy Abernethy, AMC executive 
vice-president, had this to say 
about the discount revision: 

“This action, along with other 
steps we are taking in 1962, has 
been discussed with our dealers 
who, almost without exception, 
agreed that the moves will great- 
ly strengthen their competitive 
position in the marketplace.” 

Abernethy added that discounts 
on certain Rambler American mod- 
els were increased during the ’61 
model year as a temporary move 
on behalf of the dealers to counter 
the effects of the recession. 

He said dealers were advised 
then that the company ultimately 
would adjust the discounts to 
match those of other compact cars. 

As noted above, the American 
and Classic discounts now are the 
same as those on Big Three com- 
pacts. 

* * af 
XCEPT for the American De- 
luxe models, which are $1 more 
than in ’61, Rambler shows a price 
decrease on every model in its 
tentative ’62 schedule. 

It is difficult, however, to deter- 
mine the exact amount of the re- 
ductions because of changes in the 
series designations. In ’61, the 
American and Classic lines had 
(from bottom to top) Deluxe, Super, 
Custom and Custom 400 series. 

For ’62, the lineup is Deluxe, 
Custom and 400. The Super series 
is gone, and the Custom is now 
the “middle” line. But the ’62 
Custom is said to be equipped 
better than last year’s Super and 
just about the same as last year’s 
Custom. 

It gets rather complicated. 

The ’62 Classic Custom Six four- 


Senate Tables 
Piggyback Bill; 
Rate Cuts Ripped 


WASHINGTON. — The Bartlett 
rate-making bill—the so-called an- 
tipiggyback bill—will go over until 
next year. The Senate Commerce 
Committee in executive session 
voted nine to seven to sustain its 
earlier action not to report the bill 
this year. 

Meanwhile, a leading trucking 
industry spokesman recommended 
that “an end be put, by official ac- 
tion, to destructive rate-making by 
the railroads.” 

John J. Gill, president of the 
American Trucking Assns., in an 
address to the annual convention 
of the Pennsylvania Motor Truck 
Assn., at Bedford Springs, Pa., 
blamed the recent rash of railroad 
selective and predatory rate cuts on 
“misinterpretations, by the Inter- 
state Commerce Commission, of the 
rate regulatory provisions of the 
Transportation Act of 1958.” 

Gill stated, “the rails claim that 
their reduced rate programs will 
help them regain from competitors 
enough tonnage to more than make 
up for their reductions per unit of 
traffic.” 

The industry spokesman declared 
that “such an argument is not sup- 
ported by actual figures.” He point- 
ed out that “railroad ton-miles rose 
from 552 billion in 1958 to 571 bil- 
lion in 1960. In spite of this, their 
revenues for the same period 
dropped by $100 million and their 
net income went down from $602 
million in 1958 to $445 million in 
i960 in spite of a decrease in their 
passenger deficit of $120 million.” 

Gill said recommendations to cor- 
rect this type of destructive rate- 
making were included in a recent 
submission by ATA to Secretary of 
Commerce Luther Hodges. It was 
among 14 points the trucking in- 
dustry suggested to improve the 
nation’s transportation system. 





Rambler Cuts Prices; 
GM Holds; Lark Up 


(Continued from Page 1) 

















Lark Deluxe Six 
4-dr. Sedan 
2-dr. Sedan 
4-dr. 2-seat Wagon 

Lark Regal Six 
4-dr, Sedan Se veeereresereeesecseeceseceseoeed Meseveee 
2-dr. Hardtop 
Convertible 
4-dr. 2-seat Wagon 

Lark Daytona Six 
2-dr. Hardtop 
Convertible 

Lark Cruiser (V-8 Std.) 


*—New model; not offered in ’61. 









door sedan has. a tentative sticker 
price (including federal tax and 
dealer prep) of $2,200. This is $70 
less than the ’61 Super and $215 
less than the ’61 Custom. 

+ od * 


HE ’62 American Custom four- 

door sedan is $1,958, which is 
$23 less than the ’61 Super and $153 
less than the ’61 Custom. But the 
new Custom has a less-expensive 
engine than the old Custom. 

The Classic V-8 models have been 
dropped, and the Ambassador is 
Rambler’s only V-8 line for ’62. It 
is a smaller car and is now the 
same size as the Classic. 

The ’62 Ambassador V-8 costs 
more than last year’s lowest- 
priced V-8, but the new Ambas- 
sador is considerably less expen- 
sive than the ’61 Ambassador. 

Heaters are not standard equip- 
ment in AMC’s tentative price 
schedule. 

The Pontiac-Oldsmobile-Cadillac 
model lineups are virtually the 
same as last year’s. Heaters are 
standard for ’62, and prices have 
been increased accordingly. Aside 
from that, there is no change in the 
prices of these three makes. 

The ’61 heater-defroster prices on 
the aforementioned GM lines were: 
Tempest, $74.24; Pontiac, $94.15; 
F-85, $74.24; Oldsmobile, $97.38; 
Cadillac, $128.70, and Cadillac Series 
75, $178.50. In incorporating these 
figures into ’62 prices, they have 
been rounded off to even dollar 
amounts. 












































Announced by 


By Kenneth C. Kelley Jr. 
Staff Writer 
EARBORN.—Ford Motor Co. 
has given its dealers a new 
parts program that goes beyond 
that announced by General Motors. 
Changes in the parts program were 
among the suggestions of the Na- 
tional Automobile Dealers Assn. 
Task Force. 

Along with the parts program, 
GM gave its dealers 15 days of 
free floor-plan time after vehicles 
are delivered and boosted the 
dealer holdback from one to two 
percent. It is understood that 
Ford’s moves on these points are 
about to be announced but no 
details could be learned at press 
time, 

There was no immediate word on 
what the dealer discount will be on 
Ford’s new Fairlane and Mercury’s 
Meteor. Neither goes on sale until 
November. 

The Fairlane and Meteor are 
sized between the compact Falcon 
and Comet on which the discount 
is 21 percent and the old standard- 
sized units—the Galaxie and Mon- 
terey—on which the discount is 25 
percent. Chevrolet apparently con- 
sidered its new entry—the Chevy 
II—as a compact and set the dis- 
count at 21 percent. 

* * o* 

T LEAST one Ford dealer 

group, Metropolitan Chicago 
Ford Dealers Assn., has already 
gone on record as asking for a 
25-percent discount on the Fair- 
lane. The association’s telegram to 
Ford officials said, in part: 

“We feel this car is a more im- 
pressive product than Chevrolet’s 
Nova and the resultant price dif- 
ferential can be justified. The nor- 
mal markup is essential in trading 
used cars. 

‘Retention of the 25-percent 
discount also will eliminate the 
confusion caused in quoting in- 
consistent tradein prices to buy- 
ers comparing the Fairlane and 
Galaxie lines. 

‘If the factory feels a lower 
price image is necessary, let the 
reduction be made in dealer cost, 
not in the dealer’s profit margin 

















* * * 


ONTIAC’S new Grand Prix two- 

door hardtop carries a sticker 
price of $3,490, and the new Tem- 
pest convertible (with manual top) 
will be $2,564. 

Oldsmobile’s new model, the 
Starfire two-door hardtop, has an 
indicated sticker price of $4,130, 
including automatic transmission, 
power steering, power brakes and 
heater. 

By comparison, the ’61 Thunder- 
bird (without heater) is $4,172. The 
Starfire is aimed at the Thunder- 
bird market. 

The F-85 convertible (manual 
top) has an indicated price of 
$2,760. The deluxe version, with 
bucket seats and power top, will 
be about $2,970. 


L-M Boosts TV Support 


For 1962 Mercury 


DEARBORN. — Lincoln-Mercury 
Division will launch an extensive 
television campaign as part of its 
1962 introductory program for the 
1962 Mercury cars—Monterey, Me- 
teor and Comet. 

The broadened television cam- 
paign is in addition to the pres- 
ently sponsored Alfred Hitchcock 
show. The new shows include six 
One-hour special programs as well 
as participation in the sponsorship 
of three other nighttime programs. 


Great Falls (Mont.) Wins Safety Award— 


Great Falls, Mont., won the top award in the national vehicle safety check program 
for cities and counties in the 20,000 to 100,000 population class. This marked the 
third straight year that Great Falls has won a top award in the contest. A total of 
30,926 vehicles were checked in the city’s program. Shown with the award presented 
to the city are, from left, Richard C. Bennett and Don Suhr jr., of the Great Falls 
Automobile Dealers Assn., co-chairmen of the safety-check campaign, and Walter 
Lunsford, San Francisco, regional director of the Inter-Industry Highway Safety Com- 
mittee, co-sponsor of the national program. 
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Studebaker Prices —'62 vs. ‘61 


(Including federal tax and dealer preparation charges.) 
(The following prices are for six-cylinder models, For V-8s, add $135.) 





Revised Parts Program 











"62 "61 Difference 
$2,040 $2,005 +$35 
1,935 6 
2,405 2,370 + 35 
2,190 2,155 + 35 
2,243 — 25 
2,554 + 35 
2,520 + 35 







Ford 


which is vital to our business sur- 
vival.” : 






cd * Ba 
ON THE parts program, GM gave 
its dealers one improvement. 
Ford matched that and made four 
other changes. 

In the future, dealers will be paid 
their net cost plus 20 percent on 
all parts used on warranty work 
on new vehicles. The old allowance 
was dealer net plus 10 percent. 

This change is similar to one 
made by General Motors divisions 
when they announced their new 
program for dealers in August. 
However, Ford and Lincoln-Mer- 
cury dealers were given four 
other changes in the parts mer- 
chandising program. They are: 

1. Ford and L-M dealers get a 
special incentive allowance on cer- 
tain parts when they are sold 
wholesale. They will get the same 
allowance on parts used to recon- 
dition any used car which is a 
Ford Motor Co. product. 

2. Rules on returning parts were 
liberalized in several ways: Deal- 
ers now have 90 days to send back 
excess parts, instead of 60 days, 
and a 30-day return period has 
been set up for accessories, There 
will no longer be any “declassifica- 
tion” rules on parts being returned, 
a dealer may send back at the end 
of the year any item on the price 
list during the current or preced- 
ing year. (During 1962, parts on the 
1960 and 1961 lists may be re- 
turned.) 2 

* 


* 
ETURNS under the 90-day pro- 
gram and year-end program 
will be limited to 4 percent of an- 
nual purchases but returns of de- 
fective parts and items shipped in 
error will not be counted toward 

the 4 percent. 

3. Dealers will get a 5-percent 
discount on almost 60,000 “captive 
and slower-moving competitive 
parts” when they are ordered on 
a stock order. A stock order is a 
regular order, as opposed to a rush 
order. The 5-percent discount re- 
places the former 2-percent dis- 
count for cash. 

A discount had been offered on 
a limited number of fast-moving 
parts in the past and now the 
discount plan has been spread 
to 90 percent of the parts list. 

4. The wholesale incentive on 
5,300 inactive and slow-moving 
parts has been eliminated and re- 
placed with a higher dealer margin. 

Prices, 
the owner, will be increased on cer- 
tain transmission and axle gears, 
mouldings and weather strips and 
other lew-volume items. Ford Di- 
vision said its costs on these items 

























































which now numbers 17. 


Chrysler Floorplan Aid 


dealer orders of ’62 models, Chrys- 
ler Corp. helped pay dealer floor- 


credited to Sept. 15. Chrysler Corp. 
sale Sept. 28. i 


The 5 percent rate is the same 4l- 
lowed for a rebate on carryover ’él 


through Sept. 15. 


both to the dealer and 













Love Is Chosen 
Board Chairman, 
Policy Chief 


(Continued from Page 1) 


steel executive, “will represent 
the board in policy matters ang. 
Townsend, as president and head 
of the management team, will be 
responsible for running the bugj. 
ness,” the Chrysler announee. 
ment said. 

The new setup appeared to be 
comparable to that at General Mo. 
tors and Ford, where the board 
chairman (Frederic G. Donner ang 
Henry Ford II) are designateg 
chief executive officers and the 
presidents (John F. Gordon ang 
John Dykstra) function as chief 
operating officers. 

* * 
,.¢Y2 will retain the post of’ 
chairman of Chrysler’s new Bx. 
ecutive Committee, which way 
established at the July 27 meeting, 
This Committee is composed of fiye 
directors, including Townsend. 

“Love,” said Chrysler, “hag 
been urged for some time to take 
the board chairmanship and was 
persuaded to take the policy post 
as chairman only after he had 
satisfied himself as to the char. 
acter, quality and ability of the 
management group with whom 
he has been meeting frequently 
since he was elected chairman 
of the Executive Committee of 
the board on July 27, 1961.” 

In other action, the board elected 
Irving J. Minett as vice-president 
in charge of international opera- 
tions. Minett, 47, was named group 
executive and international opera- 
tions chief last May. He joined 
Chrysler in 1934 and assumed a 
vice-presidency once held by Town- 
send. 

It was learned the board algo 
approved Chrysler’s ’62 prices and 
dealer-benefit program, which will 
be announced this week. 

The board took no action on fill- 
ing the director’s seat surrendered 
by Colbert when he resigned. A 
dissident shareholder had _ threat- 
ened to wage a proxy fight for con- 
trol of the company next spring 
unless minority stockholders were 
given representation on the board, 
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On First ’62s Ends 
DETROIT. — Seeking to spur 


plan charges this year on new cars 










dealers will put their ’62 cars on 











Chrysler based its floorplan as- 
sistance payments on a rate of 5 
percent per year on billing prices. 














models after introduction day. 
Total payment to dealers was 
based on the number of days that 
elapsed from the time the factory 
received payment for the '62s 

















“Payment will be made direct to 
dealers as’ promptly as_ possible,” 
dealers were advised in letters 
from Chrysler-Plymouth General 
Sales Manager E. M. Braden and 
Dodge General Sales Manager J. B. 
Naughton. - 


























have gone up. 
* ot * 


7s parts program goes into ef- 
fect Oct. 1. The division said 
that changes came largely from 
suggestions of the dealer council. 

The Chicago Ford dealer group 
also made two other requests of 
Ford management, in addition to 
















asking for a 25-percent discount on} ~—? 





the Fairlane. 

The group asked that the 5- 
percent carryover rebate be ex- 
tended to demonstrators, claim- 
ing that GM dealers already had 
this help. The association also 
asked the Ford Division for “bet- 
ter organization and greater pub- 
licity effort” on the Punt, Pass 
& Kick promotion for boys. 

Ford Division had no immediate 
comment on either request. 



















Now on Seats— 


Stretch fabrics which made a hit it 
stretch pants, are now being used {0 
automotive seat covers. Designed by 
ison Auto Co., New York. 
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Majority Impressed . . . 
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Public Checked on Chrysler Ad 


By L. H. Houck 


Travelling Correspondent 


ee a corporate image is 
always a difficult task and 
when strife and lawsuits precede 
the change, the job becomes hard- 
er. But Chrysler has already made 
rapid strides in that direction and 
kudos are in order for the plan- 
ning back of its current newspaper 
advertising campaign and the copy- 
writers who developed the wordage. 

This writer carried a copy of the 
Chrysler ad as it appeared in the 
Salt Lake Tribune Sept. 12 to 100 
people—run of the mill—but car 
owners. More than 80 percent had 
favorable comment, some didn’t 
care what Chrysler does, and about 
10 percent said they didn’t like 
Chrysler products. 

The heading of the ad, it seem- 
ed to this writer cut through the 
smoke of previous months to the 
heart of the problem with this 
question: 

“What’s ahead for Chrysler?” 

Everyone questioned was inter- 
ested in the answer to that ques- 
tion. 

The signature on the ad will 
make a lot of readers realize for 
the first time that the Chrysler 
Corp. is people. The sig read: “The 
people at Chrysler Corp., where en- 
gineering puts something extra into 


every car.” 


* * * 


SHOWED this ad to three con- 

struction workers near Boze- 
man, Mont., and got three reac- 
tions. 


Wright Predicts * 
Sales in 62 May 
Reach 7 Million 


NEW YORK.—A Ford executive 
predicted Friday that new-car sales 
in 1962 will range from 6.6 to 7- 
million. 

James O. Wright, Ford vice- 
president, car and 
and truck group, 
told the National 
Industrial Con- 
ference Board's 
annual market- 
ing conference 
that current esti- 
mates of Gross 
Nationa] Product 
and disposable 
personal income 

‘ justify forecast- 
James 0. Wright ing 6.6-million 
new-car sales in 1962, a 10 percent 
increase over 1961. 

A more vigorous recovery from 
the relatively mild recession of 
1960-61 could result in a 7-million- 
unit year, or a 20 percent increase 
over 1961, Wright said. 

He also saw used-car sales in 
1962 reaching at least 8.8 million, 
and domestic truck sales in the 
950,000-to-one-million range. 

Wright said sales in the fourth 
quarter of 1961 are forecast at a 
6.6-million seasonally adjusted an- 
nual rate, and should raise total 
new-car sales for the year to 5.9- 
million, including foreign cars, 
compared with 6.6-million in 1960. 

“Dealer stocks of U. S.-produced 
cars at the end of August totalled 
about 670,000 units, or some 215,000 
units less than a year ago,” he said. 
“Thus the prospect is for an orderly 
sellout of 1961 models, in contrast 
to the high inventory situation the 
industry faced at this time in 1960.” 








Late Report... 








Chrysler man but I’m glad that 
they’re going to keep on making 
cars. It’s like the Democrats and 
the Republicans. We need ’em both 
to keep things in balance.” 

The second ‘one said: “Never 
thought about them being ‘peo- 
ple’ I guess. I knew they weren’t 
cast iron or chrome but they just 
never seemed human. [ like this. 
You know I'll just give them a 
whirl with a ’62. Hadn’t made up 
my mind.” 

The third one said: “This prob- 
ably is a lot of bull but they’re get- 
ting hot. We need some car maker 
that thinks about guys like me that 
has to take more than half of every 
dollar to pay for a car. I'll watch 
the outfit and see how they per- 
form.” 

* ok * 

EXT I showed the ad to a bank- 

er in Boise, Id. 

“I’ve been a Chrysler customer 
for 25 years,” the banker said, “but 
I’ve been mighty nervous about the 
Chrysler trouble in the high levels. 
I’ve had good Chryslers and a bad 
one or two and I'd just about made 
up my mind to change brands but 
reading between the lines in the 
Wall Street Journal I became con- 
vinced that everything was going 
to turn out all right. 

“This ad wouldn’t have made me 
change but it is a healthy indica- 
tion of good intentions. You know, 
good intentions mean a lot because 
some of them always get carried 
out.” 

Next was a truck driver at a 
truck stop in Laramie, Wyo. 

“I’m a Chevy man, myself,” the 
truck driver said. “That is the 
car my wife uses. I’m on this rig 
so much I don’t have much time 
for auto driving. But here’s the 
pitch. A working man can’t af- 
ford to ever own an orphan car. 
He takes all the loss. 

“Edsel and DeSoto were not 
strictly orphans because the en- 
gines were Ford and Chrysler, but 
the rub comes with the sheet metal 
and the market or trade value is 
shot to hell. That’s what I’ve been 
expecting with Chrysler. All they 
needed was for that big insurance 
company to walk in and foreclose. 


“Now it looks like they’re going | 


to make it and I’m all for ’em but 
at this moment I got no intentions 


whatever of buying one, But I got 
to admit I like the way them 
Dodges whiz past me on the road.” 
co * o* 
oo there was a service sta- 
tion man at Brigham City, 
Utah. 


owners,” he said, “since we're on 
30, 91, 191 and 89, and I hear all the 
gripes, too. I'll say one thing, the 
Chrysler owner, I mean Chrysler, 
not Plymouth, Dodge, Valiant or 
the rest, is almost always a proud 
owner and sees that his Chrysler 
gets the best attention. 

“They won’t stand for careless- 
ness and most of ’em will jump 
you in a minute for spilling gas- 
oline on the body or running 
over. There are a lot of good 
points about Chrysler products 
but some bad ones, too. 


“Take a Saratoga with power 


the cover off the master cylinder 
and see the level and as a result 
they are always low because of in- 
attention. 

“Another Chrysler has the re- 
serve air tank on the brake sys- 
tem located so you have to hunt 
up a funnel with a flexible spout to 
put in a quart of oil, when they 
could have just as easy put the 
filler cap on the other bank where 
there is plenty of room. This kind 
of stuff is just plain dumb no mat- 
ter who calls it engineering. 

“Some of these days some smart 
guy is going to wrap up all the 
good points and throw away these 
dumb things and have one swell 
automobile both for the owner and 
the service man. Chrysler has been 
through a lot of hell and I'd like to 
see them do it.” 

n * * 

“AN AD like that don’t mean a 

thing,” said a motel operator 
in Denver. “No car is any better 
than the dealer. I’ve learned that 
the hard way. The reason some 
cars sell better in some places is 
because they’ve got a better dealer. 

“They can do all they want to in 
the high places and a bad dealer 
can wreck all the fancy plans in 
less time that it takes to check the 
oil. 

“Take these sharp-shooters: 
They skin the customer and if 


| (Continued on Page 57, Col. 2) 





White’s Territory Appeal 7 
Heads for Supreme Court 


CLEVELAND. — The United 
States Supreme Court will be asked 


directly by White Motor Co. to re-| 


view a District Court judgment 
outlawing territory sales _ restric- 
tions on its distributors and deal- 
ers, 


The appeal will bring to a head} 


the Department of Justice’s long 
effort to abolish territory fencing 
in the automotive industry. The 
U. S. Supreme Court never has 
ruled directly on Department opin- 
ions that such restrictions violate 
the antitrust laws. 

Because the White case was 
brought by the Justice Depart- 
ment in Cleveland Federal Dis- 
trict Court, the manufacturer 
may appeal directly to the Su- 
preme Court, bypassing the Court 
of Appeals at Cincinnati. 


White has until Nov. 4 to file! 


notice of appeal with the Supreme 


Court from the summary judgment 


Used-Car Market 


The overall average price of used cars sold at wholesale auctions 
crept higher last week. Only newer models dipped as the average 
added $3 from the previous week’s figure. The new $1,014 total 
compared to $917 for the same week of last year. 

Top gainer among the yearly groupings was the ’59s, which rose 
$10 to $1,423. The ’58s held steady at $969, but the ’57s were up $4 
to $615; the ’56s, $2 to $426; the 55s, $50 to $304, and the ’54s, $6 


to $218. 


Losses were reflected by both the ’61s, off $7 to $2,329, and the 


60s, down $1 to $1,825. 


At a group of representative auctions last week the sales ratio 
was 70.1 percent, against 67.1 percent the week before. 


Auction reports begin on Page 34. 





| issued Sept. 5 by Federal District 
Judge Girard E. Kalbfleisch. 


| by the Supreme Court, White may 
| continue in effect franchise agree- 
ments containing the disputed ter- 
ritorial clauses. 

White is not expected to contest 
|a second ban handed down by 
| Judge Kalbfleisch. This would pre- 


| establishing prices or discounts on 
| resales of trucks and parts by dis- 
tributors and dealers. 

Attorneys for White said the 
test-case nature of the territory 
sales issue was, in their view, 
potentially controlling over car 
| manufacturers and industries in 

general. They said it was possi- 
ble that auto manufacturers 
might submit briefs to the Su- 
preme Court upholding the White 
position. 

White argued before Judge Kalb- 
fleisch that the truck business 
| could not be conducted without ter- 
|ritory delineations on wholesale 
| and retail outlets. They cited a long 
| list of lower court opinions which 
they said were in accord with this 
view. 

One opinion cited by White was 
| that of Circuit Judge Phillip For- 
man in a parallel antitrust suit 
against Volkswagen of America. 
Judge Forman held that VW’s ter- 
ritory system was not illegal unless 
|} it could be proven it was inter- 
woven with price-fixing. 

The Justice Department has been 
content to keep the VW suit dorm- 
ant during the White proceedings. 
Final adjudication of the White 
case is likely to be decisive in the 
Volkswagen suit. 








“T see all the cars and all the, 


brakes. Some models you can’t get | 


Pending disposition of the appeal | 


| vent the truck manufacturer from | 


Accent 





On Truck Equipment 


Truck bodies and equipment, which can play a vital 
part in a profitable truck dealership, will be featured in 
next week’s issue of Automotive News. 


Among the highspots of this issue: 
@ A directory of truck body and equipment makers, 


Ideas from successful truck dealers. 


@ Visits with equipment distributors. 


Buick Dealers Enter ’62 
With Optimism— Rollert 


By John E,. Walsh 
Staff Writer 


F LIN T.—With a carryover of 
only about 6,500 ’61 models, Buick 
dealers have no cleanup problems 
and are in the best shape in years 
for the start of a 
new-model year, 
Edward D. Rol- 
lert, division gen- 
eral manager 





| ager last February, said that nine 
| months ago dealers had “a defeat- 


| cult to interest anyone in a Buick 


said last week at 
a press preview 
of the company’s 
’62 models. 

He predict- 
ed Buick dealers 
will deliver 400,- 
000 cars in 1962, : 
an increase of 33 E. D. Rollert 
percent over the 300,000 units he 
estimated will be sold in the cur- 
rent year. 

Rollert’s forecast brings to 3.4 
million the number of car sales 
predicted for next year for all five 
General Motors auto-producing di- 
visions. 

If these predictions are realized, 
it would make 1962 the second-best 
sales year in GM history, topped | 
only by 1955 when its registrations 
totalled 3,639,120. The current sec- 
ond-best year is 1956, when 3,024,286 
GM cars were registered. 

Sales forecasts for the other four 
divisions in 1962, made at earlier 
press previews, follow: Chevrolet, 
1.9 million; Pontiac, 500,000; Olds- 
mobile, 450,000, and Cadillac, 150,- | 
000. 

Both Rollert and Roland S. With- 
ers, general sales manager, said 
their optimistic outlook was shared 
by the dealer body. 

“Our dealers feel that the lean 
years have passed, and that 
there’s money to be made now,” 
Rollert said. 

Withers said the enthusiasm dis- 
played by dealers | 
at their preview | 
in Chicago was) 
unmatched in| 
his memory. All 
but a handful of 
the division’s ap-| 
proximately 3,150 
dealers were on 
hand for the pre- 
view, he added. 

Withers, who 
took over as gen- 
eral sales man- 








R. S. Withers 


ist attitude,” and that it was diffi- 


franchise. 

“But all that has changed now,” 
he said, “The change in their atti- 
tude was proven at the Chicago 





Better Reputation 
Sought by Dealers 


NEW ORLEANS.—In an attempt 
to improve the image of both the 


| bile salesman, James J. Bryan, 
Truck Dealers Assn. of Greater 


mittee of three to work in this di- 
rection. 

Bryan has named John Gimma 
(Chrysler), and Dennis Bergeron 
jr., (Mercury-Comet), to work with 
him in a campaign to improve the 
standing of dealers in the commu- 
nity. The committee will meet 





shortly to outline a program. 





automobile dealer and the automo- | 


New Orleans, has appointed a com- | 








preview, and applicants now are 
standing in line four and five deep 
for Buick franchises.” 

Rollert said a majority of the 
dealers have made a profit this 
year. 

“Although we have had some Jos. 
ing dealers, as I think every other 
company has, our dealers in the 
main have moved up very sgub- 
stantially in the profit column. 

“In the last three months partic- 
ularly, there has been a tremend- 
ous gain in their profit picture,” he 
added. “I don’t think I am at lib. 
erty to give the exact figures.” 

Rollert said about 17,500 new 
models, approximately 5,500 of 
them Specials, will be in dealers’ 
hands by public announcement day 
Wednesday (Sept. 27). In spite of 
the loss of ’62-model production be- 
cause of the UAW strike, this in- 
ventory is bigger than it was on 
announcement day a year ago, he 
added. 

The estimated 300,000 sales for 
the current year would be an in- 
crease of about 12 percent over 
last year’s 271,000, Rollert said, 
and with the continued growth of 
the economy the auto market 
could rise by 20 percent in 1962. 
Through Sept. 1, he continued, 
184,000 Buicks had been sold, an in- 
crease of 7 percent over last year.” 
In the same period, industrywide 
sales figures were off by 15 percent, © 
he pointed out. ] 

Rollert attributed Buick’s strong 
comeback in 1961 to the company’s 
intensive reliability program and 
the introduction of the Special, 
which he said is accounting for | 
about 35 percent of Buick sales. 

In 1962, he added, Buick is look- 
ing to the Special to take up to 40 
percent of the division’s sales. 

“With the strength the Special 
is currently showing in the mar- 
ket, before another year is out I 
am convinced it will have estab- 
lished itself as the leader in its 
class,” Rollert said. 

Withers attributed this growing 





| strength to the fact that the Spe- 


cial “is not a compact car.” 
He said the size of the compact 
(Continued on Page 61, Col. 4) ay 





Hail from JFK— 


President Kennedy congratulates Benson 
Ford, national chairman, United Commu 


president, Authorized New Car and | nity Campaigns of America, for his service 


on behalf of the nation’s 2,200 United 
Fund and Community Chest campaigns this 
fall. The meeting took place at the annual 
White House broadcast for these United 
Way appeals. Ford, vice-president, Ford 
Motor Co., heads the volunteers who ob 
tain support in national press, television 
radio, motion pictures, magazines and 
other media for the local united drives 
which raise funds for 28,500 voluntary 
health and welfare services. F 
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_ youre being asked to 
think big, think compact 
and think small.” 





For 1962 


WT 





By GEORGE ROMNEY, President, American Motors Corporation 


In 1962 car announce- 
ments there will be so 
many names, models, and 
sizes that car buyers and 
dealers alike will be con- 
fused. 


You will be asked to 
“think big or think compact or think small” 
as to the size or kind of car you should sell. 





We recommend, instead, that you “think 
hard.”’ 


Think hard about the things people want most 
in their next car. 


Then look hard. 


Look for most value. There are more than 100 
improvements in the 1962 Ramblers. See how 
many of these advances are missing in com- 
petitive cars. 


With our workers as progress-sharing partners, 
you can expect superior craftsmanship in 
Ramblers. American Motors’ company-wide 
objective is to make trouble-free Ramblers a 
symbol of American industrial integrity and 
honesty . . . to make Rambler quality superior 
to that of even far costlier cars built anywhere 
in the world. 


It is directed toward sharing our progress 
with customers. Because to continue our 
growth we know we have to give them an 
obviously better value in product and in 
price. 


How can Rambler give car buyers more than 
the “Big Two?” It’s a matter of dollars 
and cents. 


The new Lincoln Continental and Thunder- 
bird, and all completely new cars in the past 
three years, have copied Rambler’s modern 
Single-Unit construction. 


It requires hundreds of millions of dollars for 
retooling to convert from old-fashioned 


separate body-and-frame production lines to 
Single-Unit production. 


Our modern production lines have long since 
been fully paid for. Furthermore, we produce 
more cars in our Kenosha plant than does any 
single automobile plant in America. We have 
also avoided styling changes for the sake of 
change and held down the number of models 
—actually reduced them 30% for ’62. There- 
fore, we can spend our money to bring cus- 
tomers important new benefits and keep our 
prices low. The records show that our two 
major competitors have increased prices on 
their low-priced standard models about 50% 
more than Rambler in the period from 1955 
to 1961. 


This is Progress Sharing with Rambler buyers. 


We must be offering an obviously better value, 
for, in just 12 months, 278,494 owners—of all 
makes, in all price ranges—switched to 
Rambler. 


New and old Rambler owners say they are 
going to buy them again. According to a recent 
survey for a national magazine, Rambler con- 
tinues its big lead over all makes of cars— 


domestic and foreign, regardless of price—in 


owner loyalty. 


The same survey reveals that new-car buyers 
are keeping their cars 25% longer than they 
did five or six years ago. 


With Rambler-pioneered Single-Unit con- 
struction, Rambler owners can keep their 
cars longer with fewer worries about rattles, 
rust, and cost. 


Rambler is the only U.S. car with Deep-Dip 
rustproofing clear to the roof. The only car 
with Ceramic-Armored muffler and tailpipe 
that will be replaced free, for the original 
buyer, in case of rust-out, by going to a 
Rambler dealer—collision damage excepted. 
And there are further improvements for 1962. 


We have spent huge sums of money—largely 
for “‘under-the-skin improvements” which 
assure longer car life, greater safety, more 
trouble-free, service-free driving; easier han- 
dling, better performance, and _ superior 
comfort. 


In the 1962 Ramblers, you will find a Double- 
Safety Brake System, standard. It has tandem 
master cylinders. One for front brakes. One 
for rear brakes. If one system is damaged, 
the other still works. (There are similar 
systems on Rolls-Royce, Jaguar, and Cadillac 
for °62). And Self-Adjusting Brakes that 
compensate for brake-lining wear are also 
standard. 


You will find chassis lubrication on most 
models that lasts 33 times longer. With many 
parts lubricated for life. 


In all models, Dowgard Full-Fill Engine 
Coolant replaces both water and antifreeze at 
low cost, and is good for two years. 


There’s much, much more—more important 
“‘under-the-skin’”” improvements, and new 
exterior and interior beauty. 


October 6 is the 1962 Rambler announcement 
date. It is well worth watching for. When you 
see them—and their scores of new selling 
features—‘“‘Think Hard.” You'll soon see why, 
more than ever, it pays to be a Rambler 
dealer. Why not you in ’62? 


ae 
RAMBLER 


WORLD STANDARD OF 
COMPACT CAR EXCELLENCE 
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Will ’62 Cars Lift Doldrums? 


Dealer Profits Up in Sales Sag 


(Continued from Page 1) 


year’s October-December volume, 
would be needed to bring the six- 
million mark within reach. 
Prospects for such a performance 
are remote. The General Motors 
strikes have delayed dealer inven- 
tory buildups, while at the same 
time unnerving prospects in in- 
dustrial areas. The Chrysler and 
Ford settlements may add to the 


tension. 
* es oe 


ee a spot dealer 
check by Automotive News 
found that profits per deal rose 
against a backdrop of declining 
volume during August and early 
September. This trend was para- 
mount despite absence of buildout 
bonuses for most ’61 makes, 

Continued strength in the used- 
car market, less volume pressure 
from Detroit and the “foreign 
crisis” were given as reasons for 
the healthy state of dealer profits, 

“Clean used cars are so scarce 
in the Midwest that my washouts 
have risen up to 50 percent in re- 
turn above a year ago,” reported 
an Illinois Ford dealer. “I see no 
change in this supply-demand re- 
lationship on used cars until we 
get a over-stock of ’62 compacts 
—and maybe not even then.” 

Many dealers agreed that factory 

representatives, faced with labor 
negotiations back in Detroit and 
admittedly thin ’61 leftovers, were 
coasting into the ’62 season. Pub- 
licity given a Oklahoma Ford deal- 
er’s fight to deport his district sales 
manager “has put the factory boys 
on ice in the Southwest,” said a 
dealer association manager. 

“Never in any year has so much 
been written about the need for 
dealer profits,” added a Colorado 
Chevrolet dealer. “I sort of have 
the idea the factories would like 
us to show a neat profit this year 
so they can shove for volume in 
1962.” 

cd * * 

ONFRONTED with inventories 
one-third or more below those 

of last year’s cleanup, dealers have 
notably not complained of poor in- 
terest from customers. Higher-dol- 
lar deals have been numerous and 
the need for “crash dumping pro- 
grams” negligible, dealers reported. 

“It’s a pleasure to operate at a 
good return without having to beat 
the guy’s volume down the street, 
or beat a year ago or beat the na- 
tional average,” commented a Cali- 
fornia GM dealer. 

Pre-selling of ’62 models has 
been conspicuous by its absence. 
Ford Division cancelled plans to 
wink at Falcon gun-jumping, 
possibly because of the sales slide 
in late August and early Septem- 
ber. Several Detroit dealers quiet- 
ly put their ’62s on display last 
week a day or two ahead of 
schedule, but little furor resulted. 

An intangible market factor, but 
one which Eastern dealers have 
pointed up, arises from the daily 
headlines from Europe and Africa. 
Most dealers mentioning the 
“crisis” said it had exerted a yel- 
low-light impact on the market, 
rather than panicking shoppers 
into closing new-car deals. 

“It’s on folks minds when they 
come into the showroom,” a Mas- 
sachusetts Dodge dealer said. “It 
hasn’t hurt us in the profit-and-loss 
department, but maybe people are 
waiting to see what happens—like 
they did a year ago when the elec- 
tion was on,” 

* * ok 
pyetnorr executives have pin- 
pointed lack of buildout 
bonuses as a primary “excuse” for 


Used-Car Conference 

MIAMI.—Clay Meadows, of Don 
Allen Chevrolet, was among 10 
used-car managers who attended a 
Chevrolet Division used-car confer- 
ence in Detroit. The purpose of the 
conference was to obtain sugges- 
tions for better merchandising of 
used cars, 
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sluggish cleanup sales. Only 79,000 
new cars were retailed in the Sept. 
1-10 period, compared to 125,000 
in the Labor Day period a year ago. 
It was the lowest 10-day sale of 
1961. 

“Wait until the 5 percent rebate 
on ’61s goes into effect,” said a 
General Motors sales manager. 
“The dealers have been vacationing 
until they get the bonus.” 

For the first time, GM and 
Rambler dealer-owned demon- 
strators will be covered by the 
5 percent rebate this fall. This 
has relaxed the pressure to effect 
@ maximum clearance of the old 
models before the new merchan- 
dise goes on sale. 

New-car registrations for the 
year through August are estimated 
at 3,910,000. The lag in the Labor 
Day third of September cut back 
the projection for this month to 
420,000. That would bring the nine- 
month total to 4,830,000. 

* oe 


N THE fourth quarter of last 
year, registrations reached 


1,634,781 for the second highest 
closeout period of all time, The 
peak fourth quarter occurred in 
record 1955, when 1,700,780 regis- 
trations were notched. 

A more realistic appraisal ‘of 
fourth-quarter sales recalls the 
totals racked up in the October- 
December periods of 1959 (1,395,- 
026), 1957 (1,384,644) and 1956 
(1,342,423). A quarter in this vi- 
cinity would finish up 1961 at be- 
tween 5.6 million and 5.7 million. 
The 1958 recession dropped 

fourth-quarter sales that year to 
1,184,463. Availability of Big Three 
compacts and the general upturn 
in the economy has made it unlike- 
ly that the 1958 rate will be re- 
peated this year, in spite of the 


August-September sales decline. 
e * * 


Shortage of Used Cars 


Expected to Continue 


SYRACUSE.—_Samuel R, Dell, 
president of Sam Dell’s Highway 


350,000th Bucket Ford 
To Be Sold This Month 


DEARBORN. — Ford Division 
will sell its 350,000th bucket seat 
vehicle sometime this month, a 
Ford official reports. To date 
more than 650,000 American- 
made bucket seat vehicles have 
been sold, of which more than 
half are Ford vehicles, a spokes- 
man said, 

“The increasing popularity of 
the bucket seat is further evi- 
denced by the fact that an even 
greater number of 1962 model 
automobiles will offer bucket 
Seats,” said E. F. Laux, assistant 
general sales manager. “Continu- 
ing at its present rate of growth, 
it is probable that more than a 
half-million bucket seat automo- 
biles will be sold during 1962 
alone.” 


Motors Corp., predicts a quality 
used-car shortage because of the 
limited production of ’61 models. 

“I have talked to many dealers 
who are worried over the shortage 
of ’61 models because they have 
always entered the next year’s cur- 
rent selling period with an abund- 


ni 
_ ar 
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ance of the previous models on 
hand,” said Dell. “This situation © 
will lead to many disappointment, _ 
as the dealers stock will be quickly ; 
depleted. 3 
“On the other hand, the average 
layman who drives up Genesee gy} 
auto row, seems to think there jg) 
an overabundance of new and useq)_ 
cars because of proficient ways of) 
parking cars that are available for a 
sale. % 
“The man who feels there ig an) 
abundance of cars should take a) 
minute and count the cars on the) 
different lots and see that, where! 
there were once 100 cars a Jot 
they will seem to bulge with 35.” 7 
+ * OK 


GM of Canada Reports 


Alltime Sales High 


OSHAWA, Ont.—General Motors | 
of Canada says its total sales of 
cars and trucks for the ’61 mode” 
year were at an alltime high—2i7. |] 
118 units to date. Y 

The company also announced 
that sales of cars and trucks in the 
first 10 days of September—num- 
bering 5,676—were up 38 percent 
over the same period a year ago, 
At the same time, GM sales were 
up 17 percent over the first 10 days! 
of August of this year. 


KEEP YOUR OFF-THE-ROAD| 


HEAVY-DUTY, LONG-LIFE D.C. 


GENERATOR 
Double-length, double-life brushes 
with constant-tension springs 

Ball bearings with sealed grease 
reservoirs—need no lubrication 
between engine overhauls 
50-ampere maximum output— 
available with 10-ampere output at 
engine idle 

Sealed field coils—impervious to 
moisture and corrosion 


SELF-RECTIFYING A.C. GENERATOR 
e Built-in silicon diodes eliminate 
external rectifier 
30-ampere output at normal engine 
idle 
60- or 85-ampere maximum output 
models available 
Ball bearings with sealed grease 
reservoirs—need no lubrication 
between engine overhauls 


FAN AND SHROUD ENCLOSED D.C. GENERATORS 

e Totally enclosed for protection against foreign materials 

e 12-volt—24- and 40-ampere maximum outputs. 24-volt—15- 
and 20-ampere maximum output generators available 

e Double-life brushes and constant-tension brush springs 

e Ball bearings with sealed grease reservoirs—need no lubrication 


between engine overhauls 


f. 


EXTRA-HIGH-OUTPUT A.C. GENERATOR 

e 130-ampere maximum output 

e 40 amperes at engine idle 

e Three-phase a.c. voltage available 
—ideal for 120-volt conversion as 
a power source for mobile d.c. 
power equipment 
Ball bearings with sealed grease 
reservoirs—need no lubrication 
between engine overhauls 


POWER SUPPLY PACKAGE 
e Rectifies and transforms vehicle generator voltage up to 120 


volts d.c. 


e Furnishes dependable power up to 1200 watts 

e Provides mobile power suitable for incandescent lights, universal 
motors, d.c. motors, a.c.-d.c. radios, resistive loads without 
thermostats, or other 120-volt d.c. equipment 


SPECIFY DELCO-REMY POWER-MATCHED ELECTRICAL SYSTEMS! 


It’s the sure way to prevent downtime and costly 
repairs caused by inadequate electrical systems. 
With Delco-Remy’s broad line of complete systems 
and individual components, you can match elec- 
trical power exactly to the special needs of your 


equipment. New design concepts and construction 
features mean Delco-Remy units last longer, j 
require little or no periodic servicing and deliver 
more dependable operation under all conditions. 
The particular Delco-Remy system that’ll prove 


















By Leo T. Parker 
Attorney at Law 


CCORDING to a late higher 
A court decision it is not proper 
for the secretary of state to refuse 
to issue a license to an automobile 
dealer on the 
ground that his 
license was re- 
voked the previ- 
ous year, partic- 
ularly if the deal- 
er has made an 
appeal which is 
still pending. 

For instance, in 
Goers of Goers 
Motor Sales Co. 
v. Secretary of 

aoe 5. Pasar State, 169 N. E. 
(2d) 845, the testimony showed that 
one Goers has been an active auto- 
mobile dealer during the past 14 
years. 

In 1957 he received the regular 
renewal license to engage in the 
business of selling Oldsmobile au- 





Lawsuits Affecting Dealers ... 
Court Decisions 
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tomobiles from the secretary of 
state. 


On July 30, 1957, Goers was 
given notice by the secretary of 
state that a hearing would be held 
Aug. 7, 1957, to determine wheth- 
er his 1957 license should be re- 
voked, the grounds being that he 
had violated the Motor Vehicle 
Law by fraudulent acts in con- 
nection with selling motor ve- 
hicles. 

After a hearing, the secretary of 
state revoked Goers’ license, Later 
an appeal was made and while the 
outcome of the procedure was still 
undecided Goers made application 
for a 1958 dealer’s license. Goers 
received a notice from the secre- 
tary of state that his application 
for a 1958 license was denied. This 
notice stated that Goers’ applica- 
tion for renewal of his dealer’s li- 
cense for the year 1958 was being 
denied because his 1957 license had 
beeu revoked, and he was therefore 
not eligible for renewal] of his 









motor vehicle dealer’s license, The 
higher court held: 

“It would thus appear that the 
secretary of state was not entitled 
to consider the 1957 proceedings or 
the judgment entered thereon as 
grounds for denial of the 1958 ap- 
plication as long as the case was 
still pending.” 

+ * * 
Signs Mean Nothing 
A FEW weeks ago a higher court 
rendered an important decision 
which clearly answers a legal ques- 
tion often asked by automobile 
dealers. This question is: “Under 
the same circumstances is the 
owner of a garage or service sta- 
tion liable for injuries negligently 
caused by the lessee of the prem- 
ises?” 

According to a new higher 
court decision, the answer to this 
legal question is in the negative. 

For instance, in Sherman v. 
Texas Co., 165 N. E, (2d) 916, it was 
shown that one Sherman drove his 
automobile into a leased service 
station for fan belt repair. Through 
negligence of the mechanic Sher- 
man was severely injured. Sherman 
sued the lessor for large damages, 
although the testimony showed that 


EQUIPMENT ON THE JOB... 
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DOUBLE CONTACT GENERATOR 
REGULATOR 

e Double contacts provide better 
voltage control—longer service life 

e Simplified external adjustment fea- 
ture quickly tailors voltage to job 

e Waterproofing insures long life and 
reliable operation 





TRANSISTORIZED REGULATOR 


e Vibrating type voltage sensor plus « 
single transistor extends service life ° 


e Accurate voltage control at all e 


generator speeds 


e Available with simplified external 


voltage adjustment feature 


e Available for either indicator light 


or ammeter circuits 





FULL-TRANSISTOR REGULATOR 
No moving parts to wear out 


operating conditions 


HIGH-DUTY CRANKING MOTOR 

e New high-performance 12-v. motor eliminates need for series 
parallel switch circuits with no increase in battery capacity— 
24- and 32-volt models also available 

e Two-piece housing permits 24 different solenoid positions, reduces 
number of models and spare parts needed 

e Totally enclosed drive shifting mechanism is protected against 
dirt, water, slush and ice 

e Heavy-duty sprag clutch remains engaged until engine starts— 


improves cold weather starting 


DC-250 HIGH-DUTY BATTERIES 


e Glass mat retainers protect positive plate material—improve 
cycling ability, provide longer service life 

e Resin seals between cell cover and terminal and between case and 
cell cover protect plates and separators from vibration damage 
and prevent electrolyte loss 

e Newly formulated positive plate material withstands vibration 


and cycling damage—delivers dependable power during longer 


life span of- DC-250 


most economical for your needs depends on your 
equipment’s job and its performance requirements. 


Ask your dealer about Delco- 


Remy power-matched 


electrical systems and specify them when ordering 
new vehicles. And, to bring your present equipment 
up to date, contact your United Delco Distributor. 


Delco 
Remy 


DELCO-REMY « DIVISION OF GENERAL MOTORS ¢ ANDERSON, INDIANA 








Requires no periodic servicing 
Constant voltage control— 
unaffected by temperature changes, 
vibration or mounting position 
e Simplified external adjustment fea- 
ture—permits tailoring voltage to 





SALES 


“Smith, have you received any 
favorable customer reaction 
cards?” 





the latter did not operate the sta- 
tion but leased it. 

Sherman argued that the lessor 
is liable because the latter had held 
itself out as the proprietor of the 
service station by displaying its 
signs and other advertising having 
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thereon its name, The higher court 
refused to agree with this conten- 
tion and held the lessor not liable 
in damages to Sherman, 

ag * * 


Not Liable on Signs 


Bre iot month a higher court held 
that a manufacturer who can- 
cels an automobile dealer’s fran- 
chise is not expected by law to see 
that the dealer discontinues use of 
its advertising, signs, etc. 

For example, in Wade v. Ford 
Motor Co., 171 N. E. (2d) 282, the 
testimony showed that for many 
years Rowe Motor Co., Inc., was an 
authorized Ford dealer. In March, 
1958, Ford “cancelled and revoked” 
Rowe’s dealer’s franchise, 

Wade sued Ford Motor Co. for 
heavy damages because Rowe 
Motor continued to hold itself out 
to the public as a Ford dealer by 
displaying the Ford name and 
trade mark on its premises. Wade 
claimed that “as a consequence 
of relying upon the Ford Motor 
Co.’s false representation” he 
paid money and delivered a used 
vehicle to Rowe Motor, which he 
lost. 

The higher court refused to hold 
Ford Motor Co. liable to Wade, and 
said: 

“We assume that Ford could have 
taken steps to curtail or expose the 
activities of Rowe, but we are not 
prepared to say that it is a legal 
wrong for one to fail in such cir- 
cumstances to pursue his legal 
rights,” 





* * * 


Virginia Court Upholds 


Ban on Sunday Sales 


RICHMOND, Va.—Constitutional- 
ity of Virginia’s Sunday-closing 
law was upheld by the State Su- 
preme Court in an opinion which 
discounted the religious angle as a 
basis for current blue laws. 

“While it is true,” the court - 
said, “that the first Sunday laws 
were motivated by religious forces 
. .. they have undergone such 
changes in Virginia and other 
states that they can no longer be 
considered as retaining any sem- 
blance of religious character. 

“The evidence shows that the 
amended Sunday law was sponsored 
by the Virginia Retail Merchants 
Assn. to provide for a day of rest 
... and not as a day for required 
religious observance.” 

The court also held that the ex- 
emption of some items from the list 
of those available for sale on Sun- 
day was “natural and reasonable 
and appropriate.” 

It was contended by opponents 
that the law contained more “arbi- 
trary classifications” of items that 
might and might not be sold on 
Sunday than any similar law in 
other states. 

On this point, the court said the 
“necessity for the reasonableness of 
the classification is primarily a 
question for the Legislature.” 


Merchants opposing the law had 
maintained that its enforcement de- 
prived them of a substantial part 
of their business, However, the 
court held that the law was a gen- 
eral act, containing the same gen- 
eral prohibition against working or 
transacting business on Sunday ex- 
cept in household or other works of 
necessity as had been in earlier 
Virginia law. 

The court said the tightened law 
did not violate either the Virginia 
Constitution or the United States 
Constitution. 


No Lemon Here 


LAKELAND, Fla.—Florida Citrus 
Mutual has developed a grapefruit 
gold paint for automobiles. Robert 
W. Rutledge, executive vice-presi- 
dent, said the same scientist who 
developed soybean oil-based paint 
25 years ago, made this grapefruit 
gold paint. Rutledge drives a car 
covered with the new paint. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! ‘Are 
you? 
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“2. PONTIAC POURS IT ON FOR '62.. 
TO MAKE THE PONTIAC FRANCHISI 


HOTTER THAN EVER!!! 
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Americas Namber One Road Car 


Here’s what happens when the builder of those front-running Wide-Track 


Pontiacs pours it on to bring you a car that’s even farther ahead of the pack! 
It’s longer, with a crisp, low silhouette. It’s fresh-styled, with a new twin- 
scoop grille that says ‘‘Pontiac”’ a block away. And it’s beautifully poised on 
Pontiac’s famous Wide-Track stance. Powered by the potent Trophy V-8, 
with from 215 to 348 h.p. We’ve even cut the turning radius as much as 34% 
feet to make handling easier. The result is the road-worthiest, pride-pleasingest 
car to come down the pike for ’62. Come in—and let a Pontiac show you. 
Pick your way to go Wide-Tracking: Catalina, Star Chief, Bonneville. 
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FOREGROUND — THE CATALINA CONVERTIBLE * BACKGROUND — THE BONNEVILLE SPORTS COUPE * PONTIAC MOTOR DIVISION * GENERAL. MOTORS CORPORATION 
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AUTOMOTIVE NEWS PLATFORM 

{ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S, governments, applied to building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


The Product Is on the Beam; 
What About Distribution? 


HERE is a crisp, functional, handsome look to the 1962 
models. They look like they were designed to fill their 
function of personal transportation without excess baggage. 


And there are cars to fill different needs— interesting 
ears for the drivers who want quick response and fast 
maneuverability; cars for the budget-minded who are seek- 
ing easy-to-handle, easy-on-the-upkeep models; cars for the 
luxury-loving, whether they want big luxurious cars or 
smaller luxurious cars. 


The new models are arriving in a propitious economic 
atmosphere. People have money and the confidence to 
spend it. 

So the new year seems almost certain to be a big auto 
year. Will it also be a good auto year? Will it be good for 
dealers as well as the factory? 


This is the fifth anniversary of the “hate-Detroit” year. 
In that time the auto makers have made remarkable prog- 
ress in getting their cars in tune with a changed public taste. 

It has been many more than five years since dealers made 
it known to the makers that there was something wrong 
with distribution policies. 

Let us hope that the makers have done as good a job 
of redesigning distribution policies as they have in re- 
designing the product. 

One of the biggest steps would be to establish integrity 
between factory and dealer and dealer and public. Too many 
factory men have taken the position that the best dealer 
is the dealer who sells the most cars, no matter how much 
ill-will he sows with deceptive practices. 


This should no longer be a horsetrading business. It is 
past time that the industry grew a little in stature. 
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Events 


% Evrror’s Note: To facilitate 
recognition, new items in this 


column will be starred and will 
appear in boldface type the first 
time they are used. . 


Dealer Conventions 


Oct, 2-4—I4th Annual Convention and Ex- 
hibit, Truck Body and Equipment Assn., 
Hotel Sherman, Chicago. 

Oct. 22-24—New ge Automotive Trade 
Assn., Chalfonte addon-Hall 
Atlantic City. 

Oct. 22-24— New York State Automobile 
Dealers, The Concord, Kiamesha Lake, 


Oct, 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Nov. 5-6—Oklahoma Automobile Dealers 
Assn., Mayo Hotel, Tulsa. 

. 14—Connecticut Automotive Trades 
Assn., Statler Hilton Hotel, Hartford. 
Nov. 25-27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 
Dec. 4—Utah Automobile Dealers Assn., 

Hotel Utah, Salt Lake City. 

Dec. 4-5—Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 

Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 


1962 

Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 
Vegas. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 

%& March 29-30—Nebraska New Car Deal- 
ers Assn., Sheraton-Fontenelle Hotel, 
Omaha. 

April 8-10—Automobile Dealers Assn, of 
Alabama, Montgomery, Ala. 

May 6-7—South Dakota Automobile Deal- 
ers Assn., Sioux Falls, S. D. 

~~ 6-8—Idaho Automobile Dealers Assn., 
otel Boise, Boise. 

May 7-8—Ilinois Automotive Trade Assn., 
Hilton Inn, Auroda, Ill, 

May 16-17—Missouri Automobile Dealers 
Assn., Elms Hotel, Excelsior Springs, 


Mo. 
May 20-22— Oregon Automobile Dealers 
Assn., Sheraton-Portland Hotel, Portland. 
%& June 8-9 — New Mexico Automotive 
Dealers Assn... Roswell, N. M,. 


Auto Shows 


Sept. 21-Oct. 1! — Frankfurt International 
Auto Show, Frankfurt, West Germany. 
Oct. 5-I15—Paris Auto Show, Paris, France. 
Oct. 7-22—Dallas Auto Show, Fairgrounds, 

Texas State Fair, Dallas. 

Oct. 10-14—West Essex Lions Club Auto 
Show, West Orange Armory, West 
Orange Armory, West Orange, N. J. 

Oct. 14-18—Milwaukee Auto Show, Arena, 
Exhibit Hall and Market and Mechanics 
Halls, Milwaukee, 
ct. 18-22—New England International 
Auto Show, Commonwealth Armory, 
Boston. 

Oct, 18-28—London Auto Show, London, 
England. 

Oct. 19-2I—Long Beach Auto Show, Pine 
Avenue, Long Beach, Calif. 

Oct. 19-2I—Pasadena Auto Show, middle 

level parking area of the J. W. Robin- 
son Pasadena store. 

Oct. 26-Nov. 5—Los Angeles Automobile 
Show, Pan Pacific Auditorium, Los An- 

geles. 

Oct, 28-Nov. 5—Southern Automobile Ex- 
aga Merchandise Mart, Charlotte, 

a, Se eerene Auto Show, Turin, 

aly. 

Nov. 9-12—Autoworld Auto Show, Public 
Hall, Cleveland, 

Nov. I1-18—Philadelphia Auto Show, Grand 
Exhibition Hall of the Trade and Con- 
vention Center, Philadelphia. 

Nov. I1-18—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Nov. 13-18—Denver Auto Show, Denver 

Coliseum, Denver. 

%& Nov. 19-26— Kansas City Auto Show, 
Kansas City, Mo. 

Nov. 21-26 — 4th Annual Imported Car 
Show, Brooks Hall, San Francisco. 

Nov. 24-Dec, 3—St. Louis Auto Show, St. 
Louis Arena, St. Louis. 

1962 

Jan, 26-28—Birmingham Auto Show, Muni- 
cipal Auditorium, Birmingham, Ala. 

Feb, 2-7— Greater Miami Auto Dealers 
Assn., Dinner Key Auditorium, Miami. 

Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 

Feb. 28-March 3—International Automotive 
Service Industries Show, Navy Pier, Chi- 


cago. 

March 22-25— Pacific Automotive Show, 
Memorial Coliseum, Portland. 

April §1-13—Canadian Automotive Service 
Show, Canadian National Exhibition 
Grounds, Toronto. 

(Continued on Page 55, Col. 1) 


of horses,” the report stated. 


20 Years Ago—1941 


A warning to labor that it will 


attitude that everything it is seeking is right, without regard for 
capital, was voiced by the United States Chamber of Commerce. 


10 Years Ago—1951 


An institutional advertising campaign on the “inadequacy of our 
national highways” was launched by Goodyear Tire & Rubber Co. 
, was charged with a traffic violation 
because he used an automatic turning signal on his British car instead 
of making a hand signal. He was fined $5. 


...A motorist in Vancouver, B. C. 


Hotel, 


The Big Stories 


36 Years Ago—1925 


A survey by the University of Illinois indicated that farmers would 
either have to use more tractors in five years (1931) or raise more 
colts. “The time seems fast approaching when there will be a shortage 
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Sick Industry 


A breath-taking spectacle for any 
citizen interested in the economic 
welfare of his country is the 
thrashing of a sick industry as it 
seeks to find remedial treatments. 
Symptoms of industry-wide illness, 
and the visible (at least) struggle 
to diagnose and treat the maladies 
are most interesting. 

Another facet of these signifi- 
cant problems is a seemingly uni- 
versal tendency of sick industries 
to resist real change, or even to 
recognize the need for real 
change. 

Major diversions in the main- 
stream of top management phil- 
osophy, top management thinking, 
and top management techniques 
seem virtually impossible to achieve 
in many such a patient. 

In fact, more often than not, ef- 
fective identification and correction 
of basic ailments of these unfor- 
tunate industries get under way 
only when some member of indus- 
try-leading firms experience a mas- 
sive management enema. New man- 
agement, with new ideas, new view- 
points, new and real leadership, 
seem all too often to be the only 
way to change the course and di- 
rection of events—to start the pa- 
tient back on the road to recovery. 

A related observation concerns 
perspective. Those who are, and 
have been, deeply involved in the 
struggle are so imbued and con- 
cerned with the myriad details of 
keeping the patient alive that they 
often have difficulty in detecting 
their own narrowness of viewpoint 
—their own unwillingness to inno- 
vate—their own overriding devotion 
to justifying the “present way” as 
being the “right way.” 

It seems to become a challenge 







































be riding for a fall if it adopts the 








"Gee, | can get a better deal uptown. Can | borrow 
your courtesy car?" 


‘Dealers the Cure ..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Editor, Automotive News, Detroit 7, Mich. 
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of using the old, standard medi- 
cines to treat the old, standard 
symptoms, rather than a really 
honest attempt to find the disease 
and treat it rather than symp- 
toms. 

In this regard, relative outsiders, 
or even rank outsiders, have been 
known to recognize more clearly 
some of the very basic and broad 
troubles than do those directly and 
deeply involved. 

Surely, few will argue that the 
automobile business is not sick 
Naming but. three out of many, 
many major “symptoms” which 
could be cited should at least cause 
pause to even the most adamantly 
autocratic General Motors, Form 
and Chrysler vice-presidents. 

The industry’s symptoms—all of 
them—are: 

Not new! 


Not improving—in fact, deterior- © 


ating! 

Not recognized as symptoms—in 
fact, still being treated as if they 
were separate diseases! 

Are not these same three criteria 
substantially true of, for example: 

Declining dealer profits, dealer 
stability, dealer-factory relations? 

Declining public confidence in 
and respect for the industry’ 
front-line representatives—dealers? 
and dealerships? 

Failure of these same front-line 
representatives to attract and 
hold really competent manpower? 

All of which is just a partial 
symptom analysis leading to a di- 
agnosis of one of the major dis- 
eases of our industry. Here is that 
disease: 

The sick automobile industry will 
stay sick, and... 

The franchise system will become 
increasingly shaky, until... 

Manufacturers adopt completely 
the belief that their own and only 
customers are their dealers, and 
that car owners are dealers’ cus 
tomers... 

And then conduct all their busi- 
ness with dealers and with the pub- 
lic on just that basis! 

The alternative, almost inevit- 
ably, is an automobile industry 
half-controlled by the govern- 
ment, half-scattered and woefully 
represented, like the appliance in- 
dustry now is. 

The first manufacturer will have 
a big “leg up” who dares to depart 
from tradition in picking the right 
new answer to the basic questiol, 
“Who are my customers, and wh? 
should they be?” And then, of 
course, operates that way from 
board chairman to clerk and & 
sembler!—MIcHIGAN READER. 
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lhe M-60 tank being built for the U.S. Army 
by Chrysler Corporation can take the most 
brutal beating any terrain can dish out. It rides 
on 40 wheels forged of Alcoa” Aluminum. 

Why aluminum? The M-60 has shed three- 
quarters of a ton of dead weight through the use 
of rugged aluminum wheels—permitting it to 
carry heavier armament, such as a high-velocity 
gun with more punch than its predecessor. With 
Wheels only half as heavy as steel, the M-60 is 
more mobile—travels as fast and farther on 
less fuel 


Why aluminum? Because the tough-tem- 


pered M-60 tank wheel is capable of with- 
standing a load up to 51,000 Ib—has the ability 
to absorb tremendous impact and keep rolling. 

Why aluminum? Same reason as in trucks, 
where precision-machined Alcoa Aluminum 
Forged Disc Wheels lop off excess poundage 
that truckers are pleased to swap for maximum 
payloads—maximum tire mileage—minimum 
maintenance. 

In cars, automotive engineers use Alcoa 
Aluminum for engines, transmissions, wheels, 
brakes and trim for improved appearance and 


more economical performance. 


Even a heavyweight can be light on its fee 


ALCOA ALUMINUM, 


ALUMINUM COMPANY OF AMERICA 


WORLD’S LEADING PRODUCER OF ALUMINUM 


For complete sports coverage listen to ‘‘Sports Show”’ with Bob Reynolds, 
6:15 to 6:30 p.m. every weekday on WJR, Detroit. 





Governor Cites Dealer— 


Gov, W. W. Barron, West Virginia, right, congratulates T. A, Galyean (Chrysler- 
Plymouth), Charleston, who sold more safety seat belts than any other dealer in the 
Pittsburgh region during Chrysler Corp.'s Save a Life Through Safe Motoring cam- 
paign. Others, from left, are Col. W. E. Burchett, head of the state police; S. Shade, 
Charleston district manager, holding clock presented to Galyean; Charles Hopkins,| said, 
state safety director, and Morris Hider, Galyean'’s general manager. 


Not this! 2 


Only Auto-crat 
incorporates the 
patented attaching 
hardware that 
virtually eliminates 
the possibility of 
webbing tear. 
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For Better Understanding os 


Auto Ad Council Gets 
Insight into Canada 


LONDON, Ont. — American and 
Canadian aftermarket leaders got 
an insight into Canadian thinking 
at the first meeting of the Automo- 
tive Advertisers Council ever held 
in Canada, 

Tom Whellams, executive secre- 
tary of the Canadian Automotive 
Wholesalers & Manufacturers Assn., 
said that American capital was 
welcome and needed in Canada, and 
had played a big part in develop- 
ment of the country. 

But, he said, what brings irrita- 
tion is the policy of some American 
companies of setting up subsidiaries 
in Canada which are not open to 
Canadian participation. 

Al Joseph, president of the Ad 
Council, said the Americans came 
away with a better understanding 
of Canada’s position, 

Since World War II, Whellams 
long-term American invest- 
ment in Canada has increased from 
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deaths.” 
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$5 billion to about $14 billion at the 
end of 1959, a gain of about 180 per- 
cent. 

American firms have concentrat- 
ed heavily in certain key industries 
and have been able to gain control 
of a half or more of the country’s 
major industries, Whellams said. 

Emphasizing that there is no 
real anti-Americanism, he said 
“Canadians contribute to the ex- 


Dalton’s Silver Jubilee 


SACRAMENTO, Calif. — Dalton 
G. Feldstein is marking his 25th 
anniversary as owner-operator of 
Dalton Motors, Inc. (Chrysler 
Corp.). The anniversary promotion 
included announcement that the 
firm has delivered its 45,000th car. 
Feldstein has been in the auto busi- 
ness for 40 years. His dealership oc- 
cupies 73,000 square feet of floor 
area and has 115 employes. 
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the most effective 


— Public Safety Department, 


AUTOMOBILE CLUB 
OF SOUTHERN 
CALIFORNIA 


Or 


Seat 
Belts: 


1. A chain is no stronger than its weakest link; 
a seat belt is no stronger than each of its 
components. Only Auto-crat builds unsurpassed 
safety into each of its parts—the webbing, 
the buckle and the attaching hardware. 


Auto-crat attaching hardware is designed to 
swivel with the direction of pull, virtually 
eliminating the possibility of webbing tear, with 
forged eye-bolts constructed to with stand 
nearly five tons body load stress. The webbing 


is fully adjustable at both ends to fit all cars. 


Auto-crat webbing, made from super-strong 
genuine DuPont fibers, equals or exceeds 
the strength requirements of every specifying 
safety agency. 


Only the Auto-crat buckle is ‘‘human-engineered”’ 
for fast, easy use. It is easily operated 

with one hand; a flick of the fingers permits 
almost instant fastening, loosening or 
adjustment. Because Auto-crat belts are easy 

to use, they are used, for real protection. 


Auto-crat pioneered and leads the industry in the 
engineering and development of modern, 
effective attaching hardware for maximum safety. 
The Auto-crat swivel type has become the 
standard for all 1962 cars. 


Mr. Dealer: Seat belts save lives! It 
is your responsibility to provide your cus- 
tomers with the safest and easiest-to-use 


seat belts .. . AUTO-CRAT! 


iito-cea 


8-N CORPORATION 


MANUFACTURING COMPANY 
™ 


2425 San Fernando Road, Los Angeles 65, California + 2850 Tyler Road, Ypsilanti, Michigan 


Charter Member American Seat Belt Council 
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pansion of these United States. 
controlled enterprises, first 
buying their products and thug 
making the accumulation of prof. 
its possible, or in the case of 
resources, by making these re. 
sources available for develop. 
ment.” 


Canadians don’t want to take 


over control of these firms, he | 
added, but they do want an oppop. © 
tunity to participate in them, to buy ; 


stock in them and to have some 

voice in decisions made by them, 
He defended Canadian tariffs 

saying a certain amount of Protec. 


tion is needed as in the U. §, op | 


any other country. 


“I am sure that all the automo. \ 


biles manufactured in Canada coulq 
probably be manufactured much 
more cheaply in the U. S., shippeg 
across the border and Sold in Cap. 
ada at quite a saving to the Cana. 
dian consumer,” he said. 

But shipping cars or other 
goods in from the U. S.—“which 
would be the natural thing to do 
if we were to provide cheaper 


goods in this country”—would not | 


provide much employment for 
Canadians, he said. 


Canada’s living standards are the | 


second highest in the world, Whel. 
lams said, “because we are able to 
employ many of our people in ip. 


dustry who in turn are able to pur. | 


chase the products manufactured 


both in this country and in yours” | 


He said the future prosperity of 


the U, S. is linked closely with Can. | 


ada’s, 
Dominion’s economic ties with 
France and Britain are “becoming 


probably less important in the ~ 
thinking of the businessmen jp | 


Canada.” 
Discussing the auto industry, 


Whellams said there is now a | 
motor vehicle in Canada for every | 


3.4 persons. The U. S, ratio is one 
car for every 2.5 persons, 

“If you take our car registrations 
of some 5% million, our estimated 
annual wholesale sales of automo- 
tive parts and accessories of some 
$411 million, you will find this is in 
the neighborhood of one-tenth or 
one-twelfth of that in the U. S.,” he 
added.. 

Whellams said his organization is 


similar to the Automotive Service ) 


Industry Assn. in the U. S., and is 


made up of about 125 manufactur- | 


ing firms and 180 wholesale firms 


with about 250 branches throughout — 


Canada. 


N.C. Bank Wins 
$30,415 Judgment 
Vs. Import Dealer 


ASHEVILLE, N. C.—The Bank | 
of Asheville is to recover $30,415.22 | 


from Herschel S. Harkins, Ashe- 
ville attorney doing business as 
Foreign Car Center, under a judg- 
ment by Judge Burgin Pennell in 
General County Court. 

Karl H. Straus and Bruce J. 
Brown, appointed receivers for the 
business after suit was filed Dec. 
16, 1960, paid the bank $15,004.%, 
the balance remaining after court 
costs in their final accounting, to 
apply to the debt. 


Foreign Car Center, on Dec. 16} 


1960, owed $23,134.50 on floor-plan 
notes, $4,874.84 on installment 
notes, and $2,405.88 for money Ie 
ceived, the receivers said, and a 
additional claim by the bank for 


$1,455.59 deficiencies on two notes 


was disallowed. 


The bank had asked for fore: § 


closure on property exceeding $21; 
000, appointment of receivers, and 


$9,792.91 in outstanding checks § 
The defendant conceded in his 4" § 
swer he wag unable to make pay § 
ments and was without sufficien' § 
assets to pay for checks not paid § 


by the bank, and asked that re 
ceivers liquidate hig assets for the 
benefit of the bank and others. 

Foreign Car Center handled Fiat, 
Jaguar, MG and other makes of 
sports cars. Harkins formerly 
headed Manor Motors, Ltd., als? 
an imported-car outlet. 


Volvo Adds Two 


ENGLEWOOD CLIFFS, N. J.-} 


Two new Volvo dealers are Euro 
pean Motor Cars, Inc., 1212 Coney 
Island Ave., Brooklyn, and Patl 
Gilbert Motors, Inc., 885 Volusia 
Ave., Daytona Beach, Fla. 


and pointed out that the’ 
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Fleetwood Sixty Special, above; Sedan de Ville, below. 





You have had your first look at the new “car of cars’’. 

Its name is Cadillac—and its destiny is a place among 
the most renowned automobiles of our time. 

Its new styling is remarkably clean and crisp and 
graceful—with a look of ‘“‘rightness’’ in every line and 
contour and detail. 

Cadillac’s new Fleetwood interiors beckon with a jewel- 
like beauty. There are marvelous new fabrics and leathers 

. and new conveniences on every hand. 

Engineering triumphs include independent front and 
rear braking . . . exclusive new cornering lamps that light 
your way around turns. ..a revolutionary three-phase rear 
lighting system .. . and many other important advances. 


Yet, some of the noblest advances cannot be seen. They 
must be felt and sensed—performance that is incredibly 
quiet and smooth and nimble . . . handling ease so great 
that the mere weight of your hand puts you in command 
of the road . . . craftsmanship that is so practiced and so 
precise that the car has become a marvel of construction 
and a paragon of dependability. 

These new Cadillac wonders are evident in each of 
twelve new body styles—and are available with the widest 
selection of interiors in Cadillac history. 

In all its illustrious sixty years Cadillac has never more 
firmly proved itself the Standard of the World . . . nor 
have Cadillac dealers faced a more promising future. 








CADILLAC MOTOR CAR DIVISION - GENERAL MOTORS CORPORATION 
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New Styling, Unitized Construction... 








Plymouth Is Shorter, Narrower 


What's New: 


Wheelbase, width, length reduc- 
ed... new styling ... fully uni- 
tized construction... new 
automatic transmission , . . self- 
adjusting brakes ... improved 
heating system ... new starter 
- « « 32,000-mile lubrication inter- 
val , . . 4,000-mile oil-change in- 


terval. 

A NEW size, a new shape and a 
new type of construction are 

highlights of the ’62 Plymouth 

which goes on display Thursday 

(Sept. 28) in dealer showrooms, 


Rather than try an intermedi- 


* * * 





ate-sized car, Plymouth has re- 
duced the dimensions of its reg- 

ular models. Wheelbase has been 
trimmed two inches, and the cars 

are 7.5 inches shorter and 4.6 
inches narrower. 

The ’62 figures are: Wheelbase, 
116 inches; length, 202 inches, and 
width, 75.4 inches. 

The new offerings have fully uni- 
tized construction, instead of the 
unitized body and stub frame that 
was used in ’61. 

* * * 
P FRONT is a concave alumi- 
num grille with widely spaced 
dual headlights. One lamp is in the 
fender, the other in the grille. The 


Ex-Chrysler Economist Makes Study... 


Why U.S. Car Exports Lag 


EAST LANSING, Mich.—Ameri- 
can car manufacturers are losing 
ground in foreign markets partly 
through their own practices and 
partly because tariff and other re- 
strictions of foreign countries favor 
European cars. 

This conclusion was reached by 
Naser G. Bodiya in research for the 
Ph.D degree he will receive in De- 
cember at Michigan State Univer- 
sity. 

Bodiya, a former Chrysler Corp. 
staff economist, points out in his 
thesis that, in the last 10 years, 
the United States has changed 
from being the foremost exporter 
of cars to importing more autos 
than it ships. It now exports 
fewer cars and has a smaller 
share of the world market, he 
found. 

Bodiya investigated the Latin 
American market, which receives 
roughly 60 percent of the total 
U.S. car exports. 

“The decline in overseas mar- 
kets,” he said, “has been primarily 
the result of foreign import restric- 
tions, enhanced competition of for- 
eign cars and failure of American 
industry to adjust designs to foreign 
markets.” 

Bodiya explained that many for- 
eign countries charge high sur- 
charges for cars which weigh more 
or cost more or have more horse- 
power than specified amounts. This 
adds greatly to the already higher 
cost of American over European 
cars, he said. 

Argentina, he added, will not 
permit importation of any car 
which costs more than $2,000. 

These foreign restrictions, Bodiya 

said, are designed to protect bud- 
ding local car industries and to 
build loca] transportation systems 
by putting available money into 
greater numbers of small cars 
rather than having smaller num- 
bers of big cars. 

American cars, he noted, are not 


Truckers Object 
To 2 Changes 
In Tax Code 


WASHINGTON. — The Truck- 
Trailer Manufacturers Assn. and 
the American Trucking Assns. have 
objected to two of the changes in 
the tax code which have been ten- 
tatively approved by the House 
Ways and Means Committee. 

One change would allow an 8- 
percent tax credit for capital in- 
vestments but the credit would not 
apply to property which has a use- 
ful life of less than six years. 

The other change would make 
gains on the sale of depreciated 
property subject to regular taxa- 
tion, rather than the lower capital- 
gains tax. 

In effect, the changes would deny 
truck interests the tax credit on 
most of their capital investments 
while increasing the tax on the sale 
of used equipment, a transaction 
which is important in trucking. 

The ATA is asking that the tax 
credit be allowed on investments 
in trucking equipment which has 
a useful life of four years or more. 


adapted to the Latin American 
market, where gasoline is expensive 
and few people can afford autos. 

The MSU doctoral candidate also 
pointed out that deficiencies in 
American marketing policies and 
practices have contributed to the 
declining overseas sales. 

“European manufacturers,” he 
said, “have been more liberal in ex- 
tending credit to foreign dealers, 
have accepted local currency where 
Americans have insisted on dollars, 
and have been able to advertise be- 
cause they have had more of a mass 
market.” 

Bodiya concluded that “to per- 
sist in foreign markets,’ Ameri- 
can producers must try harder to 
obtain*reciprocal tariff agree- 
ments on autos and the elimina- 
tion of unwarranted barriers. 
Elimination or revision of weight 
restrictions, for instance, would 
permit American compact cars to 
compete more effectively, he said. 

Also, he believes, the U. S. manu- 
facturers need to expand overseas 
subsidiaries and branches to pro- 
duce more cars or parts of cars 
abroad and, under some conditions, 
to work with foreign producers. 

While this may not increase 
American exports, he noted, it could 
improve foreign economies and thus 
result in greater exports of other 
American goods. 

Finally, he recommends that 
American producers consider re- 
ducing size, power and price and 
take other steps to design cars for 
specific foreign markets. 

Bodiya, who was born in Iraq, 
came to the U. S. in 1946 and was 
a staff economist and financial an- 
alyst for Chrysler Corp. for four 
years. 





Plymouth's New Look for '62— 


A concave aluminum grille with widely spaced dual headlights is a feature of the 
'62 Plymouth. The new models have a 32,000-mile lubrication cycle and a 4,000-mile 
oil-change interval, Other innovations are self-adjusting brakes and a lightweight 
automatic transmission for V-8s. 


rear quarter panels are new, and so 
are the taillights and deck lid. 

V-8 buyers may choose a new 
automatic transmission which is 
60 pounds lighter than last year’s 
and has 10 percent more torque 
capacity. The transmission is 
smaller, thus the transmission 
tunnel is lower and narrower. 

A new heating-ventilating system 
utilizes an axial-flow blower. Plym- 
outh says the blower operates con- 
tinuously, whether the car is mov- 
ing or standing still, and can de- 
liver two complete changes of fresh 
air through the car every minute. 

Instrument panels have printed 
electrical circuits, and all models 
have self-adjusting brakes and a 
new, more powerful starter. Im- 
provements in the suspension and 
steering systems are said to provide 
a smoother, quieter ride. 

* * * 

HE new models have a 32,000- 

mile lubrication cycle on major 

chassis points, and the oil-change 
interval has been extended to 4,000 
miles. 

Thirteen solid colors and 26 
two-tone combinations are avail- 
able for ’62, The colors are gen- 
erally more subdued. Interiors are 
in harmonizing tones of blue, 
green, cocoa, gray or red. 
Standard engines are the 145- 

horsepower, 225-cubic-inch slant six 
and the 230-horsepower, 318-cubic- 
inch V-8. A power pack lifts V-8 
horsepower to 260. Also available is 
a 361-cubic-inch Golden Commando 
engine that develops 305 horse- 
power. 

Plymouth has 16 models for ’62, 
including a pair of Sport Fury units 
that will be introduced later. Nine 
of the new models are available 
with either six-cylinder or V-8 en- 
gines; the other seven are offered 
only as V-8s. 

aK od * 


HE®®'s the lineup: 


Savoy—Six and V-8: Four-door 
sedan, two-door sedan and four- 
door two-seat station wagon. 

Belvedere—Six and V-8: Four- 
door sedan, two-door sedan, two- 
door hardtop and four-door two- 
seat station wagon. V-8 only: 
Four-door three-seat station 
wagon. 

Fury—Six and V-8: Four-door 
sedan and two-door hardtop. V-8 
only: Four-door hardtop, convert- 
ible, four-door two-seat station 
wagon and four-door three-seat sta- 
tion wagon. 

Sport Fury—V-8 only: Two-door 
hardtop and convertible. 








Plymouth Fury Four-Door Hardtop— 

The restyled '62 Plymouth has fully unitized construction and is shorter and narrower 
than last year's model. Wheelbase is 116 inches; overall length is 202 inches, and 
width is 75.4 inches. There are 16 models in four series, including a pair of Sport 


Fury units that will be introduced later. 











Signet Seats— 


Bucket seats are a feature of the Signet 
200, top model in the ‘62 Valiant lineup. 
The Signet's grille, headlight frames and 
side moldings are different from those of 
other Valiants, and the car has special 
interior trim and deep-pile carpeting. 


On Signet Hardtop... 


Valiant Goes Bucket Seat 


showrooms will be four-door 


What's New: 


Bucket-seat hardtop ... alumi- 
num engine optional . .. new 
deck lid and taillights . . . 32,000- 
mile lubrication period . .. print- 
ed electrical circuits . .. new 
starting motor .. . aluminized 
muffler . . . bonded brake linings 
... two-ply tires. 

aK * * 

ALIANT enters the ’62 season 

Thursday (Sept. 28) with seven 
models, including a new Signet 200 
hardtop, a two-door unit that fea- 
tures bucket seats as standard 
equipment. 

Befitting its place at the top of 
the line, the Signet has special 
interior trim, deep-pile carpeting, 
a different grille and headlight 
frames and side moldings available 
only on this model. 

Joining the Signet in dealer 


Globe Hoist Uses 
Strain-Gauge Test 
To Check Safety 


PHILADELPHIA. — A strain- 
gauge testing procedure is em- 
ployed by Globe Hoist Co. to as- 
sure that its 8,000-pound-lifting- 
capacity hoists meet Federal and 
state structural and manufacturing 
standards. 

The testing guarantees that the 
hoists will handle safely any make 
or model of automobile, ag well as 
pickup and panel trucks. The test- 
ing procedures used at Globe deter- 
mine feasibility of new-design lifts 
and measure the effects of changes 
made on existing lines. 

Strain gauges used by Globe are 
SR-4 units produced by the Elec- 
tronics & Instrumentation Division 
of Baldwin-Lima-Hamilton Corp., 
Waltham, Mass. 

Use of these gauges eliminates 
the previously used destructive 
method of testing, where the hoist 
was loaded past the yield point to 
determine reaction to loading, and 
provides a means of determining 
strain continuously at varying 
amounts of applied load. 

Says Globe Hoist’s George A. 
Wallace, chief development engi- 
neer: “The SR-4 strain gauges give 
us a reliable and accurate check 
on the feasibility of some things 
we plan to do, and then a further 
check on how well we've done 
them.” 


10.00-20 Called Tops 


Among Truck-Bus Tires 


AKRON.—Size 10.00-20 was the 
most popular size truck-bus tire 
sold by the tire industry nationally 
during 1960, according to B. F. 
Goodrich Tire Co, The 10.00-20 ac- 
counted for 12.8 percent of the 9.3 
million truck-bus tires sold through 
regular replacement channels dur- 
ing the year. 

The second-most-popular size was 
the 8.25-20, with 12.6 percent of the 
market, and in third place was the 
6.50-16 size with 11.3 percent. Those 
three sizes have jockeyed back and 
fourth at the top of the popularity 
ratings since 1952. 











———— 


‘\Centrifuse Drums 


Made Standard 


LANSING.—Mack Trucks, Ine, | 
and White Motor Co. have adopted 
Motor Wheel Corp.’s Centrifuge 
brake drums as standard equip. 
ment, it is announced by Car] F 
Schultz, vice-president of the Lan. |/ 
sing wheel equipment manufac. | 
turer. 

Motor Wheel’s Centrifuse brake 
drums will be standard on all Mack 
trucks and White Motor’s family of 
trucks, including White, Autocar 
Reo and Diamond T. They had been 
optional equipment on White Mo. 
tor’s trucks since 1960. Gs 

Centrifuse brake drums are man. 
ufactured by a process that com. _ 
bines the advantages of steel and 
cast iron. The cast iron is fused to _ 
an outer steel shell by centrifuga] 
force. This allows a saving in dead 
weight of approximately 50 pounds 
per axle, Schultz said. 













































sedans, two-door sedans and 
four-door station wagons in the 
V-100 and V-200 series. 

The chief styling change in thege 
models is the removal of the spare- 
wheel ornamentation from the 
deck lid. The car has new circular 
taillights which are located below 
the fins, ; 

* * * 
7 standard engine this year 
again will be the 101-horse- 
power, 170-cubic-inch six, but Val- 
iant buyers may select an optional 
aluminum power plant. 

The aluminum unit, also a six, 
displaces 225 cubic inches and 
develops 145 horsepower. It is 45 
pounds lighter than the smaller 
engine, which has a Cast-iron 
block. 

Plymouth notes that chassis 
lubrication every 2,000 miles is not 
necessary on the ’62 Valiant. Some 
points are sealed for life, and others 
require no attention for 32,000 
miles. 

The suspension has been im- | 
proved by using softer rubber [ 
bushings in the front shock ab- — 
sorbers to help absorb road noise. 
Front lower control arms have 
been redesigned to permit use of 
a new torsion-bar adjusting bolt 
which is easier to adjust or re- 
place. 

OK * * 
vo gearshift lever for the man- 
ual transmission has been mov- 
ed from the floor to the steering 
column. The automatic transmis- 
sion again is actuated by pushbut- 
tons. 

Bonded brake linings are used 
this year instead of riveted linings; 
fuel-tank capacity has been in- 
creased from 13 to 14 gallons, and 
two-ply tires have been adopted 
for ’62. 

The instrument panel has 
printed electrical circuits, and 
there is a new starting motor 
and a new lightweight battery. 

Body-sill members are made of 
galvanized steel, and aluminized 
steel is used in muffler parts. Tail- 
pipes are 25 percent thicker than 
last year. 

The ’662 Valiant has a wheelbase 
of 106.5 inches. The car is 1842 
inches long, 70.4 inches wide and 
53.4 inches high. 

x 


* * 





New Deck Lid— 


The spare-wheel configuration has beef 
removed from the Valiant deck lid for ‘62, 
and the new circular taillights are located 
below the fins. Backup lights are posi: 
tioned below the bumper on either sid¢ 
of the license plate. 





“Mother's’ taxi service demands 
a limited slip differential 


driver from getting stuck in sand, mud, snow or ice. It’s a 


Selling limited slip differential to on-the-go mothers—who 
must often transport their precious cargoes of children un- 
der the most trying conditions—is easy when they can see 
for themselves what this amazing device will mean to them 
in added security. Limited slip differential directs power to 
the rear wheel with the greater traction, thus protects the 


natural to demonstrate and it sells itself when you show a 
prospect how it works. Besides busy mothers seeking peace 
of mind, made-to-order prospects include police depart- 
ments, taxi operators, doctors, rural letter carriers, sales- 


men, and utility companies. 


Once Your Prospects See It Perform It’s Easy To Sell Limited Slip Differential—So Be Sure To DEMONSTRATE! 
REALS RGSS 


Here’s how to demonstrate limited slip differential... 


Stop your right rear wheel on a pile of wet leaves which 
you can place at the curb yourself, then demonstrate 
how limited slip differential lets you start up smoothly 
and with no wheel spin—because the power goes to 
the wheel with the traction. 


ete ae 


Use your gravel drive or a grassy strip where you can 
run one rear wheel off into soft soil. You can put on a 
powerful demonstration of how easy it is to get going 
instantly—with limited slip differential. 


Dirt really flies when a car with a conventional diffe- 
rential starts with one wheel in the mud. You can 
make a mud puddle in your used car lot or in a field— 
and show how limited slip differential insures a quick, 
clean take-off. 


In the winter, if you’re where the temperature goes 
below freezing, put one rear wheel on a patch of ice or 
packed down snow and show your customer how 
limited slip differential lets you start up instantly. 


DANA CORPORATION eTOLEDO 1, OHIO 





Contributing to the new car excitement 


LVews [tem: 1 out of 4 
new ’62 cars rides on 


U.S.ROYAL Jf 
Safety-800 


Brand-new and better in every wa 


Now’s the time to visit your dealer 
and see all the exciting new cars. 
And you'll learn why the Safety-800 
is 1962’s only all-new equipment tire. 


Youll be amazed at the way this great new tire 
performs. It lets every car do its very best. The 
very first time you ride on it you'll sense a brand- 
new feel. And you'll understand why the all-new 
U.S. Royal Safety-800 is on 1 out of 4 new cars. 


e More Mileage (22% more than competi- 
tive tires) 


a New “Anchored Tread” (for a higher safe- 
ty factor. Pressure-tempered sidewalls and 
body make a stronger tire for longer life) 


@ Superior Skid Resistance (thanks to 
deeper tread grooves and a unique tread 
design) 


@ Quieter, Cooler at High Speeds (with 
added safety “built in” to the “Low Profile” 
construction ) 


@ Increased Dependability (made with 
new high-strength bonded cords—and guar- 
anteed* for a full 2 years) 


No other tire made, high or low-priced, offers this 
extraordinary combination of advantages and im- 
provements. No other tire in its field rides as well, 
lasts as long as the U.S. Royal Safety-800—only all- 
new tire at the 62 auto shows. Specify them for 
your new car or see your U.S. Royal Dealer. 


*Guaranteed against blowouts, cuts, impact breaks, etc.; puncture, abuse and 
consequential damage excepted; based on service rendered at list price. 


l out of 4 new cars rides on 





This colorful advertisement, appearing soon in national magazines, is designed to accomplish 
two purposes: (1) contribute to public interest in the new 1962 automobiles you sell; (2) tell 
car buyers about the only new equipment tire at the 62 auto shows...give them the reasons 


back of the extraordinary reliability of the brand-new, all-new U.S. Royal Safety-800 tire. 


LOW PROFILE TIRES .,,.... oo oe 


“Low-Profile” is United States Rubber Company’s trademark for its lower, wider shape tire. Rockefeller Center, N.Y. 20, N.Y. In Canada: Dominion Rubber Co., Ltd. 
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Lower Tunnel, More Legroom .. . 
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Buick Engine Moved Forward 


What's New: 


New grille ... new roofline... 
restyled interiors . .. engine 
moved forward ... lower trans- 
mission tunnel ... heater stand- 
ard equipment... transistorized 
radios ... larger engine for Le- 
Sabre .. . bucket-seat Invicta 
coupe ,.. series lineup shuffled. 

a * * 
E of the few makes to in- 
crease its registration total thus 
far this year, Buick is looking for 
additional gains with the ’62 models 
its dealers will place on display 
Wednesday (Sept. 27). 

For ’62, the full-sized Buick has 
a new grille which is similar to that 
of the Special and the ’61 Skylark. 
The outboard headlight is set in 
the fender, and the inboard lamp is 
located in the grille. 

Rear fender lines have been 
altered, and the taillights and 
rear deck have been restyled. 
Buick says its new roofline gives 

LeSabre and Invicta two-door hard- 
tops a “convertible look.” The In- 





Here’s more profit 


victa model is equipped with bucket 
seats. Electra 225 hardtops also 
have a new roof motif. 
* * * 
NTERIORS of all models have 
been restyled in nylon, leather 
and vinyl, and the instrument panel 
features an instrument cluster de- 
signed around a new needle-type 
speedometer. 
The front section of the frame 
has been widened, and the engine 
has been moved forward four 


Vermont Library Named 


BURLINGTON, Vt.—A new $2.1 
million four-story library building 
at the University of Vermont here 
will be named in honor of Guy W. 
Bailey, a former president of the 
university who was largely respon- 
sible for the drafting of Vermont’s 
first automobile laws. Bailey was 
Vermont’s secretary of state from 
1908 to 1917. He set up a system 
for handling motor-vehicle regis- 
trations and drivers’ licenses that 
was widely copied. 


for you! Push 


seat belts made with 


Du Pont Nylon! 


Belt business is big now—and growing fast. Na- 
tional publicity is under way on built-in seat-belt 
anchors for ’62 U. S. cars. So feature belts that 


afford customer safety and give 
youa generous profit—belts made 
with Du Pont Nylon! They give 
you thesales power of the Du Pont 
name, an assurance of dependa- 


ble performance. 


Illustrated is the Auto-crat 
Model 100 belt made witha 100% 
Du Pont nylon shell and a 100% 
‘‘Super Cordura’’* rayon filling. 
It passes federal, state and SAE 


Patented Auto-crat attach- 
ment hardware is designed 
to swivel with the direction 
of pull—virtually eliminates 
chance of web tearing! 


specifications, and it’s a standard accessory for 
one of the “Big Three”! Stock up now for the big 


rush! E. I. du Pont de Nemours 
& Co. (Inc.), Textile Fibers Dept., 
Wilmington 98, Delaware. 


*Du Pont’s registered trademark for its high tenacity rayon yarn. 


@UPOND 
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Better Things for Better Living 
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inches. Buick says this lowers the 
transmission tunnel considerably 
and restores adequate legroom 
for the middle passenger in the 
front seat. 

Buick claims the new location of 
the engine places more weight on 
the front wheels and causes the 
wheels to resist being turned from 
their path by crosswinds. 

It also means a faster return of 
the steering wheel to a straight- 
ahead location after turning and 
improves handling on winding 
roads because of better weight dis- 
tribution on the tires, according to 
Buick. 

* * * 
HEATER and defroster are 
standard equipment on all mod- 
els, and pushbutton radios (an 
extra-cost option) are transistor- 
ized. 

The ’62 LeSabre models have a 
401-cubic-inch engine, compared 
with 364 last year. The larger unit 
is the engine used in the Invicta 
and Electra 225 series. 

Horsepower is 280 in the Le- 







Electra 225 Tops Buick Line— 


Buick's top line for '62 is the Electra 225 series, which consists of five models jn 
sedan, hardtop and convertible body styles. New styling touches have been applieg 
to the grille, roof, rear fenders and deck. The engine has been moved forward foyr 
inches, which means a lower transmission tunnel and more front-seat legroom. 

Ss a 


Sabre series, and 325 in the other all. Electra 225 figures are: Whee}. 
lines. Compression ratio is 10.25 | base, 126 inches; overall length, 
to 1 for all, Optional at no extra | 220.1 inches. 
cost on LeSabres is a lower- 2 #* 8 
compression engine that operates . model setup has been shuf- 
on regular fuel. fled for 62, The LeSabre cop- 
Automatic transmission again is|vertible has been dropped, and the 
standard equipment on all models. | station wagons have been moved 
Wheelbase is unchanged from last | from the LeSabre to the Invicta 
year, but overall length has been|/ine. The Electra designation has 
increased about an inch. LeSabre-| een dumped, and the Electra 2% 
Invicta wheelbase is 123 inches, and 
the cars measure 214.1 inches over- 






those units. 

Here’s the lineup: 

LeSabre—F our-door sedan, two- 
door sedan, four-door hardtop and 
two-door hardtop. 

Invicta—Four-door hardtop, two- 
door hardtop 
vertible, four-door two-seat station 
wagon and four-door three-seat sta- 
tion wagon. 

Electra 225 — Four-door sedan, 
four-door hardtop (four-window), 
four-door hardtop (six - window), 
two-door hardtop and convertible, 


U. S. Aide Raps 
Discrimination 


In Job Training 


WASHINGTON. — Terming the 
lack of Negro participation in ap- 
prenticeship in the nation and in 
Washington area specifically as an 
“intolerable” situation, Assistant 
Secretary of Labor Jerry R. Holle- 
man warned that the Administra- 
tion “does not intend to permit our 
productive potential to be crippled 
or our national purpose to be de- 
feated by artificial barriers.” 

Speaking at a luncheon meeting 
of the Washington Building Con- 
gress, Holleman said the need to 
make use of all available manpower 
in the years ahead is as important 
to the nation as the moral implica- 
tions of discrimination. 

“The need for trained workers is 
tantamount to survival and calls 
for two areas of national concern 
and action,” the former Texas AFL- 
CIO leader said. 

“First, we must give everyone the 
opportunity to be educated and 
trained as broadly as possible to en- 
able them to ‘roll with the punches’ 
of technological change. 

“Secondly, we must increase more 
than five-fold the number of 4p- 
prentices we train each year to 
meet the growing demand for high- 
ly skilled workers,” Holleman said. 








First Contract 


Let for New Chevy, 
Fisher Plants 





the first construction contract for 
the new Chevrolet and Fisher Body 


mont, Calif., has been announced. 

A contract for preparation of the 
building site has been awarded to 
L. C. Smith Co., San Mateo. The 
contract covers grading of a major 


pouring of 8,000 cubic feet of con- 
crete roadway and installation of 
storm and sanitary sewers to serve 


portion of the contract involves 
moving more than a million cubi¢ 
yards of earth. 


completed next March. 

The two new plants, which will 
be completed in July, 1963, will 
build Chevrolet cars and trucks. 






series has been expanded to include | 


(bucket seats), con- | 


SAN FRANCISCO.—A ward of | 


The site preparation will begin § 
immediately and is expected to be § 











assembly plants to be built at Fre- J 


portion of the 392-acre plant site, § 


the two new plants. The grading § 
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On *62 


What's New: 


V-6 engine ,.. convertible joins 
line . . . Skylark styling for all 
models ..- heater standard equip- 
ment ... Skylark now a hardtop 
«+ new options—power brakes, 
four-speed transmission, positive- 
traction differential. 

* * * 

vV-6 ENGINE and a pair of con- 

vertibles will aid the ’62 Buick 
Special in its bid for a larger share 
of the booming compact market. 
Dealer introduction of the new 
models is scheduled for Wednesday 
(Sept. 27). 

The new 90-degree V-6 is a 135- 
horsepower engine that displaces 
198 cubic inches and has a com- 
pression ratio of 8.8 to 1. Buick 
says it is 140 to 179 pounds light- 
er than in-line sixes of compar- 
able power output. 

The engine will be used in the 
five models in Special’s standard 
series. It will not be offered on de- 
luxe models Or on the Skylark. 

ok * 

DWARD D. ROLLERT, Buick 

general manager, claims that 

the V-6 offers the customer the ad- 
vantages of lower initial cost, lower 
operating costs, low maintenance 
expense and premium performance 
from a six-cylinder engine. 

Other Specials will again use 
the 215-cubic-inch aluminum V-8. 
Horsepower is 155 on deluxe units. 
Skylark horsepower is 190, and 

compression ratio is 11 to 1. The 


Florida Dealers 
Elect Edelen 
NADA Director 


MIAMI.—Frank S. Edelen sr. 
(Buick) has been elected a director 
of the National Automobile Dealers 
Assn. He succeeds William H. 
Terry (Buick), 
Jacksonville. 

Edelen, who is 
president of the 
Florida Automo- 
bile Dealers 
Assn., will take 
office during the 
association’s 1962 
convention in At- 
lantic City. He 
also is a past 
president of the 
Miami Automo- 
bile Dealers Assn. 

A former Buick field representa- 
tive, Edelen entered the dealership 
phase of the auto business in 1935 
as. Sales manager for Ungar Buick, 
Miami. He became general man- 
ager in 1942. 

In 1955, Edelen secured a Buick 
franchise and opened his own deal- 
ership in Miami, Three years later 
he relinquished his franchise to 
buy out Ungar Buick. 





F. S. Edelen Sr, 


N.Y. Says Verdict 
On Compact Lies 
2 Years Away 


ALBANY.—New York State won't 
know for “another couple of years” 
whether its compact cars are really 
cheaper to run than large ones. 

But so far it has drawn two not 
very surprising “inferences” from 
its fleet of 81 small cars: 

1, That compacts are economical 
for metropolitan driving. 

2. That use of compacts has re- 
sulted in marked savings on gaso- 
line. 

The state said it won’t be able to 
draw any conclusions from its 
Study of small cars until they’ve 
run the 75,000 miles that is the life 
of a state car. 

At that time, their upkeep costs, 
Operating costs, repair bills and 
depreciation will be compared with 
those of larger cars. “We can’t tell 
what the depreciation will be until 
We have to sell off some cars, and | 
that’s not going to be done until 
they've reached 75,000 miles,” said | 
4 spokesman for the State Office 











of General Services. 
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i Convertible Joins Lineup... 
[ove 


_V-6 Engine Is Offered 
Buick Special 


Skylark package is available at 
extra cost throughout the line. 
Joining the lineup this year are 
convertibles in the standard and 
deluxe series. The standard version 
has a manually operated top, while 





Blowby Devices Required 
On Future Army Trucks 

WASHINGTON. — The Depart- 
ment of the Army has announced 
that it will make blowby devices 
a “standard requirement” on com- 
mercial vehicles “starting with 
fiscal year 1962 procurement.” 

Senator Maurine Neuberger, 
Oregon Democrat, last July urged 
the Department of Defense to use 
crankcase ventilation systems on 
its gas-propelled vehicles. 





Remember when... 
his grand slam 
clinched the pennant 


It’s the last day of the American 
League 1945 season—a double 
header. The Tigers need one more 
for the pennant. They trail 3-2 as 


they go 


ninth. A hit, a bunt, a sacrifice and 
a walk load the bases and Hank 
Greenberg is up. The St. Louis 
Browns are looking for a double 
play. Greenberg makes them look 
in the left field bleachers. 

You can tell a pro by the way he 
comes through in the clutch. His 
skill, experience and spirit give him 


that extra punch. 





into the rain-drenched 


the deluxe has a power top. Bucket 
seats are optional on the deluxe. 
All ’62 Specials have the Skylark 
grille and new taillights. The Sky- 
lark sport coupe becomes a full- 
fledged hardtop this year with the 
removal of the center pillar. 
* + oe 

HEATER and defroster will be 

standard equipment, and the 
optional equipment list has been 
lengthened. Available for the first 
time will be a four-speed transmis- 
sion with floor-mounted gearshift 
lever. Other new items are positive- 
traction differential and power 
brakes. 

Exterior dimensions of the Spe- 
cial are the same as in ’61. Wheel- 
base is 112 inches, and the car is 
188.4 inches long, 71.3 inches wide 
and 52.8 inches high. Skylark 
height is 52.1 inches. 


Here is the Special model lineup 
for ’62: 

Standard series — Four-door 
sedan, two-door coupe, convertible, 
four-door two-seat station wagon 
and four-door three-seat station 
wagon, 

Deluxe series—four-door sedan, 
convertible and four-door two-seat 
station wagon. 

Skylark—Two-door hardtop,. 


engineers and technicians who de- 


You’ll recognize these same quali- 
ties when you work with the 


sign and apply Timken® tapered 
roller bearings. They have the skill 
to design bearing mountings that 
cut your assembly costs. Their ex- 
perience developed the world’s most 
modern bearing plant in Bucyrus, 
Ohio, to give you higher bearing 
capacity at lower cost. And the 
bearing pros are ready to give you 
the reliability you need to meet 
today’s longer warranty periods. 
The Timken Roller Bearing Com- 
pany, Canton 6, Ohio. Makers of 
Tapered Roller Bearings, Fine Alloy 
Steel and Removable Rock Bits. 





Buick Special's V-6— 


Standard equipment on five Buick Spe- 
cial models for '62 is a 90-degree V-6 en- 
gine that displaces 198 cubic inches and 
develops 135 horsepower. Compression 
ratio is 8.8 to 1, and regular fuel is rec- 
ommended. Other models in the Special 
line use a 215-cubic-inch aluminum V-8. 

There’s news in the Classified Ad col- 
umns of AUTOMOTIVE NEWS, Read them 
for a clue to what is going on. 





Bearing Pro GEORGE BARKER says: 
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Auto Row Loses 
Another Deal in 


Binghamton 


BINGHAMTON, N. Y.—Bingham- 
ton’s one-time “Automobile Row” 
south of City Hall lost one of its 
few remaining fixtures when Schu- 
mann-Van Atta Buick, Inc., moved 
to new quarters at 281 Main St. 

The Buick deal is consolidating 
operations now on Collier, Water 
and Court Sts. at the new address, 
with the main office at 32 State. 

Schumann-Van Atta recently 
bought the Main St. location from 
Square Deal Chevrolet, which has 
been combined with Botnick Motor 
Corp. on Front St. 

For many years, Binghamton 
dealers concentrated in the area 
south of City Hall, and it was more 
or less natural. Most of the city’s 
livery stables occupied the same 
ground prior to the advent of the 
auto. 

The Buick deal’s State St. build- 
ing, in fact, was a former livery. 
Buicks have been sold there since 
1913. 












“Hit 
the long ball — specify Timken bearings!” 


TIMKEN 


tapered roller bearings 
Made by the pros of the bearing business 
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Bendix builds 
more brakes for 
more differen 
WaMu 

any other 
MCLE 
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Brake headquarters of the world! 


You get the best 
braking answers 
from Bendix... 
for every size 
vehicle 


Vehicle manufacturers’ long-time preference for Bendix® 
Brakes is based on this logical fact: They've found that Bendix 
comes up with the best answers—and does so in less time 
and at lower cost. 


HELPFUL EXPERIENCE! As “brake headquarters of the 
world,’”’ Bendix has designed and produced over 141,000,000 
brakes for every kind of vehicle—plus systems for machine 
tools and a wide variety of other industrial equipment. 


BROAD PRODUCTION! Over 400 different types of auto- 
motive brakes alone are on our current production schedules. 
So we may already have a ready-made answer to your problem. 


PROVED PRODUCTS! Bendix does more brake pre-testing 
work than anyone else in the world. Proved products result 
from our exacting laboratory testing plus our extensive road- 
test fleet program. 


Whether you build large vehicles or small, you'll find it pays to 
put your braking problems up to Bendix. Call, wire or write 
our Automotive Brake Department, Customer Applications 
Engineering, at South Bend. 


FREE! NEW 82-PAGE BRAKE CATALOG! Shows 
and discusses different type brakes covering practically 
all applications. Details axle load ratings, torque 
capacities, installation data. Distills Bendix’ 40 years’ 
brake experience in graphic, easy-to-follow form. Write 
for your free copy. No obligation. 


tye Bendix 702°" South Bend, inp. 
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°62s Have Dual Braking System... 





New Roof Design for Cadillac 


What's New: 


New grille . . . lower fins ... 
front “cornering” light .. . four- 
way taillights .. . dual braking 
system ... improved suspension 
+.» new roof design ... quieter 
ride . . . 26-gallon gas tank... 
heater standard equipment .. . 
shatterproof mirrors. 

+ * *~ 


ee began its 60th year 
in the auto industry last week 
as dealers displayed 12 models de- 
signed for the buyer who wants a 
luxurious automobile and is pre- 
pared to pay for it. 

There’s nothing compact about 
Cadillac. It’s a big car. Volume 
models have a 129.5-inch wheelbase 
and most of them are 222 inches 
long. The stately Series Seventy- 
Five units are even bigger—149.8- 
inch wheelbase and 242.3 inches 
overall. 

Styling changes are minor for 
62. The grille has been redesign- 
ed; the fins are two inches lower, 





2 2 a 
imagi neeri ng is the bold new look at Screw & Bolt that says 


“infinite design capability.’’ Imagination, coupled with engineering, 
has led to endless new product design developments in fasteners and 
other threaded parts. Mi Need a new design fastener or threaded part 
where standard shelf items just won’t fit? Clip this ad to your letterhead 
and Screw & Bolt’s sales engineers will put imagineering to work for you. 


and the taillights are new. Five 
models have a new roof design. 
There are two short-deck four- 
door hardtops this year, compared 
with one in ’61. At 215 inches, they 
are seven inches shorter than their 
companions, with the difference in 
length coming out of the deck and 
trunk. The short-deck models are 


New Flat Car Said to Cut 


Shock to Autos in Transit 


CHICAGO.—New motor vehicles 
can be shipped by rail in cushioned 
safety and in larger payloads due 
to a new flat-car development, ac- 
cording to Southern Pacific Rail- 
road. 

The railroad said it soon will add 
to its line an extra-long convert- 
ible flat car with Hydra-Cushion 
underframe and new lightweight 
auto rack that will substantially 
reduce damaging “recoil,” which re- 
sults from freight-car coupling im- 
pacts in rail yards. 








the Series Sixty-Two Town Sedan 
and the Park Avenue Sedan, which 


has deVille trim. 


* * * 


new lighting setup are féa- 


tures of the ’62 Cadillac. There is 


a dual-type power brake master 
cylinder with a separate piston and 
brake-fluid reservoir for both front 
and rear-wheel brakes. : 

In normal operation, the brake 
system functions as a single unit. 
But if one of the hydraulic lines 
fails or is damaged, only one pair 
of brakes would be inoperative. 

The ’62 models have a front 
“cornering” light and four-way 
taillights. Just above the wrap- 
around section of the front 
bumper is a light that throws a 
beam at a 40-degree angle from 
the side of the headlamp, light- 
ing the driver’s way into a turn 
at night. 

It is activated by the turn-signal 
lever when the headlights, parking 


SCREW AND BOLT CORPORATION 
OF AMERICA - P.o. BOX 1708, PITTSBURGH 30, PA. 
Plants: Pittsburgh, Pa. Gary, Ind. Southington, Conn. Norristown, Pa.e Warehouses: Portland, Ore. Denver, Colo. Atlanta, Ga. 


Imagineering... for greater fastener progress 


DUAL braking system and a 








Cadillac Sixty-Two Hardtop— 


A redesigned grille, lower fins and new taillights are features of the ‘62 Cadillag., 
Five models, including this Series Sixty-Two two-door hardtop, have a new roofline, ; 
A dual braking system with a separate piston and brake-fluid reservoir for front ang 
rear brakes is a feature of the new models. 

=o of rae 


also have vinyl-backed, shatter. 
proof rear-view mirrors and vanity 
mirrors. Gasoline-tank capacity has 
been increased to 26 gallons on ajj 
except the short-deck models, 


lights or fog lamps are on. 

The four-way taillight combines 
backup light, taillight, brake light 
and turn signal into a single unit. 


fg ee oe ee gees ar which retains a 21-gallon tank, 


other lights is in operation. Cadillac says a smoother ride 
ah a results from changes in the 


HEATER is standard equip- iain tn mar a covalalil 
ment this year, and all models| (¢ in dh ann fb sua | 
sound-deadening material, used 
in several sections of the Car, is 

said to provide quieter operation, 

The 500-mile initial oil change 
has been eliminated. The first 
change now is prescribed at 4,000 
miles. 

The Cadillac engine is a 390- 
cubic-inch V-8 that develops 325 
horsepower and has a compression 
ratio of 10.5 to 1. Torque is 430 
pounds-feet at 3,100 revolutions per 
minute. 


* * * 


' 
HEF. is Cadillac’s model lineup 
for ’62: ‘ 
Sixty-Two Series — Two-door ] 
hardtop, four-door hardtop, Town © ( 
Sedan four-door hardtop (short = ! 
deck), convertible, Coupe deVille | f 
two-door hardtop, Sedan deVille 
four-door hardtop (six-window), 
Sedan deVille four-door hardtop 
(four window), Park Avenue Sedan 
four-door hardtop (short deck) and 
Eldorado Biarritz convertible. 
Sixty Special—Four-door hard- 
top. ; 
Seventy-Five series—EHight-pas- 
senger sedan and eight-passenger 7 
limousine. ; 
Automatic transmission, power / 
steering, power brakes and heater | 
are standard equipment on all | 
models. 3 
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Inside and Outside— 


The '62 Cadillac has a new four-wey & 
taillight, which combines the backup ligh! 
taillight, brake light and turn-signal light 
in a single housing. Cadillac also is offer 
ing leather interiors in the Coupe de Ville 
and four-window Sedan de Ville as well 
as in convertibles. 


New Officers Elected 


In Richmond County 


ROCKINGHAM, N. C. — David 
Adeimy (Chevrolet) has been elect 
ed president of the Richmond f 
County (N. C.) New Car Dealer § 
Assn, 

Other officers include C. R. Free 
man (Buick), vice-president, and 
Worth Walker, secretary-treasurel. 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 





By Joseph M. Callahan 
Engineering Editor 


URING a recent telecast of “The 
Untouchables,” a Detroit “_, 
otive engineer strode to his 
at angrily turned it off and told 
his family not to tune that program 
in again, 

This was no protest against the 
vilification of a nationality or 
TV’s poor programming. It was 
merely the explosive manifesta- 
tion of the fact that despite the 
effort of this engineer and scores 
of others in the auto industry, the 
American auto still can’t shake its 
60-year-old audio trademark—the 
sound of squealing brakes. 

Brake squeal, while unconsciously 
accepted by most car owners as 
standard equipment, is an engineer- 
ing problem of some concern at 
each auto company because a small 
percentage of buyers are always 
complaining about it and the nu- 
merous other noises that emanate 
from brakes. 

Some engineers say that brake 
noises have become more objection- 
able in recent years because the 
rest of the car has become quieter 
and because in the compromises 
that continually accompany the de- 
velopment of braking systems, noise 
appears to be losing out to wear 
rate, fade resistance, friction and 
price. 

* * ok 

LTHOUGH certainly not a 

major engineering problem, 
over the years thousands of man- 
hours and millions of dollars have 
been spent to eliminate the squeals, 
squeaks, grunts, howls, peeps, 
moans and other noises in brakes. 

Complaints by the bushel have 
been received by every auto 
maker. However, a competitive 
engineer said it’s privately admit- 
ted among brake authorities that 
Lincoln and Oldsmobile have the 
most “noise-fixed” brakes. 

As is true with most car prob- 
lems, a large percentage of the 
brake-noise complaints come from 
“fussy” owners, often in the luxury- 
car field. 

But another factor also affects 
this situation because of a peculiar- 
ity of the human anatomy. As a 
person gets older, he is less able to 
hear high-pitched noises and more 
capable of hearing low noises. 

Consequently, there is a distinct 
complaint pattern in which the 


rive to Silence Brakes 


drivers protest against the high 
noises. 


In terms of loudness or decibels, 
brake noises range from the in- 
audible to the point where a person 
could be put on the threshold of 
puin and be driven out of his ve- 
hicle. 

od * * 


Noise Diagnosis a Science 


As A result of their largely frus- 
trated brake-noise research 
over the years, automotive engi- 
neers have almost developed a sci- 
ence for noise diagnosis. They’ve 
learned that every noise is caused 
by the vibration of some component 
of the brake. 


When these vibrations reach 240 





cycles per second, the brake emits 
a low moan; at 480 c.p.s., there is 
a howl; at 1,200 to 1,800 c.p.s., 
there is the cOmmon squeal, 
squeak and a noise known tech- 
nically as “pitchout,’ and from 
2,000 c.p.s. to infinity, there is 
“wire brush”—a noise that resem- 

bles a wire brush rubbing over 

glass. This noise is the biggest 
problem of all. 

Examining the various noises 
more closely, one engineer said 
“wire brush” is most common on 
cars with bonded brake linings be- 
cause they don’t have the slight 
amount of slip between the lining 
and the brake shoe that a riveted 
| (Continued on Page 31, Col. 1) 


Big 3 Near Command 


a of the Big Three auto 
makers probably will be intro- 








older owners complain about the 
low-pitched noises and the younger 


Engineer's 


ducing a new engineering vice- 
president in 1962 or 1963. 
General Motors’ Charles A. 





Lh | 


Charles A. Chayne A. A.’ Kucher 


Chayne, Ford’s Andrew A. Kucher 
and Chrysler Corp.’s Paul C. Acker- 
man each is approaching the age 
that normally means retirement at 
their particular companies. 

As this retirement date nears, 
there is considerable speculation 
among the engineers and execu- 
tives of each company as to who 
the replacement will be. 

Possibly causing most of the 
speculation is Ford’s Kucher, who 
turned 63 last March and is now 
the national president of the Soci- 
ety of Automotive Engineers, After 
a distinguished career at Bendix 
Aviation Corp. and as head of re- 
search at GM’s Frigidaire Division, 
Kucher joined Ford in 1951 and 
became engineering vice-president 
in 1957. His SAE term expires next 
January. 

Most Ford insiders feel that this 





Showcase 


Research Associates, Inc., of Bozeman, Mont., is concentrating 
on a new type of internal combustion engine that employs float- 
ing pistons. Some phases of the development work are being 
done by Montana State College. 


Buick has rescinded plans to introduce General Motors’ first al- 
ternator on air-conditioned ’62 models, even though some ’62 
press kits mentioned the alternator. The alternator, made by 
GM’s Delco-Remy Division, is expected on ’63s. 


Engineers say that the worst 


thing that can happen to a car 


with squealing brakes is for a service mechanic to begin experi- 
menting with several different solutions, They say it’s best to 
identify the noise and then to follow the factory-recommended 
practice for this particular type of noise (see story above). 

When asked what was really responsible for the quality control 
problems that continue to crop up in the auto industry, the engi- 
neering vice-president of one company said, “We can thorough- 
ly test six cars using a new part and it will pass with flying 


colors, Then, a production car 
We’re finding repeatedly that 


comes along and the part fails. 
the problem is caused by little 


tolerances that have crept in without the knowledge of manu- 


facturing or purchasing.” 


Latest Cardinal rumor: Rear engine! 





job, when available, will go either 
to Victor G. Raviolo, current ex- 
ecutive director of Ford Motor Co.’s 
engineering staff, or Hans A. Mat- 
thias, chief engineer of the Ford 
Division. Raviolo was 47 last June 
and Matthias will be 48 next month. 

This is another example of the 
old question, “Who is better suited 
to move into the top job—a staff 
man or a line man?” 

* * * 

ATTHIAS’ stock has risen con- 

siderably because in the last 
12 to 18 months all the car engi- 
neering has been consolidated under 
him, whereas be- 
fore there were 
other divisional 
chief engineers. 

However, Ravi- 
olo appears to be 
the top man in 
the eyes of the 
board of direc- 
tors, as indicated 
by the fact that 
he is the chair- 
man of the Engi- 
P. C. Ackerman neering Advisory 
Committee, the company’s top engi- 
neering committee. 

An indication of which way this 
situation will develop may lie in 
@& new reorganization that is 
looming at Ford in which the 
Ford Division chief engineer 
would have authority only over 
chassis engineering, rather than 
the entire car. 

GM’s Chayne, who has been vice- 
president of the engineering staff 
since 1951 after serving as Buick’s 
chief engineer, is expected to serve 
until he is 65 in February, 1963. 

ok * * 
i THE past, the two principal 
requisites of a GM engineering 
vice-president has been that he be 
an experienced chief engineer of a 








¥. 6. Raviolo Harry F. Barr 


car division and that he be in his 
50s or younger. 


This narrows the choices down to 
Harry F. Barr, Chevrolet chief en- 
gineer, who is 57; Harold N. Metzel, 
Oldsmobile chief engineer, who is 
also 57, and E. M. (Pete) Estes, 





by 


Joseph M. Callahan 


Engineering Editor 







HILE auto companies are sometimes blasted by news- 
men for withholding information, the fact is that the 
company executives are pretty well studied, examined, 





probed, questioned and sec- 
| ond-guessed by the 40 to 60 


| reporters who spend all or most 
of their time covering the industry. 

This is particularly true during 
the new-model introduction season 
that is now ending. Here are some 
questions and answers that were 
propounded this year: 

Question: Why are the Big Three 


Decisions | 


Pontiac’s chief engineer, who is 45. 
Cadillac’s chief engineer, C. F. 
(Fred) Arnold, was 61 last Feb- 
ruary. Buick’s chief engineer, 
Lowell A. Kintigh, will be 55 this 





H. A. Matthias H. N. Metzel 


year and is highly regarded in the 
corporation. even though he is 
the junior chief engineer in the 
car divisions, having taken over 
in December, 1959. 


Metzel has been a chief engineer | 





makers opposed to calling their new 
intermediate cars “compacts?” 

Answer: George Romney, pres- 
ident of American Motors, said 
they are against using the term 
“compact” because this tends to 
give an implication as to how the 
new product should be priced and 
because this term tends to sub- 
stantiate AMC’s predictions on 
the compact car revolution. 

Romney added, “If you fellows in 
the press want to help the other 
car companies by not calling these 
cars ‘compacts,’ it’s all right with 
us" 

y  €<4 * 


e What is a compact car? 
ee A.: Romney said he prefer- 
red using overall length, rather 
than wheelbase, in defining a com- 
pact and that he felt that anything 
under 200 inches in total length 
should be called a compact. 


(This took in all the cars he 
considers as “compacts,” except 
the ’62 Mercury Meteor, which is 
203 inches long.) 

Q.: Why isn’t Oldsmobile offer- 
ing the less expensive, V-6 iron 
engine in its F-85, as Buick is of- 
fering in its Special? 

A.: According to an Oldsmobile 
official, Oldsmobile has a different 
philosophy on this situation, feeling 
that there is a place for the alu- 
minum engine, even though it is 
more costly. However, he added 
that- it’s expected that the alumi- 


the longest—10 years, compared to;num costs will soon be more in 


(Continued on Page 29, Col. 1) 


(Continued on Page 30, Col. 1) 





Serves Dealers on Hearses... 





Operation Conversion 


IRMINGHAM, Mich.—One of the 
best friends the “friendly under- 
taker’ has in the world is Harry 
Swigert, director of sales for Auto- 
motive Conversion Corp. here. 

Broadly speaking, Automotive 

Conversion’s business is to con- 
vert standard vehicles into spe- 
cial-use vehicles, such as ambu- 
lances, funeral cars, small school 
buses, police patrol wagons and 
camping vehicles. 

But the largest part of the com- 
pany’s sales is to the nation’s 31,000 
funeral directors, This connection 
has led Swigert to a sympathetic 
understanding of their transporta- 
tion and other problems, In addi- 
tion, he attends many funeral direc- 
tor conventions, making 16 state 
conventions and the national con- 
vention last year. 

Commenting that he works pri- 
marily with the smaller funeral 
homes, Swigert said, “We produce 
the poor man’s funeral car. We 
don’t change the vehicle so that it 
becomes a oOne-purpose car. After 
the specialized use, the funeral di- 


Engineering New Products 


Page 28 





rector can remove the special equip- 
ment and sell it as a passenger car. 
This holds up the used-car value. 

* * * 


oo in competition with the 
one-purpose, custom-built 
units which range in cost up to 
$15,000. These hearses have a chas- 
sis that’s extended from about 126 
inches to 172 inches and a raised 
roof, making them unsuitable for 
regular use afterward.” 

In a jab at the increasing clam- 
or about the high cost of dying, 
he said few people realize that if 
a funeral director buys a $12,000- 
$15,000 hearse, the cost of the 
hearse alone for the average di- 
rector is $60 a funeral, and this 
doesn’t include the car’s mainte- 
nance costs. 

“The typical funeral director in 
the United States has 50 funerals a 
year and keeps his hearse three 
years. 

“Other than his real estate,” Swi- 
gert continued, “the funeral direc- 
tor’s greatest investment is in his 
rolling stock. Of course, he needs 
more than one vehicle. Besides the 
hearse for carrying the corpse, he 
needs a passenger car for carrying 
the immediate family and a service 
car to transport chairs, flowers, 

(Continued on Page 29, Col. 2) 
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Sales Record Possible, Study Shows .. . 


Backlog of Older Cars 








Points to Big Year 


NEW YORK.—A genuine con- 
sumer need well may underlie the 
public’s favorable car-buying mood 
recently revealed in the 1961 Na- 
tional Automobile and Tire Survey 
sponsored by Look magazine, a 
Look spokesman said. 

Two trends disclosed in the 
survey point to a growing back- 
log of older cars in use that, 
under normally prosperous eco- 
nomic conditions, could raise the 
demand for new cars to a record 
high in 1962, he said. 

First, owners have tended in the 
past five or six years to drive their 
cars longer before replacing them. 

In the Look survey of 1955, cars 
bought new were shown to be 
owned on an average of three years 
and nine months before replace- 
ment, whereas this year’s survey 
showed the time had lengthened to 
four years and eight months—a net 
increase of 11 months. 

Similarly for used cars, the time 
of ownership has lengthened from 
two. years and 10 months before 
replacement in 1955, to three years 
and one month in 1961—a net in- 
crease of three months. 

The second trend, equally mark- 
ed, shows up in the growing propor- 
tion of older cars on the road today. 

As of this year, 57 percent of 
the private passenger cars owned 
are five years old or older. By 
contrast, the 1959 survey showed 
53 percent of all cars in use were 
five years old or older; the 1958 
survey showed 50 percent, and the 
survey of 1957 showed only 47 per- 
cent of cars on the road were in 
the older category. 

The current survey, just complet- 
ed for Look by Alfred Politz Re- 
search, Inc., indicates that total 
sales for 1962 may reach an esti- 
mated 7,150,000 to 7,600,000 new 
cars bought for private, public and 
commercial use. 

Excluding sales of passenger cars 
for public and commercial use, sales 
of passenger cars for private use 
alone may come to 6,450,000 to 
6,600,000—the highest sales potential 
since the peak year of 1955, 

These figures are based on ex- 
pressed buying intentions of United 
States households at the time the 
survey was made, the spokesman 
said, and should be considered as 
the public’s car-buying mood in re- 
cent months rather than as a pre- 
diction of actual sales. 

The survey, the 25th of a con- 
tinuing series of annual consumer 
studies of the automotive market, 
covers a wide range of data on 
passenger cars, trucks, tires, serv- 
ice and repairs, car waxing and 
polishing, oil and oil additives, oil 
filters, gasoline brands and credit 
cards, automobile liability insurance 
and licensed drivers. 

The survey is based on person- 
al interviews in a nationwide 
sample of U. S. households and 
car maintainers responsible for 
passenger cars privately owned 
for noncommercial use. 

Other important highlights in 
this year’s survey are: 

1. Car-owning households have 
increased by more than four million 
during the past four years — from 
36,450,000 in 1957, to 40,700,000 in 
1961. In the past year, 1,200,000 ad- 
ditional households have joined the 
ranks of car-owning families. 

2. Multicar households, which 
grew rapidly in number during the 





Pontiac Grand Prix— 
Pontiac's bucket-seat Grand Prix hardtop 


than other '62 models. 
four-barrel carburetor and dual exhausts. 






































































proportionately in recent years. 
Numerically, however, they have 


000 in 1957 to 7,400,000 in 1961. 

3. Owner loyalty for a particular 
make has remained relatively stable 
since the 1958 and 1959 surveys, if 
compacts within the make are in- 
cluded. 

4. The middle income house- 
holds—that is, those with family 
incomes ranging from $5,000 to 
$10,000 a year—purchased more 
than 50 percent of the new cars 
sold in 1960-61. A high rate of 
turnover is indicated for both 
middle and upper-income groups, 
while households with incomes 
below $5,000 a year tend to own 
their cars longer before replacing 
them. 

5. Households with children pur- 
chased the largest proportion of 
new cars in 1960-61, accounting for 
57 percent of all new cars bought 
for private passenger use. On the 
other hand, households without 
children own the majority of older 
year models. The survey found that 
these households were still driving 
64 percent of all pre-1954 models 
bought new. 

6. The number of licensed drivers 
is growing by leaps and bounds. 
There are in the U. S. today 79,540,- 
000 drivers having licenses—up 8.5 
percent over the number in 1958. 
Altogether, slightly over 69 percent 
of the U. S. population 18 years of 
age and older are licensed drivers, 
with 87 percent of all males, and 
53 percent of all females holding 
drivers’ licenses, 

New-car financing, after rising 
from 52 percent of sales in 1958 
to a high of 60 percent of sales 
in 1960, has shown a slight decline 
to 57 percent in the past year. 
By the same token, cash pay- 
ments fell off between 1958 and 
1960, but has risen slightly in the 
last year. 

A sharper—and possibly more 
significant—trend is noted in the 
choice of financing methods among 
new-car buyers who elected to pur- 
chase their autos on time. 

In the 1958 survey, for example, 
only 19 percent of the buyers made 
their own independent arrange- 
ments for financing, while the sur- 
vey for 1961 showed that this group 
had increased to over 30 percent. 
Meanwhile, cars financed through 


Bucket Seats— 


Bucket seats, a tachometer and a front- 
floor console are features of Pontiac's 
Grand Prix hardtop. The gearshift lever 
is mounted on the floor in models equip- 
ped with optional four-speed manual or 
Roto Hydra-Matic transmission. 





has a different grille and rear-end styling 


The Grand Prix is powered by a 303-horsepower V-8 with 


Engine displacement is 389 cubic inches. 
















mid-50s, seem to be levelling off 


increased considerably—from 6,150,- 


dealers—after a rise from 34 per- 
cent in 1958 to 37 percent in 1960— 
declined sharply to 26 percent in the 
current survey. 

Banks were the favored source 
of credit for those arranging their 
own financing, with 68.7 percent of 
the respondents saying they had 
obtained their financing through a 
bank. 

To help industry and. dealers 
find effective guidelines to the 

best new-car prospects for ’62,: 
the survey provides a profile of 
householders planning to pur- 
chase a new car in the coming 
year. For example, there appears 
to be a growing demand for new 
cars among families having in- ~ 
comes under $10,000 a year.., 
Whereas last year’s survey show- 

ed that two out of three prospects 
lived in these households, the cur- 
rent survey places 71 percent — or 
almost three out of four—new-car 
prospects in homes with incomes of 
less than $10,000 a year. As a re- 
sult, the median income of new-car 
prospects has come down from 
$6,832 in 1960 to a present $6,760 in 
1961. 

This lower median income, by in- 
cluding a larger segment of the 
population, means more prospects 


in the upcoming year. 
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AUN E Re amd) 
based on financed cars bought new in 1960-'61 
| Longer credit periods are being used more frequently | 
1958 SURVEY | 1958 SURVEY | 1960 SURVEY | 1961 SURVEY 
100.0% 100.0% 100.0% 100.0% 
44.1% | 43.9% 
29.5% 
36 months......... 12.3% 
30 months......... 11.8 | 164 | 184 12.0 
24months......... 33.0 25.2 21.4 27.9 
18 months......... 23.7 6.1 7.0 3.2 
12months......... 14.8 16.7 5.4 6.2 1% 
6months......... 2.8 2.5 7.1.8 : 2 
Oe. iis 1.6 os 0.7 | 37 ie 
Don'tknow........ ~ 3.6 1.8 18 3 


Longer Credit Periods Favored— 

Today's auto buyers favor the longer credit periods, according to a Look magazine 
shopping the market for a new car study based on financed cars bought new in 1960-61. The popularity of the 36- month 7 
period has almost quadrupled over a four-year span. 


Ala. Dealer Answers Questions Posed by Move... 


Plan to Quit Downtown Location? 


By M. B. Watson 
Staff Correspondent 


ATHENS, Ala.—W hat problems 
are encountered by the dealer who 
wants to move from a downtown 
location? How much land should 
he acquire? In which direction 
should he move? What will be the 
cost of land and building? And 


Pontiac Offers 
Grand Prix Coupe 
With Bucket Seats 


PONTIAC.—The Grand Prix, a 
stylish two-door hardtop, is Pon- 
tiac’s entry in the personalized-car 
field which Thunderbird has domi- 
nated in recent years. 

The Grand Prix has front bucket 
seats, a tachometer and a front floor 
console. Styling of the grille and 
rear end differs from that of other 
’62 Pontiacs. 

Other interior features include 
instrument panel cushion, custom 
steering wheel, electric clock, rear 
seat center armrests and radio 
speaker, door reflectors and four 





ash trays. 

The gearshift lever is mounted 
on the floor in models equipped 
with four-speed manual or Roto 
Hydra- Matic transmission. Both 
transmissions are optional at extra 
cost. 

Powering the Grand Prix is a 
303-horsepower engine with dual ex- 
hausts and four-barrel carburetor. 
Compression ratio is 10.25 to 1. 
Displacement is 389 cubic inches, 
the same as for other Pontiacs. 

Wheelbase is 120 inches, the same 
as the Catalina. The Grand Prix is 
211.6 inches long, 78.6 inches wide 


and 54.5 inches high. 
+ * BS 


New Roof Line Marks 


Canadian Pontiacs 


OSHAWA, Ont. — Body restyling 
and engineering refinements are 
among the features of the ’62 Pon- 
tiac announced here by General Mo- 
tors of Canada, 

The most outstanding styling 
change is a new softtop-like roof- 
line on the Parisienne and Lauren- 
tian two-door hardtops. 

Pontiac has a new grille design, 
as well as new taillights. A new, 
lighter weight automatic transmis- 
sion is available with the optional 
Astro Flame 250-horsepower engine 
only. The transmission is made of 
aluminum and is 85 pounds lighter. 

The ’62 Pontiac—Canadian-built 
series will include the Parisienne, 
Laurentian and Strato-Chief, offer- 
ing 13 models. 

Overall length of the Canadian 
Pontiacs is 211.6 inches. Width is 
78.6 inches and wheelbase, 119 
inches. 

Other Pontiac models, including 
Tempest, will be imported. 





what will be the result on his busi- 
ness? 

Some of the answers were sup- 
plied by Littrell Motor Co. (Chev- 
rolet-Oldsmobile), operated by 
Hershell J. and Marvin P. Littrell, 
brothers. This concern moved to a 
new location about two years ago. 


Since that time Littrell Motor has 
more than doubled its business, said 
Hershell Littrell, president. More 
than 1,000 cars were sold last year; 
parts business jumped from $5,000 
to $14,000 a month and labor from 
$1,800 to $6,000 a month in this city 
of about 7,000 population in the 
Tennessee Valley of North Alaba- 
ma, he said. 

The firm acquired three acres of 
land on a four-lane highway and 
near a bypass road. It erected a 
steel building 120 by 150 feet, with 
a showroom 30 by 55 in front. The 
cost of this improvement was about 
$110,000, Littrell said. 

The building, in effect, stands in 
the middle of a big parking lot, 
paved on all four sides. One side is 
used for used cars and trucks, and 
the other side nearest the service 
department is used for new cars 
and customer cars. 

The service department, some 
70 by 120 feet in size, has day- 
light lighting from windows and 
sky domes, and front and back 
doors which permit a complete 
drive-through. Equipment in- 
cludes six twin-post lifts, and 
overhead service for oil, lubri- 
cants, air and water. 

The parts department occupies a 
large area with a counter that 
serves both the shop and outside 
customers for wholesale parts. A 
separate door permits unloading of 
parts under cover and with a mini- 
mum of handling. 

The body shop is reached by over- 
head doors in the rear of the build- 
ing, and a wall separates it from the 
service shop proper. 

“Our biggest asset in our new lo- 
cation is probably plenty of park- 
ing,” said Littrell. “It is a well 

* * * 
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known fact that a person would © 
rather drive a couple of miles than — 
to walk two blocks, 

“At first we were a little skittish — a 
about our used-car sales, since we % 
are about two miles from town. But ~ 
we have enjoyed a nice increase, 4 
You just don’t have to worry about | 
people coming to your place if they — 
have a place to park. 3 

“Our service absorption has run ~ 
as high as 79.5 percent and prob- — 
ably averages about 60 percent,” 
he continued. “Naturally, our op- 
erating costs have gone up, and 
now run about $12,000 a month, 
but we also have the capacity to 
take care of a bigger volume of 
business and we expect to get it. 

“As to the proper place to locate 
in moving from a downtown area, 
that depends on many variable fac- 
tors,” he said. “The preference is for 
a heavily travelled street or high- 
way, but with easy access. It is a 
known fact that a city tends to 
grow toward its better residential © 
section, and that might be taken ~ 
into consideration i in acquiring a fu 
ture home site. 

“The lay of the land has a lot to ™ 
do with the site. Low land can be- 
filled in, but grading is expensive. 13 
favor the high side of the street, 
because this makes the building” 
stand out more prominently, but” 
that is not always possible. In some 
areas zoning has to be taken into | 
consideration. 

“It used to be that automobilal 
dealerships tended to get close to- > 
gether and thus developed ‘automo- | 
bile rows’ in most cities,” Littrell” 
continued. “However, today I see @™ 
departure from this custom. 

“That is because dealers. are find-— 
ing it advantageous to move out” 
and they don’t all move in the same 
direction. The modern automobile” 
dealership is large enough to create ™ 
its own market so far as both new” 
and used cars are concerned. Also, a” 
good many dealers wholesale theif” 
used cars, or may have a used-oay 


lot in one or more other locations.” 
* 































Suburban Home of Littrell Motor— 


This is a view of the suburban headquarters of Littrell Motor Co. (Chevrolet-Oldsmo- 
bile), which moved from a downtown location in Athens, Ala., to a site about two 


miles outside town. 





“IT remember how I used to wait on the corner for Aunt 
Gussie. She was the only one we knew withacar. And 


sometimes she’d take me for a ride in the country— 


through the towns with the funny names. Tuckahoe, 


Yonkers, New Rochelle. And I’d ask how fast are we 
going and she’d say 45 and I’d think, I’ll never be so 
happy again.” 
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New York is a new car. More new cars bought here 
each year than in any other U.S. market. More than 
in Chicago and Detroit combined. The way to sell 


new cars in New York? The way to sell everything 
in New York? Through The New York Times. It serves 
New Yorkers with the most news... sells them with 


the most advertising. New York is The New York Times. 
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and energy required to operate modern 
electronic equipment. 
we 


Elk Offers Parts Feeder 


Elk Engineering Works, St. Marys, Pa., 
has introduced its Model 251 Elk-O-Matic 
vibratory parts feeder. The electromag- 
netically powered unit feeds parts up to 
four inches in length in a 24-inch alumi- 
















4-Column Compacting Press 
Features Eccentric Gears 


Bringing a full 200-ton force to bear 
for the shaping of powder compacts, this 
compacting press by Industrial Equipment 
Corp., 
Hamilton, O., is said to be of mechanical 


Division, Baldwin -Lima-Hamilton 


design, permitting speedier and more eco- 
nomical production of larger powder parts 


than is possible with equivalent-tonnage 


hydraulic presses; provides a _ nine-inch 
depth of fill—50 percent deeper than 
B-L-H’s previously largest mechanical com- 
pacting press. 

larger parts which can now be pro- 
duced include engine cylinder 
washing machine bushings, and similar 
powder iron compacts with total projected 
surface areas up to five square inches. 
The press, B-L-H's Model 200-B, is a four- 
column, eccentric-gear unit. Statistics in- 
clude: 12-inch die opening, upper punch 
die entrance adjustable from zero to five 
inches, production rates of 6 to 24 strokes 
per minute. Shuttle feed and pressurized 


lubrication system are incorporated. 
ee 





Overhead Valve Engine 


Developed by Brockway 


Brockway Motor Trucks, Cortland, N. Y., 
has developed an overhead valve, six-cyl- 
inder, in-line gasoline engine said to out- 
perform any gasoline engine of compar- 
able size in terms of power produced, 
economy of operation and resistance to 
wear. 


Designated as the 44BD, the engine is |- 


designed for both short haul work and 
over-the-road operation. It has a displace- 
ment of 478 cubic inches and gross torque 
is 385 foot pounds. The brake horsepower 
rating is 200 at 3,000 revolutions per min- 
ute. The engine will be used to power 
Brockway 158 models, a series of medium 
and medium-heavy tractors, cargo trucks 


and tandem axles. 
Po ee 


Universal-Cyclops Develops 


Corrosion-Resistant Alloys 


Universal-Cyclops Steel Corp., Bridge- 
ville, Pa., has developed two straight 
chromium stainless steel alloys for the 
automotive industry which combine high 
corrosion resistance with outstanding fab- 


ricating and finishing qualities. 

These grades, designated Uniloy 430Mo 
and Uniloy 435Mo, derive their corrosion 
resistance from an addition of molyb- 
denum to the stainless steel chemistry of 
Type 430. Uniloy 435Mo, in addition to 
the molybdenum, contains an element to 


control roping. 
Yoo 


RCA Transistor Covers 
Wide Variety of Uses 


A silicon transistor, called 2N2102, that 
can perform the jobs of up to 40 percent 
of the more than 2,000 transistor types 
now on the market has been developed 
by the Radio Corporation of America, 30 
Rockefeller Plaza, New York 20, N. Y. 

RCA described the development as a 
“significant step" in the search for a uni- 
versal transistor —one that can handle 
every combination of power, frequency 
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Low-Cost Disc Brake 
Developed by Goodyear 


A low-cost disc brake designed for a 
wide range of industrial machinery and 
small vehicles has been 
Goodyear Tire & Rubber Co., Akron 16, O. 

Brake assemblies will be available with 
7, 12 and 18-inch discs to give a range 
of torque capacity up to 9,000 pound 
inches and kinetic energy capacity up to 
one million foot pounds, according to 
Goodyear, 

* 4 


UniPak Welding Unit 


A compact, portable machine that can 
be used to stress relieve up to 12 welds 
at a time and to do AC/DC welding was 
shown by Otto Kreisel, its inventor, at a 
national sales meeting of Electric Arc, Inc., 
Newark, N. J. Kreisel, who is chief engi- 
neer and general manager of Electric Arc, 
has named the machine “UniPak." 


Technical 





Charles W. Ohly, vice-president, 
Thompson Products, Michigan Di- 
vision, Thompson Ramo Woold- 
ridge, hag been elected chairman 
of the Detroit Section, Society of 
Automotive Engineers for the 1961- 
62 season. He succeeds Max M. 
Roensch. 

Other new officers are Harold C. 
MacDonald, Ford Motor Co., vice- 
chairman; Robert Anderson, Chrys- 


ler Corp., secretary, and George 
Delaney, retired, treasurer. 
* a * 


Ford Announces 
Engineering Shifts 


Three major organizational as- 
signments in Ford Motor Co. engi- 
neering staff have been announced 
by V. G. Raviolo, executive direc- 
tor. 

Jesse W. Rich- 
ards has been ap- 
pointed direc- 
tor of the tech- 
nical analysis 
office. He former- 
ly was executive 
engineer, advanc- 
ed Ford and Mer- 
cury, Ford prod- 
uct engineering 
office. 

Es Sees Philip H. Pretz, 
former testing operations director, 
was named director of the inter- 
national engineering office, and 





Victor Hopeman 


Philip H, Pretz 


Victor Hopeman, formerly executive 
engineer, testing laboratories, suc- 
ceeds Pretz. 

* * * 


L-O-F Creates 2 Divisions, 


Reassigns Five Executives 


Creation of Eastern and Western 
divisions for the plate-glass manu- 
facturing plants and five key as- 
signments have been announced by 
Libbey-Owens-Ford Glass Co. The 
appointments are: 

F. E. Schwertfeger, manager of 
the Eastern plants; Henry M. 
Dodge, manager of the Western 
plants; Henry Schult, manager of 


introduced by 





Engineering and Production 
New Products 





Patented Shock Absorbers 
Introduced by Taylor 


A line of patented plastic liquid Dash- 
pots has been announced by Taylor De- 
vices, Inc., 200 Michigan Ave., North Ton- 
awanda, N. Y. 


These shock absorbers are precision 
moulded, incorporating the Taylor step 
tubular design for rigidity under high 
loads and eliminates small weak diameter 
piston rods. The 66 standard models ab- 
sorb energy from one-inch pound to 886,- 
000-inch pounds from the smallest 1 Yg-inch 
long by '-inch diameter model to the 
largest 70-inch long by 82-inch diameter 


model. 
ee 


Turvort Resin Gun Designed 


To Mix and Dispense 


The turvort head, a unit for mixing and 
dispensing active resins and hardeners, 
has been incorporated into an easily han- 


Personnel 


the two East Toledo (O.) plants, 

succeeding Dodge; Charles A. Mil- 

ler jr. and Albert W. Kleine, assist- 

ant plant managers at East Toledo. 
* cg 


Cartwright, Smith Named 


To GM Missile Posts 


Dr. William F. Cartwright and 
George W. Smith have been ap- 
pointed to the aerospace operations 
department of General Motors De- 
fense Systems Division, Santa Bar- 
bara, Calif. 

Cartwright will head the weapon 
and space systems section of the 
department. Smith heads the flight 
controls group. 

* * 


cd 
GM Unit Names Two 


Appointment of Dr. William F. 
Cartwright and George W. Smith 
to the aerospace operations depart- 
ment of General Motors Defense 
Systems Division, Santa Barbara, 
Calif., was announced, 

* * cd 


Ford Moves Childs 


Eric E. Childs has been named 
assistant manager of Ford Motor 
Co.’s Buffalo stamping plant. He 
formerly was assistant manager of 
the company’s Monroe (Mich.) 
stamping plant. 

* * om 


Motec Promotes Miller 


James A. Miller, director of en- 
gineering, has been appointed vice- 
president -in charge of engineering 
research and development of Motec 
Industries, Inc., Hopkins, Minn. 

bd * * 


Modine Elects McMahon 


Engineering Vice-President 


W. R. McMahon has been elected 
(Continued on Page 55, Col. 1) 


Motorola to Enter 
Alternator Field 


CHICAGO.—Production of alter- 
nators for the auto industry will be 
started this winter by Motorola, 
Inc., long a supplier of auto radios, 
according to Robert W, Galvin, 
president. 


He said the company “has de- 
veloped an alternator with advanc- 
ed features which we are attempt- 
ing to sell to manufacturers.” It will 
be the first under-the-hood elec- 
tronic device made by Motorola, he 
added. 

The company also supplies push- 
button controls for operating auto- 
matic auto transmissions, 
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died gun by Leal Corp., P. O. Box 53, 
Oaklyn, N. J. 

The gun, when fed from a metering sys- 
tem, mixes and dispenses reactive resins 
and, when equipped with proper spray 
tips, can do airless spraying of multi- 
component resin materials. The gun is said 
to handle urethane foam resin materials, 
liquid epoxy resins, liquid polyester resins 
and many other materials. 

a 





Tefion-Lined Hose Offered 


For Industrial Application 


Timely Technical Products, Inc., 100 Pine 
St., Verona, N. J., has announced the de- 
velopment of a Teflon lined hose for in- 
dustrial applications. 

Addition of Trimflex hose to its line of 
products is said to be in response to grow- 
ing industrial requirements for heat re- 
sistant high burst pressure-corrosion re- 
sistant flexible hose. re 

* 


Infammable Urethane 


A nonburning flexible urethane foam 
has been developed by Plastomer Corp. 
of Detroit, 6431 
Mich. 


Epworth Ave., Detroit, 





TOLEDO.—Electric Autolite Co. 
will expand its manufacturing fa- 
cilities and add new products to 
its production line in Venezuela, 
according to J. J. Bohmrich, inter- 
national operations vice-president. 

The additional manufacturing 
area will be used for the manufac- 
ture of automotive regulators, 
automotive horns, armatures, and 
other automotive electrical equip- 
ment, he said. In addition, the plant 
will manufacture a complete line 
of Prestolite (C&D) industrial bat- 
teries. 

* * * 


Firm Says New Alloy Eases 


Aluminum-Porosity Problem 


CLINTON, Mich. After two 
years of research in metallurgy and 
in perfecting a new die-casting 
process, Clinton Engines Corp. has 
announced the development of a 
new alloy to be known as “Alum- 
alloy.” 

Donald C. Suhr, Clinton presi- 
dent, said the importance of the 
development rests in the fact that 
the new alloy alleviates almost en- 
tirely the problem of porosity which 
has characterized aluminum-alloy 
engines and limited their use. 

oe * * 


Perkins Diesel Rated High 


In Plymouth Cab Tests 


PETERBOROUGH, England. — 
Tests recently completed by inde- 
pendent United States engineers re- 
portedly have indicated that Brit- 
ish-made Perkins diesel engines 
may be superior to standard gaso- 
line engines for taxi use in Plym- 
outh cars. The tests were carried 
out for Yellow Cab Co. of Phila- 
delphia by Janeway Engineering 
Co., Detroit. 

At the completion of the tests, 
Cornell Janeway, vice-president, 
reported that both the 1961 range 
of Plymouth vehicles and the 


Engineering Briefs 








Power Couplers Featured 


In Whiting Trackmobile 


Whiting Corp., Harvey, Ill., has intro. 
duced an improved model of the Track. 
mobile, the mobile road-to-rail car spotter, 
equipped with power couplers on either 
side of the machine for greater drawbar 
pull. 

The unit, called the 5TMG-DC, increases 
the drawbar capacity of the standard one. 
coupler 5TMG from 13,000 to 18,000 
pounds. The increase is a direct result of 
the double-coupler feature which enables 
the Trackmobile to couple to cars on either 
side, ‘‘borrowing"” added weight and gain- 
ing greater tractive effort from the double 
load, it is said. The 5TMG-DC is available 
with gasoline or diesel power. 

* 





Ball Joints, Pivots Feature 


Hollow-Stud Construction 


A low-cost line of linkage ball joints and 
pivots, featuring hollow-stud construction, 
has been introduced by Link-Age Corp., 
Box 82 East Station, Yonkers, N. Y. 

There is a line to meet every need, from 
miniature sizes used on instruments and 
typewriter linkages, to giant sizes used on 
heavy machinery and automobile steering 
joints and ball suspensions. Fields of ap- 
plication include automotive, aircraft and 
missile, pneumatic, hydrautic and other 
controls, production machinery, and all 
kinds of bearings and hinges, it is said. 





Perkins engine were capable of 
five-year taxicab service without 


failure. 
* * 


* 
Texas Plant Set to Build 


Antismog Catalytic Muffler 
LOS ANGELES.—M. P. Venema, 
chairman of Universal Oil Products 
Co., said here that the Purzaust 
catalytic muffler will be produced 
in volume in a Wascom (Tex.) 
plant after its certification for in- 
stallation on autos in California. 
He said one of the mufflers had 
been submitted for testing by the 
California Motor Vehicle Pollution 
Control Board. The muffler was de- 
veloped by Universal] Oxidation 
Processes, Inc., a subsidiary of Uni- 
versal Oil Products. 
* * * 


Eaton International Formed; 


DeWindt Named President 


CLEVELAND.—John C. Virden, 
chairman and president, has an- 
(Continued on Page 54, Col. 3) 





Court Denies Trico Bid 


To Dismiss Patent Suit 


BUFFALO..— Federal Judge 
John O. Henderson denied a mo- 
tion by Trico Products Corp. for 
dismissal of a paten t-infringe- 
ment suit brought by Anderson 
Co. Trico made its motion for @ 
summary judgment last fall at the 
conclusion of Anderson’s case. 
Anderson charged Trico infringed 
its patent for a curved wind- 
shield wiper. 

Trico then began presenting its 
defense. The judge commented: 
“The issues raised are not with- 
out doubt, and can be appropri- 
ately decided at the conclusion of 
the pending trial upon the basis 
of the evidence presented.” 
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Big 3 Makers Near 


Command Decisions 


(Continued from Page 25) 


five years for both Barr and Estes. 
Also, his Olds division has an out- 
standing reputation for engineer- 
ing. 

Bin the other hand, Estes’ age 
strongly favors him because it 
would offer a dozen years more 
service to the corporation. How- 
ever, Estes may be slated for other 


high positions. 

Nevertheless, Barr is considered 
the best bet to win the top engineer- 
ing job, partly because he spent 
so many years at Cadillac under 
GM President John F. Gordon, an 
engineer himself and a person who 
will figure largely in this decision. 
Some GM engineers feel the engi- 


L, A. Kintigh E, M. Estes 


neering vice- presidency is much 
less important now because of Gor- 
don’s engineering background. 
* * * 

HEVROLET, which makes about 

two-thirds of the corporation’s 
cars, has produced a couple of en- 
gineering vice-presidents previ- 
ously. 

One veteran chief engineer of a 
GM (non-car) division had this to 
say on the general subject, “The 
next engineering vice - president 
should be a man in his early 50s. 
Generally, he is the chief engineer 
from a car division, with the Chev- 
rolet chief engineer having the ad- 
vantage. 

“Many engineers don’t like this 
type of job because it’s a staff 
job and pretty well pins a fellow 
to one spot—admittedly it’s a 
pretty good, secure spot, but 
sometimes not sufficiently chal- 
lenging. One drawback for a 
younger man is that it ends any 
chance he ever had of becoming 
a division general manager.” 

He added that although some en- 
gineers might not especially want 
this job, they would never turn it 
down because “you just don’t do 
that at General Motors. It’s con- 
trary to our tradition and, further- 
more, we figure a man owes it to 
the company to take any promotion 
offered to him.” 

However, the general manager of 
another non-car GM division said 


A. G. Leofbourrow 
that the age of the next GM engi- 
neering vice-president would be 
quite important and that he would 


H, E. Chesebrough 





<7) 


Converted Pontiac Wagon— 


: A funeral hearse that has been converted 
tive Conversion Corp., Birmingham, Mich. 


put his chips on either Kintigh or 
Estes. 


ok * + 

T CHRYSLER CORP., the situ- 

ation with the engineering vice- 
president is that the genial and 
capable Ackerman will not be 62 
until this November. However, 
many Chrysler executives are retir- 
ing at this age or before. 

One of the leading candidates to 
succeed Ackerman is his chief aide, 
Alan G. Loofbourrow, who has been 
director of engineering since 1958. 
Loofbourrow is a sort of executive 
officer of the engineering division. 
He knows his way around the cor- 
poration—an important requisite 
for any engineering vice-president. 
He is 49. 

Another prime candidate is 


Harry E. Chesebrough, now vice- 
president of quality contro] and 
former general manager of Plym- 
outh-Valiant Division. He is 52 
and has been with Chrysler for 
29 years. 

A possible dark horse at Chrysler 
Corp. is George J. Huebner jr., ex- 
ecutive engineer of research, who 


joined the corpo-|. 
ration 30 years|,\ 


ago at the age of 


21. He’s national-| 


ly known for his 

pioneering in the 

gas turbine field. 

Incidentally, the 

magnitude of this 

position is indi- 

cated by the fact 

that Ackerman’s 

F latest published 

G. J. Huebner Jr. salary was just 
over $100,000 a year. 


There 


is little likelihood of al! 


change in the engineering vice-|/ 
presidents at the Little Two in the] 
near future. American Motor’s|' 
Ralph H. Isbrandt is 56 and Stude- |. 


baker-Packard’s Eugene Hardig is 
59. 


Serves Dealers on Hearses .. . 


Operation Conversion 


(Continued from Page 25) 


awnings, tents and lowering devices. 
Some cemeteries supply this equip- 
ment and some don’t. 

“In a Catholic funeral, a lot more 
things must be carried to the ceme- 
tary than are needed for a Protes- 
tant or Jewish funeral.” 

~*~ of 2 


AS major source of busi- 
ness for Swigert’s firm is am- 
bulances. 

According to Swigert, the nation’s 
funeral directors do over 50 percent 
of all ambulance work in the entire 
country and 80 percent of it in the 
South. He added that much of this 
work becomes a public service ac- 
tivity because a large percentage of 
emergency ambulance calls are 
never paid for. This is especially 
true in small cities because the 
funeral director is considered one of 
the pillars of the community. 

“In some cities,” he continued, 
“this ambulance service is sub- 
sidized by the city government. In 
other areas, the funeral directors 
are trying to get out of the am- 
bulance business when it’s not 
profitable. 

“Some cynics say these funeral 
directors use their vehicles as an 
ambulance to take the sick to the 
hospital and then they wait around 
to pick up the corpse if the person 
dies (to eliminate the dead-head- 
ing). But I don’t believe this.” 

a * * 

HE ambulance work done by the 

funeral directors has resulted in 
a demand for a combination ambu- 
lance-funeral car—a station wagon 
that can be converted from one to 
the other or to a passenger vehicle 
in a few minutes by removing or in- 
stalling a casket rack, rotating top 
light, plastic inserts or curtains for 
the rear windows, medical equip- 
ment, oxygen outlet, cabinets, siren 
and window frosting. The demand 
for straight ambulances still is nine 
times greater than the demand for 
the combination units. 

The suggested list price for con- 
verting a regular station wagon 
ranges from $778 for an ambu- 
lance to $1,100 for a combination 

* ok of 


from a Pontiac station wagon by Automo- 


vehicle, This price varies slightly 
with the make of car and includes 
the standard dealer markup. Con- 
version cost for a deluxe hearse 
may run to $1,430. 

Generally, these cars are sold by 
the funeral directors as converted 
vehicles, but in some cases the spe- 
cial equipment will be removed and 
sent back to Automotive Conversion 
for use in a new Vehicle. 

Strongly emphasizing that his 
company sells everything through 
authorized car dealers, Swigert said 
the dealer normally gets two orders 
from the funeral director. One order 
goes to the auto maker and the 
other goes to Automotive Conver- 
sion which picks up the car at the 

auto plant. 
* % *~ 

aan the dealer pays the car 

maker for the car and Swigert’s 
firm for the conversion. About 50 
percent of the converted vehicles 
are picked up at Automotive Con- 
version Corp. to eliminate the 
freight. 

He commented that his company 
works very closely with the auto 
companies and that anything done 
to a car has to be approved by them 
and their restrictions are very 
stringent. This has become increas- 
ingly important since the extended 
warranties have been granted, Un- 
authorized conversions cancel the 
warranty. 

Turning again to his favorite 
subject, Swigert said that, be- 
cause the small-town funeral di- 
rector is a pillar in his commu- 
nity, he’s the first businessman to 
be hit for every charity and he 
has to respond. Many people, he 
said, forget how much schooling 
is required before a funeral direc- 
tor gets his license. 

“Sure, the cost of dying is high,” 
he admitted. “But there are a lot of 
hidden funeral services. He’s on call 
24 hours a day and he’s expected 
not to take weekends off or vaca- 
tions. 

“Many funeral directors have no 
substitutes available and this .has 
led to a new profession—the itiner- 
ant funeral director—who travels 
about and substitutes for funeral 
directors on a regular basis for a 
fixed fee.” 

* * * 

WIGERT makes a point of not 

calling a funeral director an 
“undertaker.” 

Explaining the background of 
the word “undertaker,” he said, 
“It’s strictly a New England term 
and originally referred to the one 
man in every town who would 
undertake any job, including 
building coffins. 

“Subsequently, the undertaker 
was persuaded to put the corpse 
in the coffin and dress it up. They 
gradually took over the funeral di- 
recting business. 

“Similarly, I suppose you could 
call us the ‘undertakers’ of the auto 
industry because we'll undertake 
any body work that the car com- 
panies don’t want.” —J.M. C. 


“! 


New Home for VW Deal— 


Goodwin Motor Corp. (Volkswagen) has moved into its new facilities at 1124-1134 
South Ave., Plainfield, N. J. The building is approximately 8,096 square feet in area. 
Opening ceremonies were performed by, from left, Edward Goodwin, dealership 
president; R. P. Trobush, dealership treasurer; Mayor Richard Dyckman, Plainfield, and 
Arthur Stanton, president, World-Wide Automobiles Corp., Long Island City, N. Y., 


Volkswagen distributorship. 


Cost Vigil, Shop Growth 
Boost Dakotan’s Profit 


DEADWOOD, S. D.—Net profit is 
up substantially this year at Twin 
City Motors, Inc. (Chevrolet-Pon- 
tiac), owned by Robert D. Williams 
for eight years. 

Most of the profit was achieved 
by a general tightening up in ex- 
penses and by expanding the serv- 
ice department, Williams said. 

“Our biggest savings in overhead 
came when we made a thorough an- 
alysis of our advertising expendi- 
tures,” he told Automotive News. 
“We found that almost $11,000 
worth of advertising was not doing 
us as much good as it should, so we 
cut it out. 

“We found that advertising ex- 
penditures snowball unless you're 
on top of them all the time. There 
is a great tendency to take any kind 
of advertising that comes along in 
order to keep our name before the 
public and for fear we may offend 
some potential customers. 

“Another trouble is that too much 
‘giveaway’ business is charged to 
advertising,” he continued. “Even 
we make some mistakes involving 
dollars and merchandise and we 
charge this loss to advertising. We 
were as much surprised as anybody 
when we found we could lop off 
more than $10,000 and still maintain 
our essential advertising.” 

Encouraged with the results of 
the advertising cutback, Williams 
said he started examining other 
departments early this year for 
places to tighten up. 

He said he found that salesmen 
had the habit of taking used cars to 
a service station and filling them 
up when they were to be tried out 
by a prospect. The result was that 
sometimes more than 100 cars on 
the used-car lot had $5 worth of 
gas in each tank when $1 would 
have been sufficient. 

. He corrected this with requisi- 
tions rubber-stamped: “Good for 
only $1 in gasoline, Requisition 
must be attached to charge ticket.” 

Williams estimated this has saved 
as much as $500 in some months, 
and over the year he said it will 
amount to more than $2,000, 

Smaller savings were made by 
cutting down on long-distance 
phone calls when letters would do 
as well. Parts calls now are paid 
for by customers who order the 
faster service. 

Deadwood is on the main tour- 
ist route, with the Homestake 
gold mine nearby, the graves of 
Wild Bill Hickok and Calamity 


Jane in the Resurrection Ceme- 
tery, and it is in the center of the 
Black Hills. This brings in thou- 
sands of Chevrolet and Pontiac 
Owners during the vacation sea- 
son. 

“We placed heavier emphasis on 
our service department,” Williams 
said, “to make sure that people 
were treated courteously and 
friendly and that transactions were 
right. This is a different problem 
when you’re dealing with so many 
strangers, and We were determined 
to exude typical Western friendli- 
ness and not only provide top-notch 
service at normal prices but to pro- 
vide any other courtesies or con- 
veniences that might be needed. 

“The result of this has been that 
each year more and more repeat 
customers come in from the vaca- 
tion group. We’re glad to see them 
and they’re glad to renew acquaint- 
ances with us. 

“They tell us that lots of dealer 
service departments treat them as 
though they would never see them 
again and they don’t, but that we 
treat them as though we were going 
to see them every day,” Williams 
said. 

In several instances, he added, va- 
cationers have located retirement 
homes in the area and have be- 
come both new-car and service cus- 
tomers of Twin City Motors. 

—L. H. Houck 


Auto Products Unit 
Formed by SKF 


PHILADELPHIA. — SKF Indus- 
tries, Inc., has announced the for- 
mation of an Automotive Products 
Division. According to Stuart H. 
Smith, sales vice-president, this di- 
vision will market a complete line 
of ball bearings, tapered roller 
bearings, clutch throwout bearings, 
cylindrical roller bearings, and 
seals for the automotive aftermar- 
ket under the tradename, “Nice.” 

It is the plan of SKF to market 
and merchandise this new line of 
automotive products through lead- 
ing automotive distributors 
throughout the country, Smith said. 

Edward C. McGinley has joined 
SKF as manager of the Automotive 
Products Division. Prior to joining 
SKF’, McGinley was associated with 
Wilkening Mfg. Co., Philadelphia, 
as automotive replacement sales 
manager. 
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particularly if it sells and holdg up 
in service as well as anticipated. 
Newsmen were extremely enthusi- 
astic about it, 

* * * 


What About Trucks? 
e Will the 30,000-mile, two- 
°° year coolant be offered on 
Ford trucks as well as all Ford 
Motor Co. cars? 
A.: It will be only offered on the 


line. (It’s possible also that Olds- 
mobile’s decision was influenced by 
the fact that it was committed to 
the limited production sports car 
that will have the turbo-charged 
aluminum engine—to be introduced 
this winter.) 
* * a 


Knudsen Right? 
e What is Pontiac’s attitude 
°° about the compact engine 
situation, in view of the fact that 
it used a four-cylinder iron engine 
in the Tempest? 

A.: Semon Knudsen, Pontiac gen- 
eral manager, replied, “It looks as 
if we might be right, yet.” 

Q.: What’s the significance of 
American Motors selling its iron 
foundry in Kenosha? 









































Largest Research Center 


Is Dedicated by Koppers 


PITTSBURGH. — Koppers Co., 
Inc., recently dedicated its largest 
research facility at Somervell Park, 
Monroeville, Pa., an investment of 
approximately $8% million, accord- 


A.: Simply that this foundry was| ing to Fred C. Foy, chairman. 

so outmoded that American Motors The new facility, which will be 
could buy its Rambler iron engines| the headquarters of the company’s 
cheaper than it could produce} Research Department, is “one of 
them. It’s entirely possible that} the most advanced in the country,” 
AMC may subsequently find it suf-| said Foy. 

ficiently economical to build a mod- 
ern, automated foundry for engine 
production. 


Q.:;| What is one of the major 
areas of car seat development these 
days? 

A.: It involves development of 
some device that will retain infants 
more safely in the front seat when 
one person is driving. Some auto 
engineers feel they could produce 
a much more safe and efficient car 
seat than is currently on the mar- 
ket. It’s also felt there would be a 
large demand for such a device 
from suburban housewives. 

* * * 


« What is the car companies’ 
e¢ attitude and the public re- 
action to two-ply tires? 

A.: The auto makers are not 
making a big splash over their 
switch to two-ply tires, although 
the executives readily admit the 
switch, if asked. Already, officials 
of two companies have “completely 
forgotten” to mention the two-ply 
casings, though they did give 
prominent mention to the extra- 
large screw now used to hold the 
left front do-flicker. 

To the surprise of the auto 
makers and the tire companies, 
public and press reaction to two- 
ply tires has been most apathetic. 

Q.: Why is the E-Stick (semi- 
automatic transmission) only of- 
fered on the Rambler American? 

A.: Largely because it is most 
compatible with the torque tube 
drive now used on the American. 
Some extra resonances appeared 
when used on the larger Ramblers, 
but it’s expected that this problem 
will be wiped out and the E-Stick 
will appear on other Ramblers, 


Burglars Get $5,000 in Safe 


JACKSON, Mich. — Ogle Bros. 
Chevrolet Co. reported burglars 
made off with the company safe 
containing $5,000 in cash and 
checks. The empty safe was found 
a short distance outside the city. 
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Inflates to 20-30 feet. Use vacuum cleaner 
or gas— fun at football rallies, all ath- 
letic events, parties. Visible for miles as 
adv. for car dealers, gas stations, new 
store openings. Cost U.S. Gov. $20. Gen- 
uine neoprene. While they last $2, plus 
50 cents post. and handling. 5 for $10, 
postpaid. Send check or M.O. to: 


PRESTON’S, 106-A Main St., Greenport, N. Y. 
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cars, but a good deal of work has 
been done on such a coolant for 
trucks and it’s expected that within 
a year the 30,000-mile coolant will 
be set for trucks. However, the en- 
gineers are not completely satisfied 
with the truck performance thus 
far. 


Q.: Why is the freezing point 
of this coolant set at 35 degrees 
below zero, rather than at 30 or 
40 below? ’ 
A.: Because 35 below zero is nor- 

mally the coldest weather experi- 
enced in any U..S. area where 
Fords are sold. Also, when the tem- 
perature drops below 35, it’s touch 
and go whether the engine will 
turn over, Another factor is that 
in areas where it might get colder 
than 35 the motorists generally use 
a special heater to keep their en- 
gines somewhat warm. 

Q.: The new Ford Fairlane is be- 
ing billed as “a new car with an 
old name.” Why didn’t Ford select 
a new name? 

A.: “We didn’t pick a new name 
because there are about three mil- 
lion satisfied Fairlane customers 
in this country and because we 
think the public’s getting pretty 
confused by all the new car names 
appearing,” said Ford Division 
General Manager L. A, Iacocca. 


Firestone 


BEST TODAY, STILL BETTER TOMORROW 
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Plymouth Dealers Elect Officers— 


Shown are directors of the Plymouth Dealers Assn. of the San Francisco region for 
the 1961-62 year. One hundred and thirty-five Plymouth dealers will participate in the 
association. Seated, from left, are Bill Perdue, Sunnyvale; Allan R. Crocket, Fresno; 
W. H. Kough, Chrysler-Plymouth San Francisco regional manager; Leonard Ely, Red- 
wood City; Charles C. Freed, Salt Lake City; Ed Zumwalt, Santa Rosa, association 
vice-president; Tom Bonasera, San Jose, and Roy Fraser of N. W. Ayer & Son, Plym- 
outh ad agency. Standing: William Hamon, Marysville; Phil Frates, San Francisco, sec. 
retary-treasurer; Hal E. Petrich, Vallejo, president; James DiBari, Oakland; Lee Cava. 
naugh jr., Alameda, and Jim Bell, Chrysler-Plymouth regional office. 


PLRSY WONT IEW IDEAS IN TIRES AND 
500 MORE AUTOMOTIVE PRODUCTS! 


Copyright 1961, The Firestone Tire & Rubber Co. 
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Makers Strive to Solve Universal Problem .. . 
re Ee gees aanepiananeeeaenecepeapencaenamamn ane 


Quiet Cars Magnify Brake Noise 


(Continued from Page 25) 


lining has. This slippage on a rivet- 
ed lining partially dampens the vi- 
bration coming from the shoe and 
eliminates most of the noise. 

Moan occurs generally in the rear 
prakes in the last three or four 
revolutions before the wheel stops. 
Rear wheel brake noises are usually 
of a lower frequency because the 
rear brake is tied in with the axle 
housing. ; 

“Pinchout” is a middle-frequency 
noise that occurs in the last little 
pit of rotation just before the wheel 
stops. It’s caused by a high pressure 
area between the lining and the 
drum and sounds like “peep.” 

“Grunt” is usually caused by cer- 
tain lining materials and occurs 
during a hard brake application 
after the brake gets wet. 

ok * ok 
ees brake squeal, a 
Chevrolet engineer said it ordi- 
narily results after a brake lining 
gets baked out due to repeated hard 
use and, to some extent, age. 
Hot, dry weather causes it to 
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Over the years, Firestone’s automotive contributions 


have included the first low-pressure tire, the first 


non-skid tread .. . 


Champion: first tire made in a single-unit mold to 


produce the new and exclusive All-Action tread. 


In addition to tires of every type and size, Firestone 
today supplies to automotive 


than 500 products used in their vehicles. To name 


Just a few: Accu-Ride®™ 


roundest), decorative aluminum trim, brake lining, 


and, this year, the new DeLuxe 


wheels 


occur sooner. This causes the lin- 
ings to develop a variable sticki- 
ness and results in periodic grab- 
bing of the drum. The periodic 
grabbing develops minute depres- 
sions in the drum which cause the 
drum to vibrate when pressure is 
applied to it. 

Other noises may be caused by 
the vibration of the brake shoe, 
backing plate and other parts, but 
these noises also generally come 
out in the open through the brake 
drums. 

Incidentally, the hollows in a 
drum also can produce a noiseless 
chatter in the front brakes and 
suspension when the frequency of 
this hollow-caused vibration equals 
a multiple of the torsional fre- 
quency of the suspension. 

Thus, if a suspension had a tor- 
sional frequency (not a ride fre- 
quency) of 30 cycles a second, there 
would be set up a sympathetic vi- 
bration whenever the drum was 
vibrating at 1,200 or 1,500 cycles per 
cecond, This chatter occurs normal- 
ly only momentarily during high 
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manufacturers more 


and rims (world’s 


safety 


In cars, trucks, 


and always will conform 


you the “‘best today. . 


speed braking as happens during 
fast cornering. 
+ * a 


Causes of Brake Squeal 


A MAJOR cause of brake squeal is 
a slight misalignment between 
the brake shoe and the brake back- 
ing plate. “Out of round” brake 
shoes also produce noisy brakes. 
Still another cause of brake squeal 
is dirt that gets embedded in the 
lining. 

Engineers were questioned 
about solutions to the brake- 
squeal problem. They all said sub- 
stantially this: 

“If you have this noise, there’s 
not a lot you can do about it. The 
only hope is to keep it under con- 
trol. All we can do is to give it a 
few ‘aspirin pills.’ 

“A lot of money and man-hours 
have been spent on this problem. 
Every couple of years somebody 
with a lot of ambition decides to 
start a program to eliminate the 
noisy brakes but these programs 
have always ended in defeat. 

“We never got much out of the 





dash-panel foam padding, 


tractors, trailers 


and 





Brake Tester— 


This dynamometer at the Chevrolet En- 
gineering Center is used to evaluate a 
brake from the noise standpoint, as well 
as for effectiveness, fade, odor and dur- 
ability. 

* * * 
laboratory approach to this prob- 
lem; any little progress was always 
made by some mechanic who ‘cut 
and tries’ many different things.” 

Although few squeals have been 
corrected by different linings, this 


Pa 


battery cases, seat-cover fabrics, seat-cushion foam, 
fan belts, radiator hose, cable wrapping, foot pedals, 
vibration damp- 


eners, engine mounts, tubing, molding and gaskets. 


buses 


Firestone’s wide range of fine products always has 
to the auto industry’s 
highest standards of quality and performance. 

For it’s Firestone’s corporate pledge always to bring 


. stul better tomorrow.’’ 
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is a favorite starting point for those 
trying to lick the problem. The en- 
gineers said that the lining com- 
panies have come up with slightly 
quieter linings in recent years, but 
they’re still a long way from a final 
‘solution. 
* * om 

FAVORITE solution is the use 

of softer lining material, but 
this shortens the life of the lining 
too much, particularly in this era of 
heavy, high-performance cars. 

Said a Chrysler brake expert: 
“You could have a lining with the 
softness of compressed cream 
cheese and after a couple of hard 
applications it would probably 
begin squeaking.” 

The most common method of re- 
ducing the squealing is to install an 
ordinary screen door spring around 
the outside of the brake drum. This 
has a tendency to break up the 
drum’s high-frequency vibrations. 
Although this is only a partial solu- 
tion, it is employed by Chevrolet, 
Chrysler Corp., Oldsmobile and sev- 
eral other makers. 

Almost every car’s brakes have 
one or more holddown springs in- 
side the brake to restrict the lateral 
movement of the parts, to control 
the unwanted friction and to reduce 
the vibrations. 

Sometimes the brake engineers 
try changing the cross-section de- 
sign of the drum, hoping to reduce 
the extent to which the drum be- 
comes egg-shaped under hard usage. 
This can amount to 1/50 of an inch 
— a considerable amount in any- 
thing as precise as an auto brake, 

* + Ed 


Vibrations Eased 


A™ Chrysler Corp. cars now have 
small platforms or projections 
for pulling the brake shoes against, 
thereby reducing some of the sound- 
producing vibrations. 

Noise is likely whenever a brake 
develops a high-pressure point. 
One of these points is a slight 
ridge running down the center of 
the brake shoe, It’s formed by the 
metal plate that holds the shoe. 
To counteract this situation, some 
makers (including Chevrolet a 
few years ago) have sawed a 
groove down the lining’s center. 

Other engineers have tried stiffer 
or heavier brake shoes. 

A GM engineer said: “If you have 
enough weight in a brake you can 
get rid of the squeal. Two to three 
pounds of lead would do the job, 
but this is costly and we don’t feel 
the problem is that bad.” 

Brake squeal is a minor problem 
to most motorists, but it’s a prob- 
lem that demands immediate atten- 
tion from one group of American 
small businessmen — the milkmen 
who are constantly losing custom- 
ers who protect against the 5 a.m. 
squeal of the milkman’s truck at 
their front drives. 





Longer-Wearing Police Tire 


Is Introduced by Goodyear 

AKRON.—A longer-wearing tire, 
patterned after those that endure 
speeds over 140 miles per hour on 
stock-car tracks, has been intro- 
duced for use on police and patrol 
cars. 

Designed by Goodyear Tire & 
Rubber Co., the “Police Special” is 
similar in many respects to the 
Goodyear racing tire which has 
proved itself on stock-car tracks 
at Daytona Beach, Darlington, S. C., 
Atlanta and Charlotte, N. C., the 
company said. 


LUGGAGE RACKS 


FOR ALL STATION WAGONS 
FOREIGN CARS AND COMPACTS 


Se 


MODEL 75 GM SHOWN—44”" 
List $96.50 @ Dealer $57.90 


x 75" 


INSTALLATION or 
DELIVERY 
Anywhere in U. 5S. 
Foreign Car Racks From $11.97 


Send for details on your make. 


CANELL “ 


HUbbard 9-9651 
63 So. State St., Hackensack, N. J. 
JOBBER INQUIRIES INVITED 














FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 255 OF A SERIES 





Falcon Squire, newest idea in compact wagon luxury. One 
of 13 new Falcon models for 1962. 


Galaxie 500, one of two distinguished new series, provides 
every essential feature of far costlier luxury cars. 









Falcon Deluxe Club Wagon, the “family 





Newt 








Falcon”, seats eight with ease; provides room 


for 204 cubic feet of cargo! 












ird dealers 


in big edge in sales appeal 
’62 Ford products 


‘Ford and Ford dealers are industry leaders 
—in the strongest part of the market. There’s 
no one ahead to set the pace for us. What 
remains to be seen is how much better we 


can do.”’ 
LEE A. IACOCCA 


Vice President, Ford Motor Company 
and Ford Division General Manager 


September 29 marks the initial introduction of 
the finest Ford products of all time! Packed 
with appeal for every class of buyer, this new 
generation of cars offers Ford dealers every opportunity to extend their mar- 
ket penetration and build their profits to new heights. 





In Ford for '62 we have the most competitive product lineup in history... 13 
models of the world’s best-selling compact to spur Falcon sales over the million 
mark this year... Fairlane, anew-concept Ford that provides full-sized, fine-car 
quality at a price just above the lowest... a new Galaxie line, which includes 
two new series of top-line luxury cars... 13 great new wagons to increase our 
station wagon leadership ... plus 4 classic editions of the one car considered 
unique in all the world—Thunderbird! 


This appealing choice of models is only one of several reasons why 1962 is a 
year of great potential for Ford dealers and salesmen. Our sharply improved 
market performance reflects a growing public confidence in the quality and 
durability of all our products as well as increasing awareness of our leadership 
in economy and convenience of personal transportation. 


Evidence of this is the great popularity of Ford’s 1961 self-care features. These 
service-free advantages have been greatly expanded for 1962 and now include 
30,000-mile or 2-year coolant anti-freeze, 30,000-mile fuel filter, and 6,000-mile 
oil change Result? Our Ford products for 1962 will normally require only twice- 
a-year maintenance! 


Consider all these advantages—wide range of products, Ford's leadership in 
the development of care-free features—and you'll recognize the challenging 
opportunities that face us in the new model year. 


Let's accept that challenge. Together, we can make 1962 a great Ford year. 


Gord 


MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 
FOR THE AMERICAN ROAD; THE FARM; INDUSTRY; AND THE AGE OF SPACE 


Ford: Falcom;»Galaxie; Thunderbird « Mercury: Comet, Monterey; Lincoln Continental e English Ford Line e 


Ford Trucks e Industrial Engines e Farm and Industrial Tractors and Equipment e Special Military Vehicles e 
Autolite Spark Plugs, Batteries and Ignition Parts e Aeronutronic—Products for the Space Age 
American Road Insurance Company e Ford Motor Credit Company 
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fari 4-dr., $2,050* (ps); Catalina 4-dr,, Y 
$1,765", $1, 700* (ps). : 
’59 Bonneville sport coupe, $1,800* ( ); 4 
conv., $1,725* (ps); Catalina 4-dr, 
Vista, $1,615* (ps); 4-dr., $1,550¢ 
(ps), $1,500* (ps), $1,455* (os)," 1. 


Average Price of Used Cars Sold at Auction 


(0 4 by A N J o Auction po ts.) 415*; conv., $1,430* (ps); 2-dr.) gi. 
300*. 
*57 Chieftain 2-dr, Catalina, $420%, 9. 
dr., $260. 


56 Chieftain (870) 2-dr. Catalina, $2408, 
RAMBLER—’60 Super (6) 4-dr., $1 315, 
*59 Super (6) Cross Country, $1, 050°; 
4-dr., $790* (ps); Deluxe (8) 4-dr,, 
$880, $875*; Cross Country 2-cr., $799’ 
’57 Custom (6) 4-dr., $375. 
MISCELLANEOUS—’61 Chevrolet %-ton 
pickup, $1,125, 2 at $950. 
’60 Ford %-ton pickup, $1,005, $839, 
’56 Ford %-ton pickup, $240. 
’51 Chevrolet %-ton pickup, $140, 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction, Sale every Tuesday. Prices are fo, 
sale of Sept. 12. 


BUICK—’59 LeSabre 2-dr. hardtop, $1,g49s ii 
(ps). 

’58 Special 4-dr. Riviera, $1,100* (ps); 
Super 2-dr. Riviera, $985* (ps). 

’57 RM conv., $720* (ps); Century 2-dr, 
Riviera, $685* (ps); Special 2-dr. Riyi- 
era, $670*. 

"56 Special 2-dr. Riviera, $565* (ps); Ry 
2-dr. Riviera, $475* (ps); convy., $3958 
(ps); Century 2-dr. Riviera, $319 


59° 59°60 60 61 60 61 60 61 760 61 '60 ’61 "60 (61 60°61 PS) 
“e. Dec. Jan. Feb. March April May June Sept. 55 Special 2-dr. Riviera, $415* (pg), 
to Date $350* (ps); 4-dr., $260*; Super 2-dr. 
. 
Prices of 61s added and ’53s dropped in November, 1960. Prices of '60s and '52s dropped in December, 1959. ee ten, (ps); RM 2-dr. Riviera, 


Figures alongside bars represent dollars. @ 1961, by Automotive News ’54 Special 2-dr. Riviera, $260. 
’53 Super 4-dr., $130*. 


CADILLAC—'60' de Ville 2-dr. hardtop, 





*59 Coronet (6) 4-dr., $710* (ps). $900*; 2-dr., $780*, $735*; Custom 300 (ps), $2,325* (ps). $4,280* (ps), $4,240* (ps); 4-dr, 
Prices marked with _ oo. ‘ST Coronet (8) 4-dr.” $500*; 4-dr. hard- (6) 2-dr., $830. '60 (98) 4-dr. Holiday, $2,400* (ps); top, $4,275° (ps), $4125" (ps); ‘- 
indicate a unit equipre an top, $460* (ps). '58 Fairlane 500 (8) 2-dr., $1,135*; (88) station wagon 4-dr., $2,300* (ps), 2-dr. hardtop, $3,895* (ps), $3,179 
automatic transmission or over- | roRD—'61 Thunderbird (8) 2-dr, hard- Country Sedan (8) 4-dr., $810*; Fair- $2,125* (ps); 2-dr., $1,725* (ps); (88) (ps); conv., $3,725* (ps). ’ 
drive, and (ps) indicates power top, $3,200* (ps); Galaxie (8) 4-dr., lane (8). 4-dr., $750", $715"; Fairlane Super 4-dr. Holiday, $2,230* (ps); 2-| °59 Eldorado conv., $3,620* (ps); (00) 
i $2,275" (ps); cony., $2,175*; Ranch (6) 2-dr., $550*; 4-dr., $500. dr. Holiday, $2,225* (ps), $2,195* Special 4-dr. hardtop, $3,565* (ps): 
wane: * Wagon (6) 4-dr., $1,730; Fairlane (6)| ‘57, Fairlane 500 (8) Skyliner, $840°;| | (ps). Ville 4-dr. hardtop, $3,435* (ps); 2dr 
Saati 2-dr., $1,575; Faleon (6) 2-dr., $1,- Fairlane (8) 2-dr., $490*; 4-dr., $395*| 59 (88) 4-dr, Holiday, $1,580* (ps); hardtop, $3,200* (ps); (62) 4-dr. hard: 
VALDOSTA, GA. 455." Farin (8) tear, S400", er ear 58 (08) acar, $1 045* (ps); (88) 4-d . tens Geuie as 
60 Galaxie (8) 4-dr., $1,550* (ps); . -dr., . -dr., $1, ps); ( -dr., "58 (62) Coupe de Ville, $2,235* 

Tom Hewitt Auto Auction. Sale every Galaxie “6) aie. sa sbose we 56 Thunderbird (8) 2-dr, hardtop, $1,- ie 9 1035* (ps). 2-dr. hardtop, $2,115* (ps). a 
Friday. Prices are for sale of Sept. 15. (6) station wagon 4-dr.. $1,525*, $1,- __375* (ps). 57 (88) Super 4-dr., $625 (ps), $500* "57 (60) Special 4-dr. hardtop, $1,860* 
Sold 75 percent of consignment. 370; 4-dr., $1,265*, $1,250, $1,085; 2- 55 Thunderbird (8) 2-dr. hardtop, §1,- efPS); (88) 4-dr., $485*, $470, $375*. (ps), $1,805* (ps); (62) Coupe de 
BUICK—’55 Super 4-dr., $350* (ps); Cen- dr., $1,130, $1,010; Fairlane 500 (8) 165*; Custom (6) 4-dr., $245; Custom 55 (98) 2-dr. Holiday, $140*; (88) 2- Ville, $1,795* (ps); 4-dr. hardtop, $1,- 

tury 2-dr., $130* (ps). 4-dr., $1,415*; Ranch Wagon (8) 4-dr., (8) 2-dr., $180, $100; Fairlane (6) dr., $120*. 600* (ps); 2-dr. hardtop, $1,500* (ps), 

‘54 Super 4-dr., $225*. $1,280: ‘Fairlane (8) 4-dr., $1,275*| ,.47ar., $160°. PLYMOUTH—’60 Valiant (6) 4-dr., $1,- $1,450* (ps), 

OADILLAC—’59 (62) 4-dr., $2,900* (ps), (ps). 54 Crest (8) 4-dr., $220*; Custom (8) 185. "56 (62) Sedan de Ville, $1,290* (ps), 
$2,875* (ps). 59 Galaxie (8) 4-dr, Victoria, $1,375* 4-dr., $180. 59 Suburban (8) Custom 4-dr., $930 $1,150* (ps), $1,100* (ps); Coupe de 
"58 (62) 4-dr., $1,925* (ps). (ps); 4-dr.. $1,335, $1,260*;' Country | LINCOLN—'’54 Capri 2-dr., $125* (ps). se lPS); Savoy (6) 2-dr., $730. Ville, $1,140* (ps), $1,060* (ps); 2-dr, | 
57 (62) 4-dr., $1,190* (ps). Sedan (8) 4-dr., $1,245* (ps), $1,085*; | MERCURY—’59 Montclair 2-dr., $1,335* 58 Belvedere (8) 4-dr., $525* (ps); 4- hardtop, $980* (ps), $835* (ps); 4-dr, | 
’56 (60) Special 4-dr., $900*. Fairlane 500 (8) 4-dr., $1,205* (ps); (ps). yn At. hardtop, $390*. $935* (ps); Eldorado Seville, $1,085* | 
55 (62) 2-dr., $640*. Ranch Wagon (8) 4-dr., $1,180*; Fair- ’57 Monterey 4-dr., $425*. 57 Belvedere (6) 4-dr, hardtop, $485*. (ps). a 
CHEVROLET—’60 Impala (8) 2-dr., $2,- lane (8) 4-dr., $1,140*, $1,070*, $1,- ’56 Monterey 2-dr., $380*. PONTIAC—’61 Bonneville sport coupe, $2,- "55 (62) Coupe de Ville, $1,105* (ps), 

012* (ps). 025*; Fairlane (6) 2-dr., $1,040*%; Cus- | NASH—’56 Statesman (6) 4-dr., $270*. 765* (ps); Tempest (4) 4-dr., $1,725. $810* (ps), $785* (ps). 
59 Bel Air (8) 4-dr., $1,290*%; 2-dr., tom 300 (8) 4-dr., $970, $970* (ps), 'OLDSMOBILE — ’61 (88) 2-dr., $2,500* ’60 Bonneville conv., $2,380* (ps); Sa- (Continued on Page 35, Col. 1) 


$1,290*. 

"58 Bel Air (8) 4-dr., $900*. 

’57 Two-ten (8) 4-dr., $590*. 

’56 Two-ten (8) 2-dr., $375. 

’55 Bel Air (8) 2-dr., $200. 

’53 Bel Air 2-dr., $300*; 4-dr., $300. 

CHRYSLER — ’57 Windsor 4-dr., $1,025* 
(ps); 2-dr., $720*. 

’52 Windsor 4-dr., $100. 

FORD—’61 Galaxie (8) Starliner, $2,300* 
(ps); 4-dr., $1,915*. 

60 Galaxie (8) 2-dr., $2,125* (ps), $1,- 
425*; conv., $1,710*; Falcon (6) 2-dr., 
$1,280; Custom 300 (8) 2-dr., $900*. 

59 Thunderbird (8) conv., $2,135* (ps). 

’58 Thunderbird (8) conv., $1,760* (ps); 
Ranch Wagon (8) 2-dr., $245. 

’57 Fairlane 500 (8) 4-dr., $415*. 

56 Custom (8) 2-dr., $390, 5 

’55 Fairlane (8) 2-dr. Victoria, $460*; 




















seta faen Wawon (@) Sei,rgsis, | |___ALABAMA _|__ MARYLAND |_NEW JERSEY NORTH CAROLINA 
’55 Monterey 4-dr., $390*, $175. BEL AIR—Bel Air Auto Auction. Ti- RALEIGH — Mann’s Auto Auction 
OLDSMOBILE—’61 (88) Super 2-dr., $2,- J oO by N Ss oO N A U T oO tles, checks guaranteed. Cars a Sale. Re 5 Ph 3-1 Titles & 
"58: (88) 4-dr., $750°. ed. Thur., 12 noon. Establish Minutes from New York City checks guaranteed. — 10 A. M. 

PONTIAC --°59 Catalina 4-dr., $1,500* AUCTIONS Rant cee 
38 "Suber  Chlet s*., $1,425, Huntsville, Ala.—Friday i i a J 4 g Sh. Sr ee 

le n 2-dr. a, 
MISCELLANEOUS—56 Ford %-ton pick- 100% Insured—No Registration Fee AKRON—A-1 Auto Auction, U. S. 224, 
up, $320. ne re a Aptco AUTO AUCTION EL 56603, Ties, Chacko say 
tee a. wee ues., urs., 12:30. 
FLINT —— a DETROIT'S 


Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of Sept. 13. Prices 
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Oldest, Largest and Very Best PENNSYLVANIA | 





on ’60s and ’61s are down slightly. Sold 
206 cars from 309 consignments. Colorado Auto Auction Wednesday at Noon 
BUICK—’61 Electra 225 conv., $3,100* 4285 So. Santa Fe, Littleton, Colorado 
' LeSabre 4-dr. hardtop, $2,650* Phone: SU |-782i A g tco EXCLUSIVELY FOR AUTO DEALERS 
"60 LeSabre Estate Wagon 4-dr., $2,- 
$50° (roe Aan $2108" (pe) invicea| SALE EVERY TUESDAY 19241 Dix—Toledo Highway—Route 25 INSURED PICKUP AND 
Wa Ranaees Sees SLATER (pa); 9-r.. hee So Just 2 mile from Detroit City Limits DELIVERY SERVICE 
$1,365*; Electra 4-dr. hardtop, $1,475*. George A. Lamb Norman Early MELVINDALE, MICHIGAN MINIMUM RATES 
758 Special 2-dr., $770*. Owners & Operators HONE: Dilehich 30199 
’57 Special 4-dr., $690* (ps); 2-dr. Rivi- $ inkir 5 i oa 
era, $625*; 4-dr. Riviera, $525*. MILL NACE, General Manager We "Gun auction checks i 
’56 Century 4-dr., $415* (ps). Dealers Only A tae pee wee — 
CADILLAC—’61 (62) conv., $4,450* (ps). val Lane Sale—4 Auction 
"60 (62) conv., $3,560* (ps). Write for FREE Market Reports. u prone eers 





CHEVROLET—’61 Corvette conv., $3,075; AUCTION INSURANCE AGENCY, 





Impala (8) conv., $2,500* (ps), $2,- |§ ———@———____________________ 
240*; sport sedan, $2,280*; Bel Air (8) CONNECTICUT rey he i 
erence, 2. I ae EVERY TUESDAY AT NOON! { 


sport coupe, $2, 105; 2-dr., $1,770; Bel 
Air (6) 4-dr., $1 865; Corvair Monza 

















(6) 4-dr., $2,075; 2-dr., $1,975*, $1,- NEW ENGLAND'S OLDEST ON ROUTE 46 
* ® *. 
wagon 4-dr,, $1,705%; 2dr. ‘$1,505; AND BEST CALDWELL TOWNSHIP, N. J. 
Biscayne (6) 4-dr., $1,925° (ps). ’ | Dealers ate Exchange in our I5th Year of ca Py ww : 
60 Nomad (8) 4-dr., $1,045° (ps); Im- hoarse pra ; CApitol 8-0100 for Reservations 
pala (8) sport coupe, $1,860* (ps), ays ty NAb ah 
ae a a me ~ 
$1,855* (ps), $1,845*; Impala (6) sport Sales every Wed.—11:30 A.M. ery Mat) 1a i Wi Z 
coupe, $1,730*; 2-dr., $1,565*; Brook- aii ‘Mailt Satiah Sie rox] 41 NO ONE is £ 
wood (6) 4-dr., 1,775*, $1,685; Bis- Sout 3 ce 
cayne (4) a re Corvair (6) Warehouse Point, Conn. 3 NEW YORK SMALL BY CHOICE 
4-dr., $1,360*, $1,270*; Corvair 500 ; . 
: (6) 2-dr., $1,250, $1,130. 4 e 600 CARS AUCTION =e poor saa am Senet S be the largest 
F125", $1,420"; conv., $1.37" (psy;|________ FLORIDA _ lel A las mS NEW YORK STATE'S OLDEST Dealers “attending ‘our auction for the | 
sport coupe, $1,300*; Impala (6) sport J Junction of Penna. and-N. J T ke first time learn about our policy of fair | | 
sedan, $1,245*; Parkwood (6) 4-dr., DAYTONA BE. ACH — ‘Florida Auto ane VIN Tey] Pe dae ns TIM ANSPACH INC. ness to buyers and sellers alike. We've 
$1,350, $1,300*; Parkwood (8) 4-dr., uction. City Airport. Tues., 10 Exit 7, N. J. Turnpike « AXminster 8-3400 aake Asaee grown because these ‘first-timers’ be- : 
$1,255* (ps); Bel Air (6) 4-dr., $1,- A.M. Dealer-owned. Dealers only. ; ores . o - “me regular Senate, F 1 ; F 
. i ve lan to attend one of our Friday sales 


and learn, firsthand, why we've become 
the largest auto auction in the world. 


MANHEIM AUTO 


200*, $1,110, $1,080; Bel Air (8) 2-dr., 
$1,035* (ps); Biscayne (6) 2-dr., $1,- 
025, $930; Biscayne (8) 2-dr., $960*, 


Every Monday — I! O'Clock 
{80 car sale average 
All Titles and Checks Guaranteed 





$940. 

"8 Bel Air (8) t-dr., $965¢; 2-dr., $635*: |] Overstocked? Inventory Unbalanced? 
rookwood (6) 4-dr., $945*; Biscayne 
(6) 2-dr., $860; 4-dr., $740; Biscayne . AUCTION, INC. 
(8) 2-dr., $750*, $720*; Delray (6) Top Heavy with Hard-to-Sell Items? Route 72 © Manheim, Pa. 
7 Bei Air « DRY. MONDORE’S 


’57 Bel Air (8) sport sedan, $855*; Two- 
ten (6) station wagon 4-dr., $825*; 
Two-ten (8) sport sedan, $760*; 4-dr., 
$410; One-Fifty (6) 2-dr., $315 

’56 Bel Air (8) sport sedan, $590*; conv., . 
$575*; Bel Air (6) 4-dr., $465*%, $170; Dealer auto auctions listed here hold the answer to your used-car problems. 
Two-ten (8) 2-dr., $225* 

DODGE—’60 Phoenix (8) conv., $1,675* 
(ps); 2-dr. Hardtop, $1,545* (ps); 4- 
dr., $1,475 








Need Some Creampuffs Fast? 


For buying, selling, trading ANY- 
THING automotive, Automotive 


News Want Ads get quick results! 
ES 


Insured Checks and Titles 
EVERY WEDNESDAY at NOON 





Consult this page each week for the nation's top auto auctions. 
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Used-Car Auction Prices 





(Continued from Page 34) 


— F 

“dr, 7 

Ds); 

t-dr, 

550* 

$1,- 

$1,- 

; 2 

40*, 

i: 154 (62) 2-dr. hardtop, $770* (ps), $555* 

dr,” “ (ps); 4-dr., $600* (ps). 

790° 152 (62) Coupe de Ville, $195. 

pa 51 (62) 4-dr., $100*. 

-ton 50 (75) limousine, $475*. 

oe ae yet Soaks (8) sport coupe 
YHE JET—’ 61 Impala > 

. nae. (ps), $2,590" (ps), $2,575* 
(ps) $2,500* (ps); Corvair Monza (6) 
bar, $2,160*, $2,160, $2,150, $2,140, 
$2 100; Corvair 700 (6) station wagon, 
$1,885: 2-dr., $1,795; Biscayne (6) 2- 
ir., $1,740. 

we 60 Impala (8) sport coupe, $2,210* (ps), 

- * : 4-dr., $1,- 
$2,025; conv., $2,010* (ps); ‘dr., y 
600; Bel Air (8) 4-dr., $1,805* (ps), 

wer Fl $1,770" (ps), $1,760* | (ps), $1,730 
(ps); 2-dr., $1,765; Corvair 500 (6) 
4-d#., $1,260, $1,250. 


59 Impala (8) sport coupe, $1,880* (ps), 
oe 840° (ps), $1,500*; sport sedan, $1,- 


560* (ps), $1,605*, $1,510*; Bel Air 
(6) a. $1,270; 2-dr., $1,150; Bis- 
cayne (8) 2-dr., $1,105; Biscayne (6) 
4-dr., $1,030. 


’ Nomad (8) 4-dr., $1,305* (ps); 

v provkwoul (8) 4-dr., $1,190*, $1,125*; 
Impala (8) sport coupe, $1,190* (ps), 
$1,095* (ps); conv., $1,070*, $1,025; 
Bel Air (8) sport coupe, $1,085* (ps); 
4-dr., $1,070*. 

’57 Corvette (8) conv., $1,480; Bel Air 
(8) sport sedan, $950* (ps); 2-dr., 
$825* (ps); 4-dr., $815, $800*; Two-ten 
(8) station wagon, $690* (ps); 2-dr., 
$635"; Two-ten (6) 2-dr., $535; One- 
fifty (8) 4-dr., $525*. 

’56 Two-ten (8) sport coupe, $820*, 
$760*; station wagon 4-dr. (9 pass.), 
$800*, $630*; (6 pass.), $735*, $600*, 
$440*; sport sedan, $575*; Two-ten (6) 

Bel Air (8) 4-dr., 





2-dr., $515, $485; 

$745* (ps); sport coupe, $640*; sport 
8); sedan, $550*; Bel Air (6) 4-dr., $715*; 

One-fifty (6) 2-dr., $395. 
60° ’55 Bel Air (8) sport coupe, $685*, $630* 
de (ps); conv., $575*; 4-dr., $435; Two- 
1,- ten (8) station wagon, $585", $525; 2- 
8), dr., $550, $385*; Delray, $535*; Two- 

ten (6) 2-dr., $275; One-fifty (6) 2-dr., 
8), $385; 4-dr., $360. 


de Gi 154 Bel Air 2-dr., $360*; Two-ten 4-dr., 


. FF $285*; Delray, $260, $215*; One-fifty 
ir, 9 utility sedan, $235. 
85* ’53 Bel Air sport coupe, $300*; Two-ten 


4-dr., $160. 
’52 Deluxe 4-dr., $205*; 2-dr., $150. 
’50 Deluxe 4-dr., $125. 


CHRYSLER—’58 NY 2-dr. hardtop, §$1,- 
435* (ps). 
’57 NY 4-dr., $720* (ps). 
’56 Windsor 4-dr., $550* (ps). 
55 Windsor Town & Country, $550* 
(ps). 


DeSOTO—’59 Firesweep 2-dr. hardtop, $1,- 
560* (ps); Firedome 2-dr. hardtop, $1,- 


535* (ps). 
’57 Adventurer 2-dr, hardtop, $1,065* 
(ps). 
’56 Firedome 2-dr. hardtop, $465* (ps), 
$385* (ps). 
DODGE—’60 Pioneer (8) station wagon, 
$1,985* (ps); Pioneer (6) 4-dr., $1,- 


350; Phoenix (8) 4-dr., $1,615*. 

’57 Coronet (8) 2-dr., $645*; Royal (8) 
4-dr., $360*. 

55 Custom Royal (8) 2-dr. hardtop, 
$360*; Coronet (8) 2-dr. hardtop, 
$345*. 

’54 Royal (8) 4-dr., $175*. 

EDSEL—’58 Villager 4-dr., $750*; Ranger 
2-dr., $685. 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$4,000* (ps), $3,770* (ps), $3,510* 
(ps). 

‘60 Thunderbird (8) 2-dr. hardtop, $2,- 
745* (ps); Ranch Wagon (8) 2-dr., $1,- 
710; Galaxie (8) starliner, $1,700; Fair- 





lane 500 (8) 4-dr., $1,600*, $1,585* 
=a (ps), $1,555* (ps), $1,550* (ps); Fal- 
4, con (6) 4-dr., $1,450*, $1,435; 2-dr., 
$1,360. 
in 59 Thunderbird (8) 2-dr, hardtop, $2,- 
0. 465* (ps), $2,435* (ps); Country Sedan 
(8) 4-dr., $1,630* (ps), $1,570* (ps), 


$1,550* (ps), $1,490* (ps); Galaxie (8) 
2-dr. Victoria, $1,625* (ps); conv., $1,- 
585* (ps); skyliner, $1,575*; 4-dr. 
Victoria, $1,500*; 4-dr., $1,390* (ps); 
Ranch Wagon (8) 4-dr., $1,450* (ps), 
$1,235*; Ranch Wagon (6) 2-dr., $1,- 
270; Custom 300 (8) 4-dr., $1,190; 2- 


sh 
<i ssemabanaalaman Bi cs ntti 


dr., $980*, $975; Fairlane (8) 4-dr., 
$1,150. 
'58 Thunderbird (8) 2-dr. hardtop, $2,- 


180* (ps); Fairlane 500 (8) 2-dr. Vic- 
toria, $1,055* (ps); conv., $985* (ps), 


$900; 2-dr., $765; Country Sedan (8) 
4-dr., $990* (ps); Ranch Wagon (8) 
2-dr., $835*. 

1 ’57 Thunderbird (8) conv., $1,960* (ps); 
DelRio (8) 2-dr., $835* (ps), $660*; 
Fairlane 500 (8) 2-dr. Victoria, $805* 


(ps); conv., $510* (ps); Country Sedan 

(8) 4-dr., $770*, $710; Country Sedan 

(6) 4-dr., $645; Country Squire (8) 4- 

dr., $695* (ps); Custom 300 (8) 2-dr., 

% $615*, $535*, $520*; Custom (6) 4-dr., 
$485; Custom (8) 2-dr., $300. 


—- 


’56 Fairlane (8) 2-dr, Victoria, $660* 
(ps), $570*, $390* (ps); 4-dr., $510*, 
$450, $210*; 2-dr., $470*; conv., $470* 
(ps); Custom (8) 2-dr., $385*; 4-dr., 
$350*; Main (8) 2-dr., $145. 

’55 Fairlane (8) 2-dr. Victoria, $450*, 
$290*; 4-dr., $280*; 2-dr., $200*; Main 
(6) 2-dr., $370; 4-dr., $210; Country 
Sedan (8) 4-dr., $350* (ps); Ranch 
Wagon (6) 2-dr., $240; Country Squire 

t (8) 4-dr., $195*. 

"54 Custom (6) 4-dr., $200; Crest (8) 

conv., $200* (ps); Country Squire (8) 


4-dr., $185* (ps) 

*53 Custom (8) 4-dr., $160; 2-dr., $125*; 
Crest (8) 2-dr. Victoria, $145*. 

*52 Custom (8) 4-dr., $120. 


F : 
} IMPERIAL—’55 Imperial 4-dr., $550* (ps). 


LINCOLN—’'60 Continental Mark V conv., 
$3,785* (ps) 

*59 Continental Mark IV 2-dr. hardtop, 

$2,680* (ps); Premiere 4-dr, hardtop, 
$1,995* (ps) 


"D7 Premiere 4-dr. hardtop, $1,190* (ps). 
"56 Capri 2-dr. hardtop, $620* (ps). 
53 Capri 2-dr. hardtop, $215* (ps) 





4 MERCURY—’60 Comet 4-dr., $1,500*. 
ae a 59 Park Lane 2-dr. hardtop, $1,950* 
(ps); Montclair 2-dr, hardtop, $1,700* 
. (ps), $1,610* (ps). 
*58 Commuter 4-dr., $1,000* (ps); 2-dr., 
2 ' $990* (ps) 
’57 Commuter 4-dr., $750*; Montclair 2- 
! 5 dr. hardtop, $580*; 4-dr. hardtop, $475* 


4 (ps) 
‘ag pee 2-dr., $410*; Monterey 4-dr., 
70*, 











’55 Monterey 2-dr. hardtop, $435*, $400*; 
Montclair 2-dr. hardtop, $430* (ps). 
’54 Monterey 2-dr. hardtop, $180*, $125* 


(ps). 
OLDSMOBILE—’61 F-85 station wagon, 
$2,200. 
60 (88) conv., $2,410* 
day, $2,320* (ps). 
’59 (88) Super Fiesta 4-dr., $2,490*; (88) 
4-dr. Holiday, $1,750* (ps); 4-dr., $1,- 
500*, $1,375* (ps). 
’57 (88) Super 2-dr. Holiday, $895* (ps); 


(ps); 4-dr. Holi- 


(88) 2-dr. Holiday, $870* (ps), $685* 
(ps), $500*. 

’56 (98) 2-dr. Holiday, $760* (ps); (88) 
Super 2-dr. Holiday, $675* (ps); (88) 


4-dr. Holiday, $615*, 

’55 (88) Super 2-dr. Holiday, $470* (ps); 
2-dr. Holiday, $345* (ps). 

"54 (98) 4-dr., $195* (ps). 

’53 (88) Super 2-dr., $180*. 

PLYMOUTH—’61 Savoy (6) 4-dr., $1,795* 
(ps). 

’60 Suburban (8) Custom 4-dr., $1,705*; 
Valiant 200 (6) 4-dr., $1,375. 

’59 Fury (8) 4-dr. hardtop, $1,375* (ps); 
Belvedere (8) 2-dr. hardtop, $1,235*; 
4-dr., $940*; Savoy (6) 2-dr., $860. 

’58 Belvedere (8) conv., $700* (ps). 

’57 Belvedere (8) 2-dr. hardtop, $625*, 
$610*; 2-dr., $560*; 4-dr., $500*; Sub- 


urban (8) Custom 4-dr., $585*; Plaza 
(6) 4-dr., $510*; Savoy (8) 4-dr., 
$395*. 


’56 Suburban (8) Sport 4-dr., $560*. 

’55 Belvedere (8) Suburban 4-dr., $500*; 
2-dr., $200*; Savoy (8) 4-dr., $240*. 
PONTIAC—’61 Bonneville conv., $3,060* 

(ps); Catalina Safari 4-dr., $2,860*; 
Tempest (4) 4-dr., $1,780. 

’60 Bonneville sport coupe, $2,710* (ps); 
Ventura sport coupe, $2,490* (ps), $2,- 


375* (ps); Catalina conv., $2,265* 
(ps); sport coupe, $2,190* (ps). 
’59 Catalina 4-dr., $1,855* (ps); sport 


coupe, $1,770*; conv., $1,775* (ps). 

’58 Star Chief Safari 4-dr., $1,530*. 

’57 Chieftain 4-dr. Catalina, $685*; 2-dr. 
Catalina, $610*. 

’56 Star Chief 2-dr. Catalina, $550* (ps); 
station wagon 2-dr., $505* (ps); 4-dr. 
Catalina, $390* (ps); Chieftain 4-dr. 
Catalina, $455* (ps), $355*, 

’55 Star Chief 2-dr. Catalina, $385* (ps); 
conv., $235*; Chieftain 4-dr., $370*. 

’54 Star Chief 2-dr. Catalina, $155*. 

RAMBLER—’ 60 Custom (6) station wagon, 
$1,555; American (6) 4-dr., $1,050. 

’59 Custom (6) 4-dr., $1,325*; Super (6) 


4-dr., $1,275*; Deluxe (6) 4-dr., $1,- 
060. 

’58 Super (6) 4-dr., $900*; American (6) 
2-dr., $620. 


’57 Super (6) 4-dr., $510*. 

’56 Custom Cross Country, $535*, 

’55 Custom Cross Country, $425. 

STUDEBAKER—’ 60 Hawk (8) 2-dr. hard- 
top, $1,605* (ps). 

’57 Commander (8) station wagon, $435*. 

MISCELLANEOUS—’61 Ford (6) Falcon 
Ranchero, $1,575*. 

’60 Chevrolet (8) El Camino, $1,785; (6) 
%-ton pickup, $1,300; Willys Jeep, $1,- 
600; Ford (8) 1-ton stake, $1,450; (6) 
Falcon Ranchero, $1,400; (8) %-ton 
LWB pickup, $1,230. 

’59 Chevrolet (8) El Camino, $1,505*; 
Ford (6) %-ton LWB pickup, $1,110. 

’58 Ford (6) %-ton pickup, $790. 

’57 Chevrolet (6) %-ton Cameo pickup, 
$1,060*; (6) %-ton panel, $385; Ford 
(8) %-ton pickup, $760, $740*. 

’56 Ford (8) %-ton pickup, $770, $625*, 
$485, $470; (6) %-ton pickup, $460*; 
(6) %-ton pickup, $590; (8) %-ton 
pickup, $585; (6) Courier, $275; Chev- 
rolet (6) Cameo Carrier, $750; (6) %- 


ton pickup, $580; (8) %-ton pickup, 
$535. 

755 GMC (6) %-ton LWB pickup, $520; 
Chevrolet (6) %-ton pickup, $460*; 


Dodge (8) Cab & Chassis, $245. 

’53 Willys station wagon, $295. 

’49 Chevrolet %-ton pickup, $220; Dodge 
¥%4-ton pickup, $185. 

’47 Dodge (6) %-ton pickup, $195, 


ALBANY 


Tim Anspach Dealer’s Auto Auction, Sale 
every Monday. Prices are for sale of Sept. 
11, Car prices today were on the up-side 
for any clean, low mileage car. As usual, 
the rough cars went begging for buyers. 
Sold 76 cars from 93 consignments. 


BUICK—’57 Special Estate Wagon, $700* 
(ps); 2-dr., $500* (ps); RM 2-dr. Rivi- 
era, $565* (ps); Century 4-dr. Riviera, 
$560* (ps). 

’56 Century 2-dr. Riviera, $450* (ps). 

CADILLAC—’60 de Ville 4-dr. hardtop, 
$3,560* (ps). : 

’57 (62) 4-dr. hardtop, $1,600* (ps). 

CHEVROLET—’61 Impala (8) sport coupe, 
$2,300; sport sedan, $2,250*; Bel Air 
(8) 4-dr., $2,150*; Corvair 700 (6) sta- 
tion wagon, $2,000*. 

’59 Impala (8) conv., $1,550*; sport 
coupe, $1,400*; Bel Air (6) 2-dr., $1,- 
200*; 4-dr., $1,100. 





"58 Impala (8) sport coupe, $1,220*; 
Brookwood (6) 4-dr., $1,060; Biscayne 
(6) 2-dr., $900; Biscayne (8) 2-dr., 
$800*. 


"57 Two-ten (8) station wagon, $875*; 2- 
dr., $590; Bel Air (6) sport sedan, 
$735*; Bel Air (8) conv., $700. 

’56 Bel Air (8) conv., $700*; 4-dr., $490*; 
sport coupe, $400; Two-ten (6) station 
wagon 4-dr., $650*, $535; One-fifty (6) 
2-dr., $450, $340. 

"55 Two-ten (8) 4-dr., 2 at 
Air (6) 4-dr., $275* 


$310*; Bel 
; sport coupe, $250* 


Model Breakdown 
Of Auction Averages 





Sept., 1961 Aug., July, 
Model To Date 1961 1961 

BOGE sirisis $2,329 $2,378 $2,366 
BR csvsasessas 1,825 1,797 1,846 
Bs siscas 1,423 1,423 1,457 
1958............ 969 984 958 
is codvsarss 615 641 650 
| RES 426 421 422 
BD ii sssscce 304 320 300 
1954 sd 218 205 212 

Overall _—_—_ 

Average $1,014 $1,021 $1,026 


Sy 








(ps); One-fifty (8) 2-dr., $245. 
DeSOTO—’57 Firesweep 4-dr., $500*. 
DODGE—’57 Coronet (8) 2-dr. hardtop, 

$600*, $530*; 4-dr., $415*, 
FORD—’60 Falcon (6) 4-dr., $1,175*, 

*S? Ranch Wagon (8) 4-dr., $1,200*; 2- 
dr., $700; Custom (8) 4-dr., $1,010*. 

58 Thunderbird (8) conv., $1,825* (ps); 
Fairlane (8) 4-dr., $590*. 

’57 Fairlane 500 (8) conv., $790*; Custom 
(8) 2-dr., $685; Custom 300 (6) 4-dr., 
$425*. 

"56 Main (6) 2-dr., $320*; Fairlane (8) 
4-dr., $280* (ps); conv., $200*, 

’55 Custom (8) 2-dr., $330*; 4-dr., $300*; 
Ranch Wagon (8) 2-dr., $280; Fairlane 
(8) 2-dr, Victoria, $275*. 

’54 Custom (6) 2-dr., $115*, 

LINCOLN—’ 57 Capri 2-dr. hardtop, $800* 

(ps). 

OLDSMOBILE—’57 (88) Super 4-dr., $390* 


(ps). 
PLYMOUTH—'59 Savoy (6) 2-dr., $950, 
$680. 
’58 Belvedere (8) conv., $800*; Suburban 
(6) Custom 4-dr., $650. 

’5T Plaza (8). 4-dr., $390*; Savoy (8) 2- 
dr., $375*; Savoy (6) 4-dr., $325*. 
POSTIAC—’ 60 Catalina 4-dr., $1,725* (ps). 

’57 Star Chief 4-dr, Catalina, $800*. 
’56 Chieftain 4-dr., $350*; 2-dr., $300. 
RAMBLER—’57 Super (6) Cross Country, 
$435*. 
STU DEBAKER—’60 Lark (6) 2-dr., $970. 
’59 Lark (6) 4-dr., $200. 
MISCELLANEOUS — '55 Chevrolet %-ton 
pickup, $345. 
’53 Dodge %-ton pickup, $270. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Sept. 13. 
BUICK—’60 Invicta Estate Wagon 4-dr., 


$2,515* (ps); LeSabre 4-dr., $1,825* 
(ps). 
’59 LeSabre conv., $1,580* (ps). 
’58 Super 4-dr. Riviera, $1,160* (ps); 
Special 4-dr. Riviera, $950* (ps). 
’57 Special 2-dr., $670*. 
CADILLAC—’61 (62) conv., $4,330* (ps). 
"57 (62) Coupe de Ville, $1,600* (ps). 


CHEVROLET—’61 Impala (8) sport sedan, 


$2,375* (ps); 4-dr., $2,330* (ps); 
Parkwood (8) 4-dr., $2,330* (ps). 
’60 Bel Air (6) 4-dr., $1,475*; Biscayne 


(6) 2-dr., $1,375, $1,325; Corvair 700 
(6) 2-dr., $1,290. 

’59 Impala (8) 4-dr., 
sedan, $1,300*; Bel Air (8) 2-dr., 
$1,175*; Biscayne (6) 2-dr., $1,150*; 
Biscayne (8) 2-dr., $1,060*. 

’58 Brookwood (8) 4-dr., $1,100*, $920* 
(ps), $790*; Yeoman (6) 4-dr., $955*; 
Bel Air (8) 2-dr., $860*; Biscayne (8) 
2-dr., $860*; Biscayne (6) 2-dr., $800*. 


$1,410*; sport 


’57 Bel Air (8) 4-dr., $935* (ps); Two- 
ten (6) station wagon 4-dr., $720*; 
2-dr., $605; Two-ten (8) 4-dr., $600*. 

’56 Bel Air (8) 4-dr., $515*; Two-ten 
(6) 4-dr., $475*; 2-dr., $330*, $300*. 

CHRYSLER — '55 Windsor 2-dr., $195* 
(ps). 


DeSOTO—’60 Firedome 4-dr., $1,585* (ps). 
’59 Firesweep 2-dr. hardtop, $1,100* 


(ps). 
DODGE—’60 Dart (6) Seneca 2-dr., $1,- 
250. 

’56 Royal (8) 4-dr., $400*. 

EDSEL—’58 Ranger (8) 4-dr., $470. 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,250* (ps); Galaxie (8) conv., $2,- 
375* (ps); 2-dr., $2,305* (ps); Fair- 
lane 500 (8) 2-dr., $1,700. 

60 Country Sedan (8) 4-dr., $2,000*; 
Galaxie (8) conv., $1,730; 2-dr., $1,- 
655* (ps), $1,560*; 4-dr. Victoria, $1,- 
615* (ps), $1,600* (ps), $1,565* (ps); 
4-dr., $1,575*, $1,540* (ps); Ranch 
Wagon (8) 4-dr., $1,525*; Fairlane (8) 
4-dr., $1,460*; Custom 300 (6) 2-dr., 
$1,230, $1,225. 

’59 Ranch Wagon (8) 4-dr., $1,150, $1,- 


$65; Custom 300 (8) 4-dr., $1,050*; 
2-dr., $990, $950*; Custom 300 (6) 
2-dr., $1,000, $955; Fairlane (8) 2-dr., 
$1,045*. 


’58 Fairlane 500 (8) 2-dr., $900*; Coun- 
try Sedan (8) 4-dr. (9 pass.), $820* 
(ps); Custom 300 (6) 2-dr., $670, 
$520; Custom 300 (8) 2-dr., $625. 

’57 Fairlane (8) 4-dr, Victoria, $630*; 
2-dr. Victoria, $600* (ps); Custom 300 


(8) 2-dr., $520; Custom (6) 4-dr., 
$440. 
"56 Custom (6) 4-dr., $470*; Country 
Sedan (8) 4-dr., $400. 
HUDSON—’57 Hornet (8) 2-dr. hardtop, 
$370* (ps). 
LINCOLN — '60 Premiere 4-dr. hardtop, 
$2,910* (ps); 2-dr., $2,565* (ps). 
MERCURY—’60 Monterey 2-dr. hardtop, 


$1,950* (ps); Comet (6) station wagon 
4-dr., $1,610*. 


’59 Monterey conv., $1,350* (ps); Cus- 
tom 2-dr., $785. 
’58 Turnpike Cruiser 2-dr. hardtop, 
$675*; Monterey 2-dr., $620*, $550*. 
’57 Monterey 2-dr. hardtop, $600* (ps). 
’56 Custom 4-dr., $570*. 
55 Custom 2-dr., $220*. 
OLDSMOBILE — ’60 (88) 2-dr,. Holiday, 
$2,050*. 
"58 (88) 4-dr., $860*. 
’57 (88) 2-dr. Holiday, $615*, 
PLYMOUTH—’60 Belvedere (6) 2-dr., $1,- 
300. 
’59 Savoy (8) 4-dr., $890*. 
58 Savoy (8) 4-dr., $585* (ps), $500*. 
’57 Belvedere (8) 4-dr., $345*. 


’56 Savoy (8) 2-dr., $305*. 
PONTIAC—’61 Bonneville sport coupe, $2,- 


750* (ps); Ventura sport coupe, §$2,- 
425* (ps). 

’59 Catalina conv., $1,580* (ps). 

’58 Star Chief 4-dr., $1,110* (ps); Super 
Chief 4-dr. Catalina, $1,100* (ps); 
Chieftain 4-dr., $920*, $885. 

‘54 Star Chief 2-dr. Catalina, $310* 
(ps). 

RAMBLER—’59 Super (8) Cross Country 
4-dr., $1,275. 
STUDEBAKER—’59 Lark (6) Deluxe sta- 


tion wagon 2-dr., $800. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction. Sale 
every Thursday. Prices are for sale of Sept. 
14. Clean cars again appeared on the scene 
and strong prices followed. Buying selective 
and cautious on average units. Sold 77 per- 
cent. 


BUICK—’60 LeSabre 2-dr., $1,830. 


’59 Invicta 4-dr. hardtop, $1,275* (ps). 

’58 Special conv., $890*. 

’56 Super 2-dr. Riviera, $515* (ps); RM 
4-dr. Riviera, $385* (ps); Special 4- 
dr., $345*. 

’55 Special 2-dr., $285*. 

’54 Special 2-dr. Riviera, $125*. 

*52 Super 4-dr., $125*. 

CADILLAC—'61 (62) conv., $4,475* (ps). 

60 (62) 4-dr. hardtop, $3,760* (ps), $3,- 
660* (ps), $3,325* (ps), $3,100* (ps). 

"59 (62) 4-dr. hardtop, $2,800* (ps). 


(Continued on Page 39, Col. 1) 
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LAND CRUISER’S GOT IT 





HERE’S WHAT IT MEANS TO DEALERS 


High Profits are yours with the Toyota Land Cruiser because its extra 
Horse Power and other advanced features bring Hot Prospects to your 
showroom. Compare the facts of the Land Cruiser with its competitors: 

















LAND CRUISER JEEP SCOUT 
Horsepower 135 72 93 
Engine aiken. isco. iced 
Torque (ft. Ibs.) 217 114 135 
Max. Speed (MPH) 85 75 89 
Curb Weight (Ibs.) 3263 . 2274 3000 
Turning Radius (ft.) 17.0 18.0 21.5 


Land Cruiser has more pluses that help clinch sales: more rugged chassis, 
responsive transmission (6 forward speeds, 2 reverse), heavier clutch, 
more standard equipment, bigger fuel tank, up-to-28 MPG gas economy, 
7 upholstered seats, hardtop and soft top models. Even with all these 
features, which make the Land Cruiser the best vehicle and the best value 
in the 4-wheel drive field, it’s still competitively priced! That’s why the 
Toyota Land Cruiser gives you an easy and profitable sale. 


Intensive Local Advertising: Toyota supports its dealers by supplying free 
showroom materials; magazine advertising and an intensive localized 
newspaper advertising campaign, all paid for by the factory. 


Get High Profits from the Toyota Land Cruiser—the Hot Package of 
the 4-wheel drive field. 


Call or write: 


TOYOTA MOTOR DISTRIBUTORS, INC. 
8701 BEVERLY BLVD., LOS ANGELES 48, CALIF. 


TOYOTA MOTOR DISTRIBUTORS TOYOTA MOTOR DISTRIBUTORS, INC. 
OF NEW JERSEY, INC. World Trade Center, Rm. 205 
231 Johnson Ave. San Francisco, California 
Newark, New Jersey 


TOYOTA /LAND CRUISER 

















Benmatt license frames and name 
plates are constant reminders 
for your sales and service 
customers and prospects. 
Working continuously to build 
traffic for your dealership. 
Use Benmatt dealer identification 
items for increased sales! 


BENMATT 


ORGANIZATION, INC. 


1259 ASHLAND AVENUE, CHICAGO 22, ILLINOIS 
Los Angeles 23, California * Philadelphia 45, Pa. 


FREE Me sae bite) 
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Chemstrand makes only the yarn; America’s finest tire manufacturers do the rest. 
tHE CHEMSTRAND corporation + GENERAL SALES OFFICES: 350 FIFTH AVENUE, NEW YORK 1, N.Y, * DISTRICT SALES OFFICES: 350 Fifth Avenue, New York 1; 334 Overwood Road, Akron, Ohio; 





In spite of the business recession, nylon cord passenger tire sales increased 
by nearly 214 million units during the first half of 1961.* Sales for passenger 
tires made with rayon cord (sometimes called Tyrex) dropped sharply. 
Nylon tires now account for more than half of all replacement tires sold! 
More people are buying nylon, even though nylon cord tires usually cost a 
little more than rayon cord tires. Why? Because they realize that, grade for 
grade, nylon cord tires are stronger and safer. At the heat of turnpike speeds, 


nylon has almost twice the strength of rayon cord. And nylon has twice the 
resistance of rayon to the sharp impact of rocks, chuck holes, bumps, etc., 
that could lead to tire failure. 

But passenger tire sales are only part of the story. Over 60% of all replace- 
ment truck tires sold are nylon cord tires. Practically all off-the-road 
vehicles come equipped with nylon cord tires to handle the rough going. And 
almost all aircraft tires are made with nylon cord. 


Wouldn’t you say the trend is to nylon cord tires? 


a 


a *Manufacturers’ shipments, compared to the same period in 1960. 
“9 West Trade Street, Charlotte, N. C. ¢ Canadian Agency: Fawcett & Co., 34 High Park Blvd., Toronto, Canada * PLANTS: CHEMSTRAND® NYLON—Pensacola, Fla.; ACRILAN® ACRYLIC FIBER— Decatur, Ala. 
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Ford Trucks Accent Economy 


DEARBORN.—A Ford Motor Co. 
executive said that buyers of 1962 
Econoline and Falcon light trucks 
can expect to pocket first-year oper- 
ating savings of nearly $10 million. 

John F. McLean jr., truck mar- 
keting manager of Ford Division, 
based his prediction on a sales 
forecast of 73,000 vans, sedan de- 
liveries and pickups in the Econo- 
line and Falcon series. This com- 
pares to retail deliveries of over 

71,000 units in 1961. 

McLean said that a study of 
Econoline performance by an in- 
dependent research organization re- 
vealed savings of $102 per unit more 
than conventional one-half-ton 
trucks in these areas: Gasoline, $70; 

oil, $13; tires, $16, and license, $3. 

Total yearly maintenance costs 
on the Falcon have been figured at 
$200 less than a standard one-half- 
ton truck. 

“You don’t have to tell the aver- 
age businessman about how infla- 
tion has reduced his profits per 
dollar of investment within the past 
year,” said McLean. “One way he 
is combatting this is by reducing 
overhead. He can’t very well elimi- 
nate his delivery trucks when they 
are so essential to his business, so 
he looks for economy in trucks that 
cost less and are less expensive to 
operate. 

“Our engineers had this in mind 
when they deliberately set out to 
further improve Ford’s already 
proven line of light trucks,” said 
McLean, “and they were success- 
ful. Owners of 1962 Falcon and 
Econoline trucks can expect to 
save nearly $10 million in operat- 
ing costs alone.” 

McLean explained that the con- 
tinued movement of our exploding 
population into vast suburban areas 
has made it necessary for business- 
men to travel greater distances in 
delivering consumer goods. As a 
result, the increase in total truck 
mileage and delivery man-hours re- 
quired is adversely affecting busi- 
ness profits. 

“In our efforts to help business- 
men offset this inflationary-type 
operating expense, we have devel- 
oped what might literally be termed 
a light and medium-duty truck 
‘Business Fleet,’” McLean said. 
“The Ford ‘Business Fleet’ includes 
a complete selection of commercial 
vehicles that are designed to give 
maximum fuel economy and reduce 
required maintenance, while offer- 
ing increased durability and reli- 
ability.” 

In Ford’s 1962 Business Fleet, 
truck buyers may select any of six 

* * * 





Styleside for '62— 


economy-type engines, ranging in 
size and horsepower from a 144- 
cubic-inch, 85-horsepower 6-cylinder 
* a 292-cubic-inch, 170-horsepower 

-8. 

Typical of the truck engineer- 
ing changes that have been in- 
corporated into the Ford Business 
Fleet are those built into the ’62 
Falcon Ranchero and Sedan De- 
livery trucks. 

The 144-cubic-inch engine, stand- 
ard on the Falcon trucks, incorpo- 
rates all of the features that in 
1961 enabled it to record the great- 
est gas mileage ever achieved for 
any six or eight in the 25-year his- 
tory of the Mobilgas Economy Run, 
McLean said. In addition to its 
mileage performance, the engine 
operates on regular fuel for lower 
cost per mile. 

Internal parts of Falcon door 
locks are plated to prevent cor- 
rosion and a special lubricant pre- 
vents freezing. 

A new standard transmission in- 
terlock mechanism prevents drivers 
from “clashing gears,” and in- 
creased use of asphalt deadener and 
other material provides an added 
sound absorption package. 

In addition to the Falcon Ran- 
chero and Sedan Delivery, trucks 
comprising Ford’s ’62 Business 
Fleet include the light duty one- 
half, three-quarter, and one-ton 
pickups, the Econoline van and 
pickup, and the one-half and 
three-quarter-ton four-wheel 
drive. Medium-duty trucks in the 
Ford Business Fleet include the 


ample easy-in, easy-out storage and 
outstanding maintenance economy,” 
he added. 

Drivers of ’62 Ford pickups will 
ride more comfortably and experi- 
ence less fatigue in “driverized” 
cabs, he added. Thick foam-rubber 
seats provide standard pickup cabs 
with built-in comfort. In addition, 
the Ranchero has new standard 
and deluxe upholstery and tri 
combinations. . 

Ford’s ’62 parcel delivery line in- 
cludes four economy leaders ideal 
for “stop and go” deliveries with 
gross vehicle weights from 5,000 to 
15,000 pounds. 

A third body style is offered in 
the light pickup series in 1962. 
In addition to the Styleside body 
with integral cab-and-box con- 
struction that is standard on the 
one-half and three-quarter ton 
series, a separate Styleside pick- 
up body is standard on the one- 
ton pickup and one-half and 
three-quarter ton four-wheel 
drive pickups. 

The Flareside box, with wooden 
floor and running boards, is op- 
tional on all pickup models, and is 
available in 6% and 8-foot lengths. 

For 1962, Ford’s line of more than 
300 heavy and extra-heavy conven- 
tional, tilt-cab and tandem trucks 
incorporates important additions 
and refinements in power train and 
chassis components through ad- 
vanced engineering design, McLean 
said, 

Many of these changes in the 
new models are on the inside, 
where they count with truck oper- 





conventional and tilt-cab series 
with gross vehicle weights rang- 
ing from 15,000 to 21,000 pounds. 

The Econoline maintains its dis- 
tinctive appearance and quality for 
1962, McLean said. “Both van and 
pickup feature a flat, all-stee] floor, 


Cottrell Ford Absorbs 


Ives Buffalo Deal 

BUFFALO.—Merging of the Al 
Ives Ford dealership with the Cot- 
trell Ford dealership interests was 
announced by Edward H. Cottrell. 
Cottrell is president of Squire Ford, 
Lancaster Ford and Cottrell Ford. 

Albert R, Ives will retain a stock 
interest in the new Cottrell venture 
and will continue as general man- 
ager. Edward J. Doerfel, formerly 
assistant manager at Lancaster 
Ford, will serve as general sales 
manager under Ives. 

Ives last spring sold back to Ford 
Motor Co. a dealership he had op- 
erated in Pittsburgh. 






The 1962 one-half-ton Ford Styleside pickup has a one-piece cab-body design for 
greater durability and more cargo-carrying capacity. The 6'%-foot model has over 
65 cubic feet of loadspace, and the 8-foot box has almost 80 cubic feet. Optional 


this year is a Styleside body with separate 


Easy Loading— 


The 1962 Falcon Sedan Delivery boasts 
nearly four feet wide and cargo capacity 


cab and body construction. 





easy loading with the tailgate opening 
with 87 inches of loadspace length (106 


inches with tailgate down). It is powered by the Falcon 144-cubic-inch, 85 horsepower 


economy six. A 170-cubic-inch, 101-horsepower engine is optional. 


ators who buy for economical oper- 
ation, reliability and durability. 

“This is in line with Ford Motor 
Co.’s policy to make heavy truck 
changes only when necessary, to 
avoid obsolescence and provide 
uniformity both in appearance 
and in replacement parts,” said 
McLean. “The 1962 Ford trucks 
are Maintenance Engineered for 
heavy-truck buyers who are inter- 
ested in operating at the lowest 
cost per mile.” 

McLean noted that a heavy truck 
buyer in 1962 can choose an engine 
that is job-engineered for his speci- 
fic requirements from a total of 
14 six- and eight-cylinder power 

plants. 

Included in this lineup are four 
diesels that range from 180 to 220 
horsepower and 10 gasoline engines 
with ratings of from 152 to 266 
horsepower. 

Among gasoline engines are the 
only truck engines in the industry 
warranted for 100,000 miles or 24 
months, McLean said. These V-8s 
of 401, 477, and 534-cubic-inch dis- 
placement are designed for rigs 
having GVWs up to 51,000 pounds 
and tractor-trailer combinations up 
to 76,800 pounds GCW. 

An improved, more efficient 
two-barrel carburetor that is 
relatively easy and inexpensive to 
service replaces the four-barrel 
on the 302 and 332-cubic inch 
gasoline engine, according to Mc- 
Lean, Tests have shown improve- 
ment in gas mileage with virtu- 
ally no power loss in the operat- 
ing range. 

To help keep wiring from short- 
ing out and to reduce possibility of 
fire, the wires on some circuits will 
be insulated with a covering which 
resists melting when subjected to 


the heat produced by an over- . 


loaded circuit. 

Especially designed to accommo- 
date greatly varying loads, new 
variable rate, radius-rod-leaf-type 
springs are standard on the F- and 
B-500 through 750 series, McLean 
said. The system involves two sets 
of leaves with different curvature. 

Effective length of the variable 
rate springs changes according to 
the load. The shorter, flatter lower 
set of springs do not function un- 
less the vehicle is heavily loaded. 
This arrangement gives proper 
springing for good riding and 
handling, whether the vehicle is 
travelling light or loaded, he said. 

McLean pointed out tnat styling 
purposely was not changed on 
Ford’s heavy and extra-heavy 
trucks. “Our cab design is a good 
example,” he said. “It has been 
accepted by our customers in the 
field because of its durability and 
comfort and safety features. We 
couldn’t improve on design in 1962, 
so we left it alone.” 





Ford Galaxie 500 Hardtop— 

















panels.. 
and Galaxie 500 series . . 
year coolant.. 
bearing lubrication . . . 30,000-mile 
fuel filter ... 
change interval . .. quieter ride 
.».» lighted luggage compartment. 


| arte DIVISION has restyled its 


of features designed to enable the 
average owner to buy it and for- 
get it, except for gasoline and a 
recommended checkup every six 
months. 


ed at the factory for 30,000 miles, 
and fuel-filter life also is 30,000 
miles. 


terval has been boosted to 6,000 

miles, and all Galaxies have a radia- 

tor coolant that is said to be good 

for 35 degrees below zero. Ford 

says the change interval on the 

coolant is two years or 30,000 miles. 
* a ok 


troduced last year—30,000-mile ma- 
jor lubrication schedule, self-adjust- 
ing brakes, double-wrapped alumi- 
nized muffler and specially proces- 
sed underbody parts. 


Lee A. Iacocca, “These features 
mean that the average 12,000-mile- 
a-year Galaxie owner will require 
normal maintenance on his vehicle 
only once every six months.” 


ons are the only holdovers from 
last year’s standard-sized, 119- 
inch-wheelbase Ford line. There 


Big Diesel— 


offer extra-strong, lightweight chassis com- 
ponents and short 28-inch bumper to axle 
dimension to permit maximum legal gross 
loads in most “bridge formula" states. A 
bumper to back of cab dimension of 82 
inches facilitates handling longer, bigger 
trailers. 
track front axles from 9,000 to 
pounds and single two-speed 22,000 and 
23,000 pound rear axles. 





? 


In its big-car line for '62, Ford Division offers seven Galaxie and Galaxie 509 


models and five station wagons. The cars have a new grille, redesigned quarter 
panels with no fins and a new deck treatment, The familiar bulls-eye taillights have 
been retained. 





* x * 


Long-Use Items Stressed .. . 


Galaxie in New Garb 


will be two-door and four-door 
sedans under the Galaxie label. A 
pair of sedans, a pair of hardtops 
and a convertible will be desig- 
nated Galaxie 500 models, 
There are five full-sized station 
wagons. All are four-door models— 
the two-door Ranch Wagon has 
been dropped. Wagon selections 
consist of a six-passenger Ranch 
Wagon, six- and nine-passenger 
Country Sedans and six- and nine- 
passenger Country Squires. 


2 tS I i 


What's New: 


New grille and rear quarter 
. no tail fins ,, . Galaxie 
. two- 
. 30,000-mile wheel- 


6,000-mile oil- 


* * * 


Galaxie series for ’62, but the 


big pitch is on freedom from every- ek aie 
day maintenance problems. The 
Galaxies join Falcon 
showrooms Sept. 29. Thunderbird 
will bow Oct. 12, and the all-new 
Fairlane line will appear later. 


HE ’62 models have a new grille, 

redesigned rear quarter panels 
and a new deck treatment. The tail 
fins are gone, but Ford’s familiar 
bulls-eye taillights have been re- 
tained. 

Above the beltline, the Galaxie 
again has the boxy Thunderbird 
roof and rear window, a feature 
that more than one other manufac- 
turer has adopted for ’62. 

Hardtops and sedans are 2093 
inches long, 54.8 inches high and 
719.2 inches wide. Each of the 
three dimensions is a fraction of 
an inch less than last year. 

The passenger compartment has 
been surrounded with new sound- 
deadening material to provide a 
quieter ride. The luggage compart- 
ment is illuminated, and the con- 
vertible has an all-vinyl top which 
is anchored at each roof bow to — 
prevent “ballooning.” ‘" 

Standard engines are the 223- 
cubic-inch six and the 292-cubic- 
inch V-8. The six develops 138 
horsepower, compared with 135 last | 
year. The V-8 is rated at 170 horse- 
power, down from 175 in ’61. 

Also available are the 352-cubic- 
inch, 220-horsepower V-8 and the 
390-cubic-inch Thunderbird engine. 
The T-Bird unit has 300 horsepower 
with four-barrel carburetor and 401 
horsepower with six-barrel carbure- 
tor. 


Florida Dealers 
Meet Oct. 29-31 
‘!In Ft. Lauderdale 


ORLANDO, Fla. — ‘The annual 
convention of the Florida Automo- 
bile Dealers Assn. will be held Oct. a 
29-31 at Galt Ocean Mile Hotel, Ft. | 
Lauderdale, Fla., it is announced by | 
Walter C. Mallory, general] man- 
ager of the association. 

The sessions will kick off with 4 
dinner, followed by an inspirational 
hour conducted by Dr. James Par 
rish and Dr. Karl Steele. 

Thomas F. Abbott jr., president 
of the National Automobile Dealers 
Assn, will speak at a business Ses 
sion the first day of the convention, 
and Warren A. King, Life maga 
zine, will present “The ABC's of 
Automotive Advertising.” & 

Jack Diffin, billed as “Americas 
Newest Salesman’s Salesman,” will 
highlight the Tuesday session. 

Universal Underwriters will serve | 
a chuck wagon breakfast Tuesday 9 
morning. General Motors is present | 
ing Dr. Carl S. Winters, speaker, 
at a luncheon for members and 
their wives on Tuesday. 

A Roaring Twenties party, com § 
pliments of the Associates Discount 
Corp., in which prizes will be 
awarded for the best costumes, will 
take place Tuesday evening. 


in dealer 


The ’62 Galaxie has a number 








Wheel bearings now are lubricat- 








The recommended oil-change in- 












N ADDITION, Ford retains the 
maintenance improvements it in- 












According to General Manager 








The Galaxies and station wag- 

















































Ford H-series tilt-cab diesels for 1962 










Ford diesel models have wide- 
15,000 
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(Continued from Page 35) 


) Special 4-dr., $1,900* (ps). 


or (60) Special 4-dr, hardtop, $1,350* 
(ps): (62) 4-dr. hardtop, $1,150* (ps), 
$1,170* (ps). ¥ 

156 Eldorado conv., $725* (ps); (60) Spe- 
cial 4-dr., $750* (ps), $720 ve, 


(62) Sedan de Ville, $700* (ps); 
rdtop, $700* (ps); conv., $675* fn); 
-dr., 





» de Ville, $650* (ps); 


$560* (ps). : Re k 

'55 (62) Coupe de Ville, $650* (ps); 2- 
dr. hardtop, $455* (ps); (60) Special 
4-dr., $405* (ps). 

152 (62) 4-dr., $185*. 

CHEVY ROLET—’61 Biscayne (6) 2-dr., $1,- 

700 

60 impale (8) sport sedan, $1,935* (ps); 
sport coupe, $1,900. s 

159 Brookwood (8) 4-dr., $1,350*, $1,- 
150 

158 Impala (8) conv., $1,020*; sport 
coupe, $855* (ps); Biscayne (8) 4-dr., 
750. 

it rwr0-tm (8) station wagon 4-dr., 
$875* (ps), $855*; Two-ten (6) 4-dr., 
730* (ps); One-fifty (8) station wag- 
on 2-dr., $575*. 

*56 Bel Air (8) conv., $680*; 4-dr., 


$495*, $430*, $410*; Nomad (8) 2-dr., 
$570* (ps); Two-ten (8) station wagon 
4-dr., $505*%; Two-ten (6) 4-dr., $410. 

155 Bei Air (8) conv., $575* (ps); 2-dr., 
$425*, $385*; Two-ten (6) 2-dr., $340; 
Two-ten (8) 4-dr., $210. 

54 Bel Air 4-dr., $300*; 2-dr. hardtop, 
165. 

es One-fifty station wagon 4-dr., $145. 

152 Deluxe 2-dr., $150*. 

151 Deluxe 2-dr. hardtop, $220. 


‘CHRYSLER—’58 Saratoga 4-dr. hardtop, 


$1,140* (ps); NY 4-dr. hardtop, $1,- 
100* (ps). 

'5B7 NY 4-dr., $750* (ps); 2-dr. hardtop, 
$700* (ps). 


DeSOTO—’58 Firesweep 4-dr., $910* (ps). 
'57 Firesweep 4-dr. hardtop, $600* (ps). 
’56 Firedome 2-dr. hardtop, $475*; Fire- 

flite 4-dr., $475* (ps). 

’55 Firedome 2-dr. hardtop, $375* 

’54 Firedome 4-dr., $355. 

’52 Firedome 2-dr. hardtop, $140* (ps). 

DODGE—’61 Lancer (6) (170) 2-dr., $1,- 

635. 

60 Dart (6) Pioneer 2-dr. hardtop, $1,- 
495*; Dart (6) Pioneer 4-dr., $1,135. 

*58 Coronet (8) 4-dr., $725* (ps). 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 

$3,700* (ps), $3,615* (ps); Country 
Sedan (8) 4-dr., $2,150*; Galaxie (8) 
4-dr., $2,000* (ps); Falcon (6) station 
wagon 2-dr., $1,750; station wagon 4- 
dr., $1,580, $1,550*; 2-dr., $1,660*, $1,- 
450*. 

’60 Fairlane 500 (8) 2-dr., $1,170*; Cus- 
tom 300 (8) 4-dr., $1,130*; Custom 300 
(6) 2-dr., $1,035. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
050* (ps); Galaxie (8) 2-dr., $1,400* 
(ps); 4-dr. Victoria, $1,330* (ps), $1,- 
280* (ps); Custom 300 (6) 2-dr., $820, 
$815. 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
830* (ps), $1,730* (ps); Custom 300 
(6) 2-dr., $1,145; Fairlane (8) 2-dr., 
$855*, $600*; Custom (8) 2-dr., $395. 

’57 Fairlane 500 (8) 2-dr. Victoria, $770* 
(ps), $380* (ps), $365* (ps); 4-dr. 
Victoria, $650* (ps); Country Sedan 
(8) 4-dr., $595*, $540*; Fairlane (8) 
4-dr., $410*; Custom (8) 2-dr., $375. 

’56 Ranch Wagon (8) 2-dr., $365*; Cus- 
tom (8) 2-dr., $330*; 4-dr., $230, 
$205*; Custom (6) 2-dr., $295; Country 
Sedan (8) 4-dr., $315*, $265*, $250*. 

’55 Country Sedan (8) 4-dr., $310* (ps), 
$270* (ps), $270, $220; Custom (8) 4- 
dr., $100*. 

54 Crest (8) 2-dr., $250; Country Sedan 
(8) 4-dr., $180*, $150. 

’53 Crest (8) 2-dr., $135. 

"51 Crest (8) 2-dr., $475*. 

IMPERIAL—’55 Custom 4-dr., $370* (ps). 

LINCOLN—’58 Capri 4-dr. hardtop, $1,- 

295* (ps); Premiere 4-dr. hardtop, $1,- 
150* (ps). 

’56 Premiere 4-dr., 
hardtop, $600* (ps). 

55 Capri 4-dr., $310. 

MERCURY—’61 Comet (6) 2-dr., $1,675. 
*60 Monterey 2-dr. hardtop, $1,595* (ps). 
’*59 Monterey conv., $1,380*; 2-dr., $1,- 

060*. 

*58 Monterey 4-dr. hardtop, $680; $660+ 
(ps); conv., $650* (ps). 

57 Colony Park 4-dr., $620* (ps); Mon- 
terey 4-dr., $550* (ps). 

55 Montclair 2-dr. hardtop, $145*. 

OLDSMOBILE — ’59 (88) 4-dr., $1,375* 


(ps). 


$710* (ps); 2-dr. 


(ps). 

"58 (98) 2-dr. Holiday, $1,180* (ps); 
(88) Super 2-dr. Holiday, $830* (ps); 
(88) 2-dr. Holiday, $785. 

’57 (88) 4-dr. Holiday, $785* (ps); 4-dr., 
$725* (ps), $630*; (88) Super conv., 
$660* (ps), $550* (ps), $525; (98) 
conv., $680* (ps), 

56 (98) 4-dr. Holiday, $520* (ps), $410* 
(ps), $400*, $380* (ps); (88) Super 2- 


dr. Holiday, $460* ( 8S); (88) 2-dr., 
$315*. * 
54 (98) 4-dr., $330* (ps) ; (88) 2-dr. 


Holiday, $210* (ps), $160* (ps). 
ac Clipper 2-dr. hardtop, 
0. 

53 Clipper 4-dr., $170* (ps). 
PLYMOUTH—’ 60 Valiant (6) V-200 station 
: wagon 4-dr., $1,270; 4-dr., $1,150*. 

59 Belvedere (8) 2-dr. hardtop, $1,045* 
(ps); 4-dr., $950*; Belvedere (6) 4-dr., 
$820* (ps); Savoy (6) 4-dr., $880"; 

; Savoy (6) 4-dr., $725. 

58 Savoy (8) 2-dr. hardtop, $665*, $610* 


: (ps); Plaza (6) 4-dr., $570. 
57 Suburban (8) Custom 4-dr., $610* 
(ps); Belvedere (8) 2-dr. hardtop, 


E $565*; Savoy (8) 4-dr., $395*. 

56 Suburban (8) 4-dr., $390*; Belvedere 

. (8) 4-dr. hardtop, $350. 

55 Belvedere (8) 2-dr. hardtop, $255*. 
PONTIAC—’61 Star Chief 4-dr., $2,750* 

(ps); Tempest (4) station wagon 4-dr., 

; $2,090; 4-dr., $1,650*. 

59 Catalina Safari 4-dr., $1,725. 

57 Star Chief 4-dr, Catalina, $710*; 4- 





: dr., $500* (ps). 
156 Chieftain 4-dr. Catalina, $460* (ps). 
55 Star Chief conv., $460*. 


’54 Chieftain 2-dr., $225, $100 
enLER 60 American (6) Super 4-dr., 
120. 


"59 American (6) Super 4-dr., $1,030. 
57 Super (8) 4-dr., $585. 
55 Custom station wagon 4-dr., $360*. 
STUDEBAKER—’60 Lark (6) Deluxe 4-dr., 
$990*- 2-dr., $825. 
MISCELLANEOUS— 60 Ford (6) Ranch- 


ero, $1,045; 1-ton, $610. 
’59 Chevrolet (8) El Camino, 
pickup, $795. 
’55 Chevrolet (6) pickup, $330, $255. 
’54 Ford (6) 1-ton pickup, $310. 


KANSAS CITY 


Kansas City Automobile Auction. Sale 
every Wednesday. Prices are for sale of 
Sept. 13. 


BUICK—’59 Invicta 4-dr. hardtop, $1,677* 
(ps), $1,610* (ps); 2-dr. hardtop, $1,- 
610* (ps); LeSabre 2-dr., $1,505*. 

’58 Century 2-dr. Riviera, $942*, 

’57 Century 4-dr., $752*; Special 2-dr. 
Riviera, $525. 

’56 RM 4-dr. Riviera, $475* (ps). 


CADILLAC—’60 (62) 4-dr. hardtop, 
890* (ps). 

’59 (62) 2-dr. hardtop, $3,100* (ps). 

’58 (62) 2-dr. hardtop, $1,900* (ps). 

’57 (62) 2-dr. hardtop, $1,655* (ps); 4- 
dr. hardtop, $1,525* (ps), $1,465* (ps). 

’56 (62) conv., $895* (ps). 

’54 (62) Coupe de Ville, $600* (ps), 

’53 (60) Special 4-dr., $280* (ps). 

"50 (62) 4-dr., $155*. 

CHEVROLET—’61 Impala (6) sport sedan, 
$2,270* (ps); Biscayne (6) 4-dr., $1,- 
950. 

’60 Impala (8) 4-dr., $1,950*; conv., $1,- 
917*; sport sedan, $1,875*; Bel Air 
‘8) sport sedan, $1,675*; 4-dr., $1,595; 
Biscayne (6) 4-dr., $1,410; 2-dr., $1,- 


$1,320"; 


$3,- 





380*; Corvair 700 (6) 4-dr., $1,255. 
’59 Impala (6) sport coupe, $1,600; Im- 
pala (8) 4-dr., $1,552*, $1,472*; conv., 
$1,420*; sport sedan, $1,225*; Brook- 
wood (8) 4-dr., $1,240; Brookwood (6) 
4-dr., $1,087*; Biscayne (6) 4-dr., $1,- 


085. 
’58 Bel Air (8) 4-dr., $975* (ps), $890*, 
$877*, $850*; Biscayne (8) 2-dr., 


$895". 
’57 Bel Air (8) sport sedan, $1,065* (ps); 
4-dr., $1,025*, $952*; 2-dr., $820°; 


Two-ten (8) 4-dr., $815*; Two-ten (6) 
2-dr., $697; Nomad (6) 2-dr., $800*. 
"56 Bel Air (8) sport coupe, $835*; Two- 

ten (8) 4-dr., $620, $565*. 

’55 Two-ten (8) 2-dr., $507*; 4-dr., $457, 
$385*; Two-ten (6) 4-dr., $475, $200; 
Bel Air (8) 4-dr., $445*; 2-dr., $435*. 

’54 Bel Air 4-dr., $317*; Two-ten station 
wagon, $497; 4-dr., $255. 

’53 Bel Air 2-dr. hardtop, $302; 4-dr., 
$220; 2-dr., $125*; Two-ten 4-dr., 
$225; One-fifty 4-dr., $187*, 

DeSOTO—’ 57 Fireflite 4-dr., $660*. 

’56 Firedome 4-dr., $432*. 

’53 Firedome 4-dr., $120* (ps). 


DODGE—’ 61 Lancer (6) 4-dr., $1,570. 
’57 Coronet (8) 2-dr., $547* (ps). 


FORD—’61 Galaxie (8) 4-dr. Victoria, $2,- 
020*. 

"60 Galaxie (8) conv., 
Victoria, $1,670*. 

"59 Galaxie (8) 4-dr. Victoria, $1,365* 
(ps); Country Sedan (8) 4-dr., $1,250; 
Fairlane (8) 2-dr., $965*; Fairlane (6) 
2-dr., $750. 

"58 Thunderbird (8) 2-dr. hardtop, $1,- 
850* (ps); Custom 300 (8) 2-dr., $602. 

’57 Fairlane 500 (8) 4-dr. Victoria, $735*, 
$705*; 4-dr., $690* (ps); Fairlane 500 
(6) 4-dr., $495*; Custom 300 (8) 2-dr., 
$397*. 

’56 Custom (8) 4-dr., $505*, $492; Coun- 
try Sedan (8) 4-dr., $475*; Fairlane 
(8) 2-dr. Victoria, $450*, $435*; 4-dr., 


$1,720*; 4-dr. 


$445*. 

’55 Fairlane (8) Crown Victoria, $410*; 
2-dr. Victoria, $340*, $255*; Fairlane 
(6) 4-dr., $175; Country Sedan (8) 4- 
=. $340*, $302*; Custom (8) 2-dr., 

60 


$260. 

’54 Custom (8) 2-dr., $397*; Main (6) 
4-dr., $220; 2-dr., $207. 

’53 Country Sedan (8) 4-dr., $197; Cus- 
tom (8) 2-dr., $150, $132*; Crest (8) 
2-dr. Victoria, $145*, 

*52 Country Sedan (6) 4-dr., $175. 


MERCURY — '57 Turnpike Cruiser 2-dr. 
hardtop, $750* (ps); Montclair 2-dr. 
hardtop, $690*. 

’56 Custom 4-dr., $355*. 


OLDSMOBILE—’61 F-85 4-dr., $2,175*. 
*59 (88) 4-dr., $1,795* (ps), $1,550* 


(ps). 

57 (88) 4-dr., $850*%; 2-dr. Holiday, 
$727*; (98) 2-dr. Holiday, $775* (ps). 

’56 (88) 2-dr. Holiday, $312*. 

’55 (88) Super 2-dr., $420*; (88) 2-dr. 
Holiday, $232*. 

’53 (88) Super 2-dr., $225*, 

PLYMOUTH—’61 Savoy (8) 4-dr., $1,520. 

"60 Valiant (6) 4-dr., $1,202. 

’59 Savoy (6) 4-dr., $705. 

58 Belvedere (8) 4-dr., $577*. 

’57 Suburban (8) Custom 4-dr., $665*; 
Deluxe 2-dr., $502; Belvedere (8) 2- 
dr., $525*, 

56 Savoy (6) 4-dr., $325*. 

’55 Savoy (6) 2-dr., $102*. 

a Tempest (4) 4-dr., $1,- 
762. 

’60 Bonneville conv., $2,490*. 

’56 Star Chief 4-dr. Catalina, $390*. 

55 Star Chief station wagon, $500*; 4- 
dr., $315*. 

RAMBLER—’60 Rebel (6) Custom 4-dr., 
$1,230; Super 4-dr., $1,097. 

’59 American (6) station wagon, $850. 

’58 American (6) 2-dr., $660, $550. 

’57 Custom (6) Cross Country, $650*. 

*56 Custom Cross Country, $475*, 


STUDEBAKER—’59 Lark (8) 4-dr., $970*; 
Lark (6) station wagon, $670. 
"57 President (8) 4-dr., $575*, $550*. 
MISCELLANEOUS — '60 Chevrolet %-ton 
pickup, $1,220. 

"58 Chevrolet %-ton pickup, $775. 

56 Ford (6) panel, $192. 

’55 Ford (8) %-ton pickup, $350. 

‘53 Ford %-ton truck, $345. 

’52 Chevrolet %-ton pickup, $300. 

’51 Dodge 1-ton truck, $195. 

*50 Chevrolet i1-ton truck, $285; Ford 
(6) %-ton pickup, $227; Willys station 
wagon, le 

*48 Chevrolet %-ton pickup, $165. 


EBENSBURG, PA. 


Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Sept. 14. 


BUICK—’57 Super 4-dr. Riviera, $700* 
(ps); 2-dr. Riviera, $520* (ps); Cen- 
tury 4-dr., $675*. 

*56 Special 2-dr., $410*. 
’55 Century 2-dr., $360* (ps); Special 
4-dr., $320*; 2-dr., $300*. 

CHEVROLET—’60 Corvair 500 (6) 4-dr., 
$1,100*. 

’59 Bel Air (8) 4-dr., $1,070*; 2-dr., $1,- 
025* (ps); Biscayne (6) 4-dr., $985. 
58 Bel Air (8) 4-dr., $850, $805*; 2-dr., 


$815*; Biscayne (6) 2-dr., $825*, 
$810*. 
"57 Bel Air (8) 4-dr., $780*, $775*, 


$750*; 2-dr., $710*, $500*; Two-ten (8) 
4-dr., $725*. 

56 Bel Air (8) 4-dr., $450*, $430*; 2- 
dr., $430*; Two-ten (8) 2-dr., $445*, 
$385, $380. 

°55 Bel Air (8) 4-dr., $360*; 2-dr., $350*; 
Two-ten (8) station wagon 2-dr., $340; 
Two-ten (6) 2-dr., $300. 

54 Two-ten (6) 2-dr., $285; 4-dr., $225. 

’53 Bel Air station wagon 4-dr., $170. 

DeSOTO—’57 Firesweep 4-dr., $540*; Fire- 


(Continued on Page 40, Col. 2) 


“Helps keep our 54 new 
service stalls and 21 
hoists busy full time” 


“As Montana’s largest automobile dealer, we know how 
important peak efficiency is in running a big and 
busy service shop. So we depend on Pennzoil’s 
Follow-up and ‘Special Service’ cards to keep our 
newly enlarged Service Department humming smoothly. 


**To insure our customers both quality products and 
quality workmanship, we’ve featured Pennzoil oils and 
lubricants since 1937. And the combination of 
Pennzoil products and Pennzoil Customer Control and 
Follow-up Service has been a key factor in the 
expansion of our service business through the years.” 


LEW WILLIAMS, Lew Chevrolet Company, Billings, Montana 


Why don’t you cash in on one or all of 


Pennzoil’s BIG 3 profit plans? Theyarebacked 
by Pennzoil performance. They make more money for you. 


PLAN 1 


Follow-up Promotion 
System brings in 
customers oftener 
for more services. 


You get these advantages when you handle Pennzoil: supreme-quality 
Pennsylvania oils and lubricants; and merchandising that helps brighten 
your whole profit picture—in new- and used-car sales, and in bigger 


service orders. 


Pennzoil performance in your customers’ cars insures the 
satisfaction that makes it possible to capitalize fully 
on the business-getting programs built around it. 


Choose the money-making Pennzoil plans that best 
fit your problems. Write: Pennzoil, Oil City 2, Pa. 


PLAN 2 


Lifetime Lubrication 


to your service 
for life of their cars. 


Program ties customers 


PLAN 3 


Custom-Tailored 
Warranty Program helps 
you sell more cars 
at better prices. 
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Truck Leasing System 


Slates Chicago Parley 

MEMPHIS.—How to do an eco- 
omica] job of relieving truck users 
from worrying about truck pro- 
curement and maintenance will re- 
ceive major attention at the 17th 
annual meeting of the National 
Truck Leasing System, convening 
in Chicago at the Edgewater Beach 
Hotel Oct. 1-5. 


dome 4-dr., $485* (ps). 
56 Firedome conv., $425* 
(ps). 
’55 Firedome 2-dr., $375*. 
DODGE—’58 Coronet (8) 4-dr., $710*. 
’57 Royal (8) 4-dr., $700*. 


(ps), 


Carl Carson, Memphis, will serve 4-dr., $485*. 
as moderator of a panel titled, “The a. Falcon (6) Deluxe 2-dr., 


Truck User’s Viewpoint.” 

Frank Max jr. is president of 
National Truck Leasing System 
and executive head of Truck Rental 
Co., Baltimore. 


"60 Galaxie (8) 4-dr., 
’59 Galaxie (8) 2-dr., 


$1,420*. 
$1,290*; 


2-dr., 2 at $950* (ps). 


2-dr., $780* (ps). 


» 


bumper 
to 
bumper 


That is the New York automotive story—hap- 
pily for the car manufacturer! But New York 
is the only big market where you can reach 2 
million families and not find a single family 
who owns acar... it’s the only market in which 
every other family does without any car... 
the only market in which the top third (in in- 
come) buys three-fourths of the new cars. The 
trick, of course, is to concentrate on that top 
third. That’s what the World-Telegram does. 
It gives you the heaviest concentration of new 
car buyers per dollar in the entire market. 


You’re really in the market when you’re in the 


= World-Telegram 


——— 
NEW YORK’S 
QUALITY EVENING NEWSPAPER 





Scripps-Howard General Advertising Offices: 
230 Park Avenue, New York City *« Chicago + San Francisco 
Detroit » Cincinnati « Philadelphia + Dallas + Los Angeles 





Used-Car Auction Prices 


$355* 


’56 Coronet (6) 2-dr., $500; Coronet (8) 


$1,- 


Custom 
300 (8) 2-dr., $1,050*; Custom 300 (6) 


’58 Fairlane (8) 4-dr., $785*, $700* (ps); 









ADVERTISEMENT 













A CURB-SIDE SHOWROOM — That's what you add to your facilities 
when you install an up-to-date Childers Pre-Engineered Structural Shelter. 
Childers Shelters are a standing invitation to your customers ... a prac- 
tical way to lower maintenance costs and reduce car washing. And experi- 
ence from coast to coast proves they pay for themselves in no time. See 
Page 49 for all the facts. 
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’57 Fairlane (8) 4-dr., $520*; Country 
Sedan (8) 4-dr., $630*; Custom (8) 
4-dr., $580*, $550*, $500*; Custom (6) 
4-dr., $400*. 

’56 Custom (8) 2-dr., $425*, $400*; Fair- 
lane (8) 4-dr., $410*%; 2-dr., $400*: 

’55 Country Sedan (8) 4-dr., $425*; Fair- 
lane (8) conv., $300; 2-dr., $295*, 
$290*. 

OLDSMOBILE—’58 (88) 2-dr., $775*. 

’57 (88) 2-dr., $600*. 

56 (88) 2-dr., $485* $430* 
$410*. 

'55 (88) 2-dr., $310* (ps); 4-dr., $300*. 

’54 (88) 4-dr., $200* (ps). 

PLYMOUTH—’60 Fury (8) 2-dr., $1,385*. 

’58 Plaza (8) 4-dr., $700*. 

’57 Belvedere (8) 2-dr., $600*; 4-dr., 
$5007. 

’56 Suburban (8) Custom 4-dr., $560*. 

’55 Suburban (6) Deluxe 2-dr., $300*; 
Belvedere (8) conv., $260*. 

RAMBLER—’61 American (6) Deluxe 4- 
dr., $1,960*. 

STUDEBAKER—’58 Lark (6) 4-dr., $470*. 

WILLYS—’55 (685) station wagon 4-dr., 









(ps), (ps), 


$335. 
MISCELLANEOUS—’56 Studebaker 1-ton, 
$400. 
’54 Dodge %-ton pickup, $250. 
’52 Ford %-ton pickup, $250. 


SALT LAKE CITY 


Salt Lake Auto Auction. Sale every 
Thursday. Prices are for sale of Sept. 14. 
BUICK—’59 Electra 4-dr. hardtop, $1,730* 

(ps); conv., $1,610* (ps); 4-dr., $1,- 
490. 

’56 Special 2-dr. Riviera, $460* (ps). 

’55 Special 4-dr., $375. 

CADILLAC—’60 (62). 2-dr. hardtop, $3,- 


750* (ps), $3,600* (ps). 
’59 de Ville 4-dr. hardtop, $3,245* (ps), 
$3,120 (ps). 
’5S (62) 2-dr. hardtop, $1,650* (ps). 
’56 (62) Coupe de Ville, $975 (ps). 
CHEVROLET—’61 Impala (8) sport coupe, 


$2,480* (ps), 2 at $2,475* (ps), $2,- 
470* (ps), $2,460* (ps); sport sedan, 
$2,450 (ps); Impala (6) sport coupe, 


2 at $2,390* (ps); Corvair Monza (6) 
2-dr., $2,195*, $2,100*, $1,650*; 4-dr., 
$2,170*, $2,160*; Corvair station wag- 
on 4-dr., $2,000*. 

60 Impala (8) conv., $2,120*; sport se- 
dan, $2,030* (ps); Brookwood (8) 4- 
dr., $1,835*; Bel Air (8) 4-dr., $1,- 
385; Corvair (6) 4-dr., $1,250*. 

’59 Impala (8) sport sedan, $1,470* (ps); 
4-dr., $1,465* (ps); Bel Air (8) 4-dr., 
$1,190*, $1,030; Biscayne (8) 4-dr., 
$850; Biscayne (6) 4-dr., $660, $575. 

’58 Brookwood (8) 4-dr., $1,065* (ps), 
$905. 

’57 Two-ten (8) station wagon 4-dr., 
$755*; 4-dr., $635*; Bel Air (8) 4-dr., 
$585*; 2-dr., $400. 

’55 Bel Air (8) 4-dr., $335*. 

EDSEL—’58 Corsair 4-dr. hardtop, 
(ps). 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,530* (ps); Country Sedan (8) 4-dr., 
$2,530* (ps); Galaxie (8) 2-dr. Vic- 
toria, $2,400* (ps); conv., $2,380* 
(ps); Galaxie (6) 2-dr., $2,000. 

60 Thunderbird (8) 2-dr. hardtop, $2,- 
625* (ps); Country Sedan (8) 4-dr., 
$1,830*; Fairlane (8) 4-dr., $1,380*; 
Fairlane (6) 4-dr., $1,325*; 2-dr., $1.- 
170; Falcon (6) 4-dr., $1,300*, $1,275. 

’59 Thunderbird (8) 2-dr, hardtop, $2,- 
415* (ps); Fairlane 500 (8) 2-dr. Vic- 
toria, $1,310*; Galaxie (8) 4-dr. Vic- 
toria, $1,235* (ps); Ranch Wagon (8) 
4-dr., $1,230*. 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
880* (ps); Fairlane 500 (8) 4-dr., 
$850; Fairlane (8) 2-dr., $790* (ps); 
Custom (6) 2-dr., $410. 

’57 Fairlane (8) 4-dr., $655. 

’56 Country Sedan (8) station wagon 4- 
dr., $565*, $550*. 

’55 Fairlane (8) 4-dr., $355. 


$495* 


LINCOLN—’61 Continental 4-dr., $5,010* 
(ps). 
’58 Continental 4-dr., $2,050* (ps). 


’56 Premiere 4-dr., $625* (ps). 
MERCURY—’55 4-dr., $400* (ps). 
OLDSMOBILE—’60 (88) Super 2-dr. Holi- 

day, $2,515* (ps); (88) 4-dr., $1,665. 

’59 (88) 4-dr., $1,780* (ps). 

’57 (98) 4-dr. Holiday, $735* (ps). 
PLYMOUTH—’60 Fury (8) 2-dr. hardtop, 

$1.780*; Valiant V-200 (6) Suburban 
4-dr., $1,600, $1,550. 

’59 Suburban (8) 4-dr., $1,100. 
PONTIAC—’60 Catalina Safari 4-dr., $2,- 

410* (ps); 4-dr. Vista, $2,405* (ps). 

’59 Bonneville sport coupe, $1,800* (ps); 

Catalina 4-dr. Vista, $1,470*. 

’58 Chieftain 4-dr., $800* (ps). 

RAMBLER—’61 Deluxe (6) station wagon 


4-dr., $1,935. 
’59 Custom (6) station wagon 4-dr., $1,- 
275°. 


’58 Super (6) station wagon 4-dr,, $895. 
STUDEBAKER—’59 Lark (6) 4-dr., $850*. 
’57 Champion (6) 4-dr., $535. 
MISCELLANEOUS—’61 Ford 
(6) %-ton pickup, $1,400. 
"60 Willys (4) station wagon, $1,475; 
Chevrolet El Camino (8) %-ton pick- 
up, $1,325; Ford Falcon (6) %-ton 
pickup, $1,270. 
’59 Chevrolet (6) %-ton LWB, $1,125; 
(8) %-ton pickup, $1,035. 
’58 International (6) van, $1,095; Ford 


Econoline 


(8) 1-ton dual, $1,020; (6) %-ton 
pickup, $860; (8) %4-ton pickup, $800; 
Chevrolet (8) %-ton pickup, $900; 


(6) %-ton pickup, $580. 

’57 Willys Jeep, $800; Chevrolet (8) %- 
ton pickup, $650; Ford (8) Courier 2- 
dr., $380. 

’56 Chevrolet (6) %-ton pickup, $660. 

"55 Ford (8) %-ton pickup, $570; Chev- 
rolet (8) %-ton pickup, $440; (6) %- 
ton stake, $340. 

’53 Willys stake, $430; Chevrolet (6) %- 
ton pickup, $240. 


CHICAGO 


Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Sept, 12, Good 
sale. Short of cars. Sold 273 cars from 
458 consignments. 


BUICK—’60 Electra 4-dr. hardtop, §$2,- 
270* (ps); Invicta 4-dr. hardtop, $2,- 
250* (ps); LeSabre 4-dr, hardtop, 
$2,065* (ps); conv., $1,960*. 

59 Invicta 4-dr. hardtop, $1,775* (ps), 
$1,525* (ps). 
’*58 RM 4-dr. Riviera, $1,175* (ps); 





Super 4-dr. Riviera, $1,025* (ps); Spe- 

















cial 4-dr. Riviera, $875*. 
"57 RM 4-dr. Riviera, $900* (ps), $800* 
(ps); 2-dr. Riviera, $340* (ps); Super 


(ps); Bel Air (8) 4-dr., $1 90%, gy 
495*; Bel Air (6) 2-dr., $1,435; Bis. 


2-dr. Riviera, $615* (ps); Special 4- cayne (8) 4-dr., $1,450*; Biscayne (6 
ar., $300*. 4-dr., $1,400; Corvair 700 (6) 4.0) 
CADILLAC—’61 (62) conv., $4,570* (ps); $1,305, $1,200, $1,190. ‘i 
2-dr, hardtop, $4,225* (ps). "59 Corvette (8) conv., $2,180 Impa 


’60 de Ville 4-dr. hardtop, $3,600* (ps); (8) sport sedan, $1,510*, $1,400* (Ds) 


(62) 2-dr. hardtop, $3,450* (ps). $1,350* (ps), $1,295* (ps); 4-dr., gy! 
’59 (60) Special 4-dr, hardtop, $3,000* 500*; conv., $1,400* (ps) $1,395¢ 
(ps); de Ville 4-dr, hardtop, $2,850* (ps), $1,365* (ps), $1,355* (ps): Bel 
(ps); (62) 2-dr. hardtop, $2,810* (ps), Air (8) 4-dr., $1,350*, $1,235%," gy 
$2,680* (ps), $2,660* (ps); 4-dr. hard- 200* (ps); Biscayne (8) 4-dr., $9950 
top, 2 at $2,800* (ps). $930*. Q 
’58 (62) 4-dr. hardtop, $2,040* (ps); ’58 Bel Air (8) sport sedan, $j 030* 
Sedan de Ville, $1,960* (ps). $1,005*; sport coupe, $930"; = 
"57 (62) 4-dr. hardtop, $1,415* (ps); $900* (ps); Bel Air (6) sport sedan’ 
Coupe de Ville, $1,300* (ps); 2-dr. $800* (ps); 4-dr., $595*; Impala s 
hardtop, $1,250* (ps). sport coupe, $970*; Biscayne (6) Qedp 
’56 Eldorado conv., $1,005* (ps); (60) $955; Biscayne (8) 2-dr., $855*, 7 
Special 4-dr., $930*, $650* (ps). ’57 Bel Air (8) conv., $980* (ps): Sport 
’54 (62) 2-dr. hardtop, $495* (ps). sedan, $930* (ps); 4-dr., $815* (ps); 


CHEVROLET—’61 Corvette (8) conv., $3,- 2-dr., $635; Bel Air (6) sport sedan 


395*; Impala (8) conv., $2,425* (ps), $710*, $660*; conv., $505*; Nomad 
$2,120* (ps); sport sedan, $2,370* (6) 2-dr., $795; Two-ten (6) 2-dr 
(ps), $2,335* (ps), $2,310*, $2,245*, $770; Two-ten (8) 4-dr., $725*; One. 
$2,220*, $2,165* (ps), $2,165*; Brook- fifty (6) 2-dr., $450*. 


wood (8) 4-dr., $2,090; Brookwood (6) *56 Bel Air (8) 4-dr., $700*; station wag. 
4-dr., $2,020* (ps); Bel Air (8) 4-dr., on, $615*; Two-ten (8) sport sedan, 


$2,005*, $1,900*; 2-dr., $1,845*; Bis- et t*. 
cayne (8) 2-dr., $1,465*. 55 Bel Air (8) 4-dr., $400* (ps), 


"60 Impala (8) sport sedan, $2,150* | CHRYSLER — ’58 Windsor 4-dr. hardtop, 
(ps), $2,005* (ps), $1,990* (ps), $1,- $1,050* (ps). 
975*, $1,935*, $1,930* (ps), $1,900* (ps); 


4-dr., $1,800* (ps), $1,690*; conv., (Continued on Page 44, Col. 1) 





Get Top Dollar for Your Trade-in 






Wagons! Recondition them with 


Ctation. Wagon CARGO DECK MATS 
Exactly Like Original Equipment 


Precision die-cut to car manufacturer's specifications. 












TAILORED-TO-FIT Each set contains all components for 


complete replacement of mat panels 


COLOR-KEYED Available in colors and patterns 3 


to compliment interior trim. 



















Made from 
(Armstrong 


conn Comeany 


Vinyl! Automat 
ECONOMICAL 


Low in cost. Pre-cut to save 
costly labor charges. Quickly 
installed by anyone. 


— INDIVIDUALLY BOXED 
—— Complete with Clearly labeled for easy 
Adhesive & Applicator identification. 


THE COMPLETE LINE 


for CAR RECONDITIONING 













































































ATTENTION CHEVROLET 
AND FORD DEALERS 


Save Up to $25.00 from Dealers’ Cost 


FRESH AIR HEATERS 


1961-1962 Fords, Mercurys, 
Falcons and Comets 
1961-1962 Chevrolets 


Exact Custom Controls — Full Factory Warranty 
Easy Installation 
(Maximum time: One hour or less on any model) 


IMMEDIATE DELIVERY 


Brochures Available on Request 
Write or Call COLLECT: 


MORGAN-SMITH AUTOMOTIVE 
PRODUCTS, INC. 


20 South 23rd Street, Philadelphia 3, Pa. 
Locust 8-3070 or Locust 8-2333 






anes 
$1,775* (ps); Nomad (8) 4-dr., $2,150¢ 


’57 NY Town & Country, $705* (pg); 
'§ 


—— ‘ 




















































Feat t@a fe = Sm AF ee Or lh 





















fs 












AUTOMOTIVE NEWS, SEPTEMBER 25, 1961 





Overhead Is Big Problem... 


How to Tell Cost of Selling a Car 


HAT this industry needs is for 
ow all dealers to know their true 
cost of selling a car.” 

That comment or something 
very close to it is often heard in 
the auto industry. In fact, the 
sentence above could have been 
lifted from any one of dozens of 
speeches made at dealer conven- 
tions in the last few years. 

After making the statement, the 
convention speakers usually go on 
to give their ver- 

—————___- Sion of how to fig- 


° ure the cost of 
Managing | selling a car. 
the 


Probably the 
Business 






biggest problem 
in this area is 
that there is no 
way to determine 
what it will cost to sell a car this 
afternoon. All calculations in this 
area are based on accounting rec- 
ords. They will tell what it cost to 
sell a car in the past. 

However, the accounting records 
can be used to make a very good 
estimate of what it is going to cost 
to sell a car in the future. 

The cost of selling a new car con- 
sists of four items—what the dealer 
paid for the car, the direct costs of 
selling a given unit, the overallow- 
ance, if any, on the car taken in 
trade and overhead expense. 

The price for which a dealer sells 
a car should include five items — 
the four mentioned above plus a 
profit. 





* * * 


ETERMINING what a dealer 

has paid for a car is rather 
simple. The big item is the invoice 
price paid to the factory. The 
freight charge for getting the car 
to the dealership should be a part 
of the cost of the car. Any bonuses 
or rebates applied to a given car 
would be deducted from the cost 
of the car. 

Computing the direct costs of 
selling a given unit is a simple 
matter, if the dealership keeps 
adequate records. The dealer 
should be able to total up such 
expenses as the floor-plan cost to 
date on a given unit, the sales- 
man’s commission on a proposed 
deal and the cost of handling a 
given unit since it was received. 

In practice, many dealers have 
found it better to take average fig- 
ures rather than compute these 
totals for each deal. A dealer may 
examine his records and see that 
selling expenses cost him an aver- 
age of $100 per car. It is sometimes 
more efficient to charge $100 per car 
on all cars, figuring that the car 
with above-average selling expenses 
will be offset by the car on which 
the costs fall below average. 

The overallowance question is a 
tricky one. In some ways, it is a 
cost and, in other ways, it is not a 
cost. 

* * * 

cestO a a simple example: A 

car with a list price of $3,000 is 
sold and a car worth $500 at whole- 
sale is taken in trade. The new car 
may be discounted $500 or the trade 
may be valued at $1,000. Either way 
the customer gets the new car for 
$2,000 and his car. 

It is probably best to wash out 
this discount or overallowance as 
soon as possible. The dealership is 
selling the new car for $2,000 plus 
: _— worth $500—it is a $2,500 
eal. 

A dealer would be on solid 
ground if he added his cost of 
buying the car, the selling ex- 
penses on the unit and an allow- 
ance for overhead and then com- 
pared this with the $2,500 total. 
If he shows a profit after meet- 
ing the expenses, the $2,500 deal 
1S @ good one. 

Big troubles can result if that 
$500 overaiiowance isn’t washed out 
of the deal before it goes very far. 





Including the overallowance, the 
tradein is on the books for $1,000. 
If it goes to the used-car depart- 
ment this way, the used-car man- 
ager is in trouble. He is going to 
find it difficult to sell a $500 car 
which has been valued at $1,000 and 
show a profit on the deal. 
* = * 

GETTING back to calculating the 

cost of selling a new car, it is 
the overhead charge which presents 
the most headaches. Every dealer- 
ship has a host of expenses which 
are not chargeable to any particu- 





lar sale but must be charged in 
some way. 

Each car sale should bring in 
something to help pay the heat, 
light and water bills, the taxes, the 
owner’s salary and the like. But 
how much? This is a question 
which the dealer can best answer 
for himself after he has taken a 
look at his own operation. 

There are plenty of theories 
about how this should be done. 
Two plans are in fairly wide use 
—the fixed net loss system and a 
system which calls for breaking 
down expenses by department. 

Under the fixed net loss system, 
the dealer looks back over the fi- 
nancial statements of recent 
months. He finds out what his aver- 
age monthly overhead is and how 
much gross profit he makes in the 
parts and service departments in an 
average month. 

* a + 

.. HIS average overhead is $10,000 

and his average parts and serv- 
ice gross is $9,000, he has a fixed 
net loss of $1,000 per month. This 
amount of gross gives him 90 per- 
cent service absorption (a good 
showing) and he has $1,000 in un- 
absorbed overhead which he must 
cover. 

If the dealer plans to sell 10 cars 
a month, he charges $100 per car 





Burroughs Offers 
Punched Card 


Computer System 


DETROIT.—Burroughs Corp, an- 
nounces a new family of solid-state 
computer systems to meet the auto- 
motive industry’s high-volume data 
processing requirements. 

In announcing the company’s 
entry into the punched card elec- 
tronic computer business, President 
Ray R. Eppert, said “this puts Bur- 
roughs squarely into competition 
for the largest single bloc of the 
billion-dollar-a-year market for au- 
tomatic business data processing 
equipment.” 

Parts inventory, pre-production, 
materials handling, specifications, 
sales and statistical analyses are a 
few of the automotive applications 
for which the computer systems 
are suited, he said. 

Along with the new computer 
systems, Eppert said the company’s 
program includes an expanded cus- 
tomer training program, a sizable 
increase in the firm’s data proc- 
essing sales and technical support 
force, and a manufacturing pro- 
gram that will utilize resources of 
four plants in Detroit and Pasa- 
dena, Calif. 

The basic punched card system 
in the new Burroughs B200 series— 
called the B260—was described by 
Eppert as a “workhorse computer” 
which will increase productivity 
significantly in medium to large- 
scale punched card applications. 

A complete punched card elec- 
tronic computer system will sell for 
$183,650 and rent for $3,750 month- 


|ly. Sales prices of magnetic tape 


systems will range from $252,180 to 
$384,780, with monthly lease rates 
extending from $5,235 to $8,435. 

First deliveries of 5200 systems 
will be made in the fall of 1962, 
Eppert said. 


VOLKSWAGEN. 





New Home for Schmelz Bros.— 


and he covers his fixed net loss or 
unabsorbed overhead. Thus, his cost 
of selling a car is what he paid for 
the car, plus the selling expenses 
on the car, plus $100, if any over- 
allowance is washed out. 

This system is being used with 
many variations. It has some 
drawbacks, like any system. 

Some charge that it makes it look 
like the parts and service depart- 
ments aren’t making any money for 
the dealer. In addition, in times of 
slow sales, it is better to have a deal 
which carries $95 toward the over- 
head than to hold out for $100 and 
end up with nothing toward the 
overhead. 

of * + 

MA dealers also consider fi- 

nance income when setting the 
prices for which they will sell cars. 
Say a dealer finds that he averages 
$25 in finance income for each car 
on which he controls the financing. 
He can take a deal for $25 below 
par if he gets the financing and 
still show the same profit on the 
deal. 

In the other system which is used 
widely, the dealer allots so much 
of each expense item to each de- 
partment. If the light bill is $100 a 
month, $25 a month may be charged 
to the new-car department. 

The new-car department’s share 
of each of the expenses are to- 
talled and the total is the new- 
car department’s overhead. The 
total is divided by the number of 
cars which the dealership expects 
to sell in the month and the re- 
sult is the overhead that should 
be recovered in each sale. 

The biggest drawback in this sys- 
tem is calculating some method for 
allocating the expenses by depart- 
ment. This calls for very shrewd 
decisions and this month’s shrewd 
decisions may be foolish next 
month. Also, there are always some 
expenses that nobody knows how 
to allocate. 
* * * 
— SUM up, a dealer has no way 
of knowing what it is going to 
cost him to sell a car. He should be 
able to tell what the car cost him, 
what his selling expenses are and 
what the overallowance is, even if 
he keeps only a minimum of rec- 
ords. 

He must charge something for 
overhead. His records of past 
business, his forecast of future 
business and his business judg- 
ment must be combined to work 
out some reasonable charge for 
overhead. This is a place where 
the individua] dealer’s judgment 
is better than the application of 
any system. 

Cars aren’t sold in a vacuum. 
Each dealer must sell cars at the 
market in his area or he won't sell 
many. The dealer who finds that 
his overhead charge puts his sell- 
ing prices well above the market 
has to bring his prices down by cut- 
ting overhead. 


Cutbirth Sells Ford Deal 


WICKENBURG, Ariz. — Frontier 
Motors, Inc. (Ford-Mercury), has 
been sold by Dan Cutbirth to a 
new corporation of which John 
Seaborn is president and Howard 
Nesbitt, P.enix, is principal stock- 
holder. Nesbitt earlier sold the 
dealership to Cutbirth. 


Schmelz Bros., Inc. (Volkswagen), has opened this new showroom and service build- 
ing at 2100 West 78th St. in the Minneapolis suburb of Richfield. The dealership con- 
tains 14,700 square feet of floor space on a 2.3-acre site. Schmelz Bros. is the second 


Volkswagen dealership for the Minneapolis area. 





a 
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Rootes Briefs Travel Agents— 





Rootes Motors representatives hold a briefing session for travel agents in Wash- 
ington. At end of table, from left, Morris Gunn, Rootes regional sales manager; Sidney 
Friedman, Rootes overseas sales manager, and Gen. John Fowler, Fowler Motors, Ltd., 
Arlington, Va. Following meeting at which details of overseas delivery plans were 


explained to the agents, Rootes personnel 


showed off the company’s cars. 





DAF Cuts Prices .. . 





Import-Car News Notes 


STAMFORD, Conn.—DAF of 
Holland, Inc., has announced price 
reductions of $245 and $320 on the 
two sedans it distributes in the 
United States. 

The 600 Series standard two-door 
sedan now carries an East Coast 
port-of-entry price of $1,150. It 
formerly was $1,395. The deluxe 
model is $1,225. It formerly was 
$1,545. Both units are equipped 
with Variomatic automatic trans- 
mission. 

DAF is displaying three new 
models at the Frankfurt Interna- 
tional Automobile Show, which 
opened last week in the West Ger- 
man city. They have a larger en- 
gine and are designated the 750 
Standard, the 750 Deluxe and the 
DAF fodil. 

Jan Soeten, DAF of Holland 
president, said the new models will 


Canada Probes 
Service-Station 


Product Pressure 


OTTAWA.— The Restrictive 
Trade Practices Commission has 
begun a public inquiry on whether 
oil companies prevent their service 
stations from selling competitive 
products from other suppliers. 

“Clear grounds for public con- 
cern” was the appraisal of an ear- 
lier report by the combines investi- 
gation branch of the justice depart- 
ment. 

Two specific practices provided 
the main concern for that report. 

One is called “full-line forcing.” 
It means that a service station 
agreeing to sell a certain brand of 
gasoline must also handle a full 
line of the other goods sold by the 
gas distributor. 

The other is called “directed 
buying.” Here, the distributor di- 
rects the service station to take 
certain products—items like tires, 
batteries, grease, antifreeze and 
auto accessories — from another 
specified supplier. 

The preliminary report said gas- 
oline companies are using market 
power, based on the dealer system 
of service station sales, to enforce 
dealer acceptance of secondary 
products. It commented: 

“Service station networks are, in 
substantial measure, fenced in 
markets.” 

Items like lubricating oil appear- 
ed to be more closely controlled 
than auto accessories, the commis- 
sion said. 


U.S. Orders 101 
Studebaker Trucks 


SOUTH BEND. — Studebaker- 
Packard announces receiving a 
Federal government contract to 
supply 101 light commercial] trucks 
to the General Services Adminis- 
tration. 

The $160,000 contract is the first 
for 1962 Studebaker trucks receiv- 
ed from the Federal government. 
Production and delivery of the ve- 
hicles will begin in the near future, 
an S-P spokesman said. 









be offered in the U. S., but the in- 
troduction date depends upon the 
availability of cars in quantity for 
the export market. 

* * * 


Renault 


THE first authorized Renault 
service center in the United 
States has been set up in New Or- 
leans by Renault Southwest, Inc., 
8300 Sovereign Row, Dallas, dis- 
tributor. 

Being without a dealer in New 
Orleans, Renault has given the 
service and parts franchise to O. E. 
Haring, 120 N. Claiborne Ave., who 
is also one of the few Chrysler 
products service centers in the 
U.S. 


* * * 


Volkswagen 


A™ Volkswagen dealers in Mis- 
sissippi have formed an associ- 
ation and Joe B. Glass, Greenville, 
has been elected chairman. 


Other officers are R. G. Stead- 
man, Hattiesburg, vice-chairman, 
and Herman Dahlke, Columbus, 
secretary-treasurer. The group is 
said to be the first state association 
of VW dealers. 





Saab Prepares 
Booklet for 
U.S. Owners 


NEW YORK.—Saab Motors, Inc., 
has prepared a booklet, Knowing 
Your Saab, as a supplement to the 
factory owner’s manual. 

When the buyer sends in his 
warranty registration card, he re- 
ceives the booklet along with a let- 
ter of welcome from Ralph T. Mil- 
let, president of the American 
company, and a Saab lapel pin. 

The booklet describes the car and 
gives tips on operating and main- 
taining a Saab. 









Haydon Cited— 


Sid Haydon, Inc. (Chrysler-Plymouth), 
Little Rock, has been honored by Chrysler 
Corp. and presented with a plaque for set- 
ting and maintaining high used-car mer- 
chandising and sales standards during the 
year. From left are J. M. Osborn, Chrysier- 
Plymouth regional used-car manager; A. R. 
Williford, Haydon used-car manager, and 
Sid Haydon, dealer. 
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In addition to the DOWGARD Coolant installed for service customers, Mr. Christensen says, about half of 
the new cars sold by Park Main Motors this year were equipped with DOWGARD at the customers’ request. 


Clarence Christensen (right) parts manager of Park Main Motors checks out another order of Park Main Motors service personnel say that ‘‘DOWGARD Coolant has 
DOWGARD to the dealership’s service manager. Christensen, a veteran in the automotive business, put a stop to complaints about all sorts of cooling system troubles.” 
regards DOWGARD Coolant as ‘‘one of the major advancements in the automotive industry 
because it provides year 'round cooling system protection never before available at any price.’’ 





“DOWGARD has outsold antifreeze / to 1 
in the 9 months we've had it!” 


Park Ridge (I/l.) dealer says DowGARD Coolant provides 
protection never available before; reports “clear profit" of “400 


and 276 quarts of DOWGARD compared to only 
60 gallons and 55 quarts of antifreeze.” 


*“DowGARD® Full-Fill® Coolant has not only added mate- 
rially to our stature and reputation as a dealer .. . but 
has earned us a clear profit of $400 in sales alone in the 
nine months we’ve handled it.”’ 


Mr. Christensen says, “Customers of Park Main 
Motors have nothing 
but praise for DOwGARD 
Coolant. Typical com- 
mentsare: ‘First [noticed 
that my car runs better 
in winter with DowGARD,’ 
‘My car warms up faster 
—the heater works in 
three blocks of driving, 
not six,’ and ‘I’ve no- 
ticed my car runs better 
in warm weather, too.’” 


You'll profit in hard cash 
and customer satis- 
faction when you stock 
and sell the modern en- 
gine coolant for modern cars—DowGARD! The five 
reasons listed below show why! 





— 


That’s the comment of Clarence Christensen, parts 
manager of Park Main Motors, Inc., of Park Ridge, Ill. 
And he adds: ‘“‘Since August 31, 1960, when we made 
our first DowGARD Coolant sale, we’ve sold 464 gallons 





DowGARD has advantages antifreeze just can’t offer! 





YEAR 'ROUND 


FLUID 


$2.25 PER GALLON 


SUGGESTED RETAIL PRICE 


: COOLING SYSTEM 


1 Prevents rust in new cars, stops rust in older 
cars. Engine runs a bit warmer for greater 
engine efficiency. These features mean less 
engine wear and tear, gas and oil savings, 
longer engine life. 


2 More customer satisfaction. Owners every- 
where report less leakage, because DOWGARD 
operates at lower pressure in the system. 


3 Dow guarantees for two full years to repair 
any damage to the engine or cooling system, 
caused by freezing of the coolant, in any 
vehicle anywhere in the continental United 





States in which DowGarpD Coolant has been 
properly installed. 


4 Guaranteed* two years, and costs less per 
year than antifreeze, even with nominal 
installation charges! 
5 More profitable because: 

Sold through service dealers. 

Higher profit margin. 


Proper installation sells more cooling 
system parts. 


Sell it all year ’round. 


*Unconditionally guaranteed by Dow against loss of coolant for 24 months or 24,000 miles, when properly installed by a service dealer in 1958 and newer cars and 
inspected every six months. Loss in first 6 months (or 6,000 miles) replacement is free; 6 to 18 months (6,000 to 18,000 miles)—costs customer 50% of retail 
price; 18 to 24 months (18,000 to 24,000 miles)—costs customer 75% of retail price. Reimbursement to dealer is handled by the jobber for DowGarpD Products. 





| DOWGAR J: 2ow cremicat company <i> 
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Used Import Car Prices 





Al 
Hillman—’59 Husky station wagon, $435. 
Simca—’58 Grand Large 2-dr., $325, 
Bordentown, N. J. 


Fiat—’58 4-dr., $325. 
Hillman—’58 Minx 4-dr., $460. 


Used-Car Auctions 





(Continued from Page 40) 
Windsor 2-dr. hardtop, $570*. 


"565 NY 2-dr, hardtop, $325* (ps). 
DeSOTO—’59 Fireflite 4-dr. hardtop, $1,- 
200* (ps). 
‘58 Fireflite 4-dr. hardtop, $1,010* (ps), 
$870* (ps); Firedome 4-dr., $640* 
(ps); Firesweep 2-dr, hardtop, $345* 


(ps). 
’57 Fireflite 4-dr. hardtop, $665*. 
DODGE—’60 Pioneer (8) station wagon, 
$1,530* (ps). 

59 Coronet (8) conv., $1,145* (ps); 2- 
dr. hardtop, $1,030* (ps); Coronet (6) 
2-dr. hardtop, $985*. 

’57 Sierra (8) 4-dr., $400*; Coronet (6) 
4-dr., $345*. 

FORD — '61 Galaxie (8) 4-dr, 
$2,185* (ps). 

60 Thunderbird (8) 2-dr, hardtop, $2,- 
470* (ps), $2,450* (ps); Galaxie (8) 
4-dr. Victoria, $1,540* (ps); Starliner, 
$1,500* (ps); 4-dr., $1,445* (ps); Fal- 
con (6) 4-dr., $1,380*, $1,240*; Fair- 
lane 500 (8) 4-dr., $1,360*, $1,300, 
$1,240*. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
300* (ps), $2,270* (ps), $2,150* (ps), 
$2,140* (ps), $1,890* (ps), $1,850*; 
Galaxie (8) 4-dr, Victoria, $1,460* 
(ps), $1,290*; conv., $1,350* (ps); 
Skyliner, $1,010* (ps); Ranch Wagon 
(8) 2-dr., $960*; Custom 300 (8) 2-dr., 
$895. 

’5S Thunderbird (8) 2-dr, hardtop, $1,- 
425* (ps); Country Squire (8) 4-dr., 
$865* (ps); Country Sedan (8) 4-dr., 
$805*; Fairlane 500 (8) 2-dr., $685* 
(ps); Fairlane 500 (6) conv., $590* 
(ps); 2-dr. Victoria, $570*; Fairlane 
(8) 2-dr., $640*. 

°57 Ranch Wagon (8) 2-dr., $675*; 
Fairlane 500 (8) 4-dr. Victoria, $650*; 
Skyliner, $385* (ps); Country Sedan 
(6) 4-dr., $610* (ps), $530*; Custom 
300 (8) 2-dr., $505*; Custom 300 (6) 
4-dr., $310; Fairlane (8) 4-dr., $500*; 
2-dr. Victoria, $490*, $300* (ps). 

IMPERIAL—’60 Crown 4-dr. hardtop, $2,- 
870* (ps), $2,805* (ps). 
°57 LeBaron 4-dr. hardtop, $1,305* (ps). 
*56 Imperial 4-dr., $570*. 
LINCOLN—’59 Continental Mark IV 4-dr. 
hardtop, $2,460* (ps). 
*58 Continental Mark III conv., $1,790* 


Victoria, 


(ps). 
MERCURY—’61 Comet 2-dr., $1,545. 

’60 Comet 2-dr., $1,200. 

’59 Monterey 2-dr. hardtop, $1,090*; 4- 
dr., $900. 

’58 Monterey 4-dr., $540*. 

*57 Monterey 4-dr, hardtop, $585*; 4-dr., 
$385*; 2-dr. hardtop, $345*%, $325* 


(ps). 
OLDSMOBILE — ’'61 (88) 4-dr., $2,500* 


(ps). 

60 (88) Super 4-dr. Holiday, $2,200* 
(ps); (88) 4-dr., $2,010* (ps). 

*59 (88) Super Fiesta 4-dr., $2,050* (ps); 
(98) conv., $1,870* (ps); 4-dr., $1,- 
750* (ps); (88) 4-dr., $1,360* (ps). 

58 (88) Super Fiesta 4-dr., $1,300* 
(ps); 4-dr., $1,150* (ps); (88) 4-dr. 
Holiday, $1,285* (ps); 4-dr., $955* 
(ps); 2-dr. Holiday, $815* (ps). 

°57 (88) Super 4-dr. Holiday, $790* (ps), 
$780* (ps); (98) 4-dr. Holiday, $775* 
(ps); 4-dr., $525*. 

’56 (88) 4-dr., $525* (ps), $500*, $350*; 
2-dr. Holiday, $325* (ps). 

PLYMOUTH—’59 Fury (8) 4-dr. hardtop, 
$1,270* (ps); 4-dr., $1,025* (ps); Sa- 
voy (8) 4-dr., $830*; Belvedere (6) 
2-dr., $755*. 

°58 Suburban (8) Custom 4-dr, (9 pass.), 
$700*; Belvedere (8) 2-dr. hardtop, 
$675*; Savoy (8) 2-dr., $505. 

'57 Savoy (8) 4-dr. hardtop, $600*; 4- 
dr., $520* (ps); Belvedere (6) 4-dr., 
$340*. 

’56 Belvedere (8) 4-dr. hardtop, $400* 
(ps); Savoy (8) 4-dr., $310*. 

PONTIAC — ’61 Bonneville conv., $2,800* 
(ps); Catalina conv., $2,575* (ps); 4- 

dr., $2,300*. 


60 Bonneville conv., $2,450* (ps); 4-dr, 


Vista, $2,355* (ps); Star Chief 4-dr., 
$2,350* (ps), $2,015* (ps); Catalina 
4-dr. Vista, $2,225* (ps); 4-dr., $2,- 
125* (ps). 

59 Catalina 4-dr., $1,440*; Bonneville 
sport coupe, $1,230*. 


58 Bonneville sport coupe, $1,300* (ps); 
conv., $1,130* (ps), $870* (ps); Chief- 
tain Safari 4-dr., $885* (ps); Super 
Chief 4-dr. Catalina, $885*. 

’57 Chieftain 2-dr., $450*, $440* (ps). 

RAMBLER—’61 Ambassador (8) Super 4- 
dr., $1,770* (ps). 

*58 Ambassador (8) Custom 4-dr., $1,- 
010*; Deluxe (6) station wagon, $590*. 

’57 Custom (8) Cross Country, $730*; 
Custom (6) 4-dr., $500*. 

MISCELLANEOUS—’59 Ford pickup, $905. 

’56 Dodge pickup, $390. 

* * ¥ 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday (Sept. 13). Clean cars 
remain scarce as salable merchandise 
brought strong prices across the board. 
Sold 79 percent of 457 consignments. 

” * +. 


CHICAGO 

Greater Chicago Auto Auction. Sale every 
Thursday (Sept. 14). Weather cold—but 
the sale was hot, Sold 363 cars from 611 
consignments. 

+ * . 
FONTANA, WIS. 

Fontana Auto Auction, Sale every Thurs- 
day (Sept. 14). Prices off on ’59-’60-’61 
models. Older units holding good. Sold 162 
cars from 251 consignments. 

* * * 
MANHEIM, PA. 

Manheim Auto Auction. Sale every Fri- 
dax (Sept. 15), Weather: Clear. Terrific 
sale, Sold 76 percent of 1,461 consignments. 








































MG—’59 MGA conv., $925. 
Opel—’59 Rekord 2-dr., $625. 
’58 2-dr., $525. 
Renault—’57 4-dr., $240. 
Simca—’ 60 4-dr., $660, $595. 
Triumph—’52 2-dr., $180, 
Vauxhall—’59 4-dr., $650. 


Chicago 
Hillman—’59 2-dr., $500. 
Metropolitan—’61 2-dr., $1,110. 
Simea—’59 4-dr., $305. 
Taunus—’60 station wagon, $955. 
Volkswagen—’59 2-dr., $1,005. 
Volvo—’59 2-dr., $890. 


Daytona 
Austin-Healey—’60 Sprite 2-dr., 


Peugeot—’60 4-dr., $710. 


’59 4-dr., $670, 
Detroit 


MG—’56 roadster, $520. 
Metropolitan—’58 2-dr. hardtop, $450. 

Opel—’59 Olympia station wagon, $855. 
Volkswagen—’'56 conv., $750. 


Dothan, Ala. 
$660. 
Dyer, Ind. 


dJaguar—’53 2-dr., $335. 
MG—’60 2-dr., $1,350. 
Volkswagen—’56 2-dr., $435. 


Flint 


Mercedes-Benz—’57 roadster, $925, 






























































































$1,100. 


Volkswagen—’60 Karmann-Ghia conv., 
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Renault—’59 Dauphine 4-dr., $365. 
Volkswagen—’60 sunroof 2-dr., $1,200. 
’59 2-dr., $700. 


Fontana, Wis. 
Fiat—’60 4-dr., $500. 


Kansas City, Mo. 
Renault—’'59 4-dr., $502. 
Simea—’60 4-dr., $725. 
Volkswagen—’57 2-dr., $660. 
Volvo—’ 57 station wagon, $425. 


Los Angeles 


Fiat—’60 Bianchina 2-dr., $400. 


Hillman—’59 Minx 4-dr., $745. 
Jaguar—’57 conv., $825*. 

’51 Mark VII 4-dr., $180. 
Metropolitan—’59 2-dr., $750. 
Morris—’57 Minor 1000 conv., $335. 
Porsche—’55 2-dr., $685. 
Renault—’59 4-dr., $530. 
Simca—’57 Aronde 4-dr., $300. 
Volkswagen—’58 sunroof 2-dr., $900. 

’56 2-dr., $630. 

Wartburg—’ 60 4-dr., $280. 


Manheim, Pa. 
Alfa-Romeo—’60 2-dr., $2,000. 


Thief Finds ‘Hidden’ ’62 


MISHAWAKA, Ind.—Jim Ham- 
mes Oldsmobile, Inc., to conceal a 
1962 model from public view before 
the announcement day, hid it be- 
hind a billboard near the dealer- 
ship. When an employe went to get 
it ready for presentation, the car 
was gone. Mishawaka police then 
started looking for a stolen car they 
could not describe. 





’57 sports sedan, $575. 
a 4-dr., $1,110; Healey Sprite, 
'59 Healey conv., $1,400. 
’58 Healey 2-dr., $1,020. 
Citroen—’58 4-dr., $350. 
Fiat—’60 conv., $1,505. 
Ford (English)—’61 Zephyr 4-dr., $1,110*. 
’59 4-dr., $585, $520, $500; Anglia 2-dr., 
$400. 
Goliath—’59 station wagon 2-dr., $450. 
Hillman—’60 conv., $870; 2-dr., $630. 
Jaguar—’62 XKE conv., $6,075. 
"56 4-dr., $615. 
"55 conv,, $650. 
Lancia—’61 4-dr., $1,500. 
MG—’59 conv., $1,100, $1,090. 
’58 conv., $930. 
Mercedes-Benz—’58 4-dr., $1,750*. 
’57 conv., $2,105, $2,100. 
’56 conv., $3,025. 
Metropolitan—’60 250 conv., $1,800. 
’59 2-dr. hardtop, $595, $580. 
Opel—’60 station wagon 4-dr., $960; 4-dr., 
$900. 

'59 station wagon, $640. 
’58 station wagon, $850. 
Porsche—’57 2-dr., $1,400; 

$1,000. 
Renault—’61 4-dr., $1,150. 
’60 conv., $1,430; 4-dr., $700; Dauphine, 
$615. 
’59 4-dr., $470. 
’58 Dauphine 4-dr., $370. 
Saab—’58 2-dr., $460, $405. 
Simca—’60 4-dr., $600. 
’59 2-dr, hardtop, $450. 
Taunus—’60 station wagon, $825, $770. 
"58 4-dr., $490, $460. 
Triumph—’61 conv., $1,860. 

60 TR-3 2-dr., $1,530, $1,450; 
$1,380; 2-dr. hardtop, $900. 
Vauxhall—’58 station wagon, $490, $390, 

$300. 
Volkswagen—’61 Karmann-Ghia 2-dr. hard- 
top, $1,975; 2-dr., $1,585, $1,500. 
’60 sunroof 2-dr., $1,350; 2-dr., $1,345, 


Super 2-dr., 


conv., 











$1,312, $1,310, $1,260, $1,185, 
"59 sunroof 2-dr., $1,125; Karmann-Ghig 
2-dr., $1,055; 2-dr., $905, $900, $975 
$680. : 
58 2-dr., $800. 
°56 2-dr., $560; Microbus, $500. 
’50 2-dr., $365. 
Volvo—’61 544 2-dr., $1,770. 
"60 122 4-dr., $1,410; 4-dr., $1,100, 
’59 544 2-dr., $760. 
"58 2-dr., $825, $800, $630. 


Sacramento, Calif. 
Austin-Healey—’60 roadster, $1,750, $1,700 
Metropolitan—’57 2-dr. hardtop, $480, 
Panhard—’60 4-dr., $520, $490. 
Renault—’60 4-dr., $570. 

Vauxhall—’58 4-dr. Victor, $460. 

Volkswagen—’59 sunroof 2-dr., $975, 
’57 2-dr., $710, 

Volvo—’ 60 2-dr., $1,200. 


Salt Lake City 
Vauxhall—’59 Super station wagon 4-dr, 
$600. 5 
Volkswagen—’60 2-dr., $1,235. 
’57 2-dr., $555. 
Volvo—’58 2-dr., $495. 


West Palm Beach, Fla, 
Fiat—’60 500 2-dr., $550, $475. 
Hillman—’57 Minx 4-dr., $300. 
MG—’58 roadster, $925. 
Mercedes-Benz — ’'54 300 4-dr. 

$665. 
Metropolitan—’60 2-dr., $750. 
Moretti—’60 4-dr. hardtop, $485. 
Saab—’60 93B 2-dr., $640. 
Simca-—’60 4-dr., $600. 

’58 Aronde 2-dr. hardtop, $375. 
Skoda—’61 conv., $575. 
Volkswagen—’60 113 2-dr., $1,100. 

’59 Microbus, $1,060; 117 sunroof 2-dr., 

$975. 

’58 113 2-dr., $860. 

’55 117 2-dr., $485. 


hardtop, 
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S-P’s Intro Splash .. . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


Studebaker-Packard Corp. is util- 
izing a budget of more than a 
million dollars to introduce its 1962 
series of Lark and Hawk cars and 
line of commercial vehicles. 

In addition to a four-color 
Hi-Fi newspaper advertising 
campaign, which ran in 400 
American newspapers last week, 
the corporation will use all types 
of magazines and trade journals 
plus television for the introduc- 
tion of its line to the public. 

The Hi-Fi campaign by S-P rep- 
resented the first in the United 
States by an automobile manufac- 
turer, and 38.3 million preprint color 

es inserted in the 400 daily and 

weekly newspapers marked the 
largest single press run of this 
technique to date, officials said. 

Continuation of R.O.P. insertions 
in newspapers in key markets next 
month will make up the remainder 





of the newspaper campaign for the 
introduction of the Lark. 

Another part of the overall ad- 
vertising campaign includes black 
and white and color ads in leading 
general interest magazines and spe- 
cialized publications. 


Lark will be featured in TV Guide 
late in October and the company’s 
new Gran Turismo Hawk in Life, 
Sports Illustrated and The New 
Yorker about the same time. The 
Hawk will be publicly introduced 
Monday, Oct. 23. 


The AMA News, RN and the 
Journal of American Nursing, The 
Instructor, and Rural Mail Carrier 
are some of the specialized maga- 
zines being utilized to reach special 
automotive markets this year, offi- 
cials said. Color ads also are plan- 
ned for early next month in Road 
& Track, Car & Driver, Motor 
Trend, and several other car maga- 
zines. 


Prospects for S-P’s commercial 


NEW 


lines will be reached through sev- 
eral farm, truck and general 
business publications, and fleet 
operators through general fleet 
magazines and police and taxi 
publications. 

Supplementing the print cam- 
paign will be continuing television 
commercials on Lark and other S-P 
products on the “Mr. Ed” show 
over the CBS Television Network. 
This program, originally a syndi- 
cated, market-by-market show, 
opens over the network for the fall 
season Oct. 1. 


S-P’s Hi-Fi color advertising 
campaign is expected to spark an 
automotive industry trend toward 
this type of advertising. Already, 
one member of the Big Three is re- 
ported to have started machinery 
rolling toward its Hi-Fi campaign 
later this fall. 

The technique is relatively new 
in the U. S., being introduced here 
in 1958. Overseas, however, a Hi-Fi 
type of advertising dates back 50 
years. 

As far as is known, however, no 
European press run has ever reach- 
ed the 38.3 million mark of the S-P 
advertisement. The previous U. S. 


MODEL? 


NEW 


PRODUCT? 
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record was a 14 million-plus run| vocational publications and runs 


last year. 
* * * 


Chevrolet Campaign Opens 


Chevrolet broke first newspaper 
advertisements on its 1962 lines last 
week with a campaign which Gen- 
eral Manager E. N. Cole, described 
as the “biggest in history.” 

The kickoff dealt with trucks, 
this year featuring a diesel engine 
for the first time. A total of 6,700 
newspapers were on the truck list, 
with selected newspapers receiv- 
ing full pages, and the balance 
sizes ranging from 2,016 to 448 
lines. 


Jack Izard, Chevrolet ad man- 
ager, said car copy will start in 
PM newspapers on Sept. 28 and 
AMs of Sept. 29, covering 7,200 
dailies and weeklies. Top buy is a 
four-page unit with four-color in- 
troductory page and three following 
apportioned among standard-size 
cars, Corvettes, Corvairs and the 
Chevy II, a newcomer to the Chev- 
rolet family. 

Scheduling from top markets 
breaks down to three and one-page 
sizes, then ranges between 2,016 and 
770 line ads. 

Magazine campaign makes liberal 
use of consumer, national farm and 


NOW'S THE TIME TO EXPLORE 
NEW SAVINGS WITH DELCO MORAINE 
SINTERED METAL PARTS 


» Designing or redesigning a product? Look carefully at components. If they’re needed in 


quantity, Delco Moraine sintered metal parts may offer important advantages in cost, oper- 


ating efficiency and improved reliability. —=—e may be possible to design a single 


sintered part to replace a sub-assembly of several parts. Or eliminate the need for expensive 


machining operations. Or provide a special characteristic to lengthen product life, or 


improve performance. 


permits impregnation with oil for lifetime self-lubrication. 


The controllable porosity of sintered metal parts, for example, 


Give your new 


model or product every production break you can. Show components to 


engineers from Delco Moraine, a leader in the industry for forty 


years. FA they know when and how sintered metal parts can 


best be used. It’s to your profit to know, too—and the best 


time to find out is now, in the planning stage. 
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Division of General Motors, Dayton, Ohio 





generally concurrent with newspa- 
per announcements, Izard said. 
Color will be bought for trucks in 
14 magazines and will further fea- 
ture a 13-page insert in selected 
vocationals. 

Five consecutive pages in Satur- 
day Evening Post, Life and Look 
lead off the new cars in the maga- 
zine field. Four-page ads are book- 
ed in Reader’s Digest, Time, News- 
week, U. 8. News & World Report, 
Sports Illustrated and The New 
Yorker. A total of 44 consumer 
magazines will be used in Chevro- 
let’s car announcement followup. 


“Bonanza” is added to Chevro- 
let network television this season, 
replacing Dinah Shore in the 
company’s Sunday evening slot 
over NBC. Also carrying the new 
model announcement commercials 
are the renewals, “My Three 
Sons” on ABC and “Route 66” on 
CBS. 

Network radio includes the 
“Weekend News” on the CBS net- 
work of 190 stations, “News on the 
Hour” on NBC Monday through 
Friday on 190 stations, and the 
Keystone Broadcasting system, 1,100 
stations Monday through Friday. 
Beginning with the announcement, 
416 stations will carry 10 spots per 
week for a total of four weeks. Sub- 
sequently, buy will be reduced to 110 
stations. 

* ad bd 


Tyrex Campaign on Monitor 


Tyrex, Inc. an association of 
Tyrex rayon tire cord producers, 
has launched the 1961 autumn tire 
buying season with a series of spot 
announcements on “Monitor,” the 
weekend radio program on the 
NBC network. 


The Tyrex schedule started Sept. 
23 and continues for each weekend 
up to and including Oct. 28-29 for 
a total of 72 Tyrex rayon commer- 
cials. ‘ 

Each Saturday, “Monitor” will 
broadcast four one-minute and 
three six-second Tyrex spots. The 
Sunday programs will have two 
one-minute and three six-second 
commercials. 

It is estimated that the total lis- 
tener impressions of the Tyrex 
rayon commercials delivered in 
homes and autos for the six week- 
ends will be more than 103 million. 


* * * 


2 Fall Shows for Willys 


“Follow the Sun,” new dramatic 
series premiered last week on the 
ABC-TV network, is being sponsor- 
ed by Willys Motors, Inc., in associ- 
ation with other Kaiser companies. 

The new show is in the same 7:30 
p.m, (e.s.t.) time period previously 
occupied by “Maverick,” which con- 
tinues one hour earlier under Kais- 
er-Willys sponsorship in the new 
fall season. 

C.-M. Ritchey, Willys director of 
advertising and public relations, 
said that both shows will feature a 
series of 10 new commercials em- 
phasizing “versatility, power and 
virtual indestructability” of the 
‘Jeep’ line of four-wheel drive ve- 
hicles. 

a oe * 


Look’s Safety Role Cited 


Look magazine has been honor- 
ed by the Insurance Advertis- 
ing Conference for long-time co- 
sponsorship of the annual Na- 
tional Vehicle Safety Check pro- 
gram which the publication con- 
ducts each spring with the Auto 
Industries Highway Safety Com- 
mittee. 


* * 


Checker Wins Ad Citation 


Checker Motors Sales Corp., New 
York, and its advertising agency, 
Herbert Baker Advertising, Inc., 
Chicago, has won Editor & Pub- 
lisher magazine’s citation for effec- 
tive newspaper advertising. 


Honors went to Checker’s cam- 
paign currently running in New 
York morning papers, selling the 
virtues of riding in “the cab with 
the Checker Border.” 


* * * 
Personnel Changes 


George G. Walthius from director 
of marketing to account executive 
for Pontiac at MacManus, John 
& Adams, Inc., Bloomfield Hills 
(Mich.) advertising -agency ... 
John S. Kelsey from Coronet sales 
staff to New York advertising sales 
staff of Look magazine. 


idea = ‘ow’s this for a fast, rugged three-wheeler? It'sj 


for tormorrowW designed for tomorrow's man on the move . .. ) 
=. 8 in ste e from its jet power plant to its sleek aerodynamic 





t's design. Believe it or not, it's an economy car, too. _ strong, lightweight—that’s no idle dream of the 


Tpead weight has been cut to the bone but 


future. Here’s how some of today’s USS Steels 


nice without sacrificing strength or safety. Fast, safe, could help put this beauty on the road. 


1. A thousand miles in a day won’t tax car or 
driver. The driver has air conditioning and an 
automatic pilot to keep him cool and collected. 
The drive unit has the durability only steel can 
give it. Small bearings are made of alloy steels for 
maximum hardness and wear resistance. Canti- 
levered half-fork axles and wheel suspension 
system are forged of constructional alloy steels. 
Everything but the wheels is suspended to im- 
prove the ride. USS High-Strength Low-Alloy Steel 
seamless tubing is used in the pressurized fuel 
handling system. This versatile steel, with a mini- 
mum yield point of 50,000 psi, adds strength but 
keeps weight to a minimum. How about trade-in 
value? 500,000 miles later the vinyl coated steel 
and stainless steel accents will still look new. 


2. Everything about this car is functional. The 
body panels are more than a cover for the frame; 
they add structural strength by utilizing stressed 
skin principles. Whenever possible, this design 
takes advantage of steel’s strength, weldability, 
formability, surface finish, and low cost. A single 
carbon steel stamping forms the upper and lower 
body panels which are aluminized or galvanized 
to resist corrosion. Stainless steel caps the driver's 
canopy. For maximum visibility and light weight, 
the canopy itself is made of thin-section tubular 
steel. The simple, husky frame is stamped of 
steel, designed to absorb the torque and strain 
of high speed driving. Even the orthopedically 
formed driver’s seat is scuff-resistant vinyl-clad 
steel with set-in cushions of steel wire springs. 


oH Z Use modern, dependable steels for modern, dependable automobiles 


p/ 


These are just a few of the imaginative uses of steel 
in this car of tomorrow, and in addition you would 
find dozens of other alloy, high strength, and stain- 
less steels. Today there are over 160 steels used 
in automobiles, and thousands more available 


to the designer. There is a steel for practically any ° 


combination of properties the designer can dream 
up... strength for lightness, toughness for dura- 
bility, surface finish for style. When you want steels 


that will match your imagination, write United 
States Steel, Room 6348, 525 William Penn Place, 
Pittsburgh 30, Pennsylvania. 


United States Steel Corporation « American Steel 
and Wire eColumbia-Geneva Steel Divisione National 
Tube Divisione Tennessee Coal and Iron Divi- 
sion e United States Steel Supply Division e¢ United 
States Steel Export Company 


United States Steel 


TRADEMARK 








TRANSMISSION—Model 8125-U, an un- 
synchronized version of Spicer’s 12-speed 
transmission, has been announced by 
Dana Corp., Toledo 1, O. Introduction of 
the 8125-U gives truckers a choice of 
synchronized or unsynchronized units in a 
multispeed transmission. With the excep- 
tion of the hand shift synchronizers, which 
are eliminated, the 600-pound Model 
8125-U retains all the design and operat- 
ing features of the fully-synchronized 12- 
speed box, it is said. Synchronizers for 
the splitter and range shifts, which are 
air operated, are still retained. To pro- 
vide space for a clutch brake, the depth 
of the clutch housing is increased % 
inches, which adds to the overall length 
of the unit by the same amount. This 
clutch brake facilitates shifting into first 
and reverse without severe gear clash by 
slowing down or stopping rotation of the 
transmission main drive gear and internal 
gears, it is said. 


SHOCK BRACKETS — Perma-Mount re- 
placement brackets for rear shocks on ‘57 
through '59 Ford cars and '58-'59 Mercury 
wagons have been announced by Rock- 
len, Inc., West Haven, Conn. The brackets 
are said to eliminate welding problems 
and require no special tools. 

7 oh oe 





to misplace or lose, it is said. 


TRACTION MAT—Frabo Corp., 2011 East 
75th St., Chicago 19, Ill., has developed a 
traction mat, called Snap-On Sno-Tred 
Traction Mats. This set consists of two dia- 
mond steel mesh panels, 28 inches long 
by eight inches wide, plus two spring steel 
clamps, shaped to snap over the tire and 
grip the tire rim, thus holding the mats in 
place. The clamps are attached to the mat 
by inserting the clamp ends through two 
slits at one end of the mat. This provides 
positive sure-grip traction, enabling a car 
to pull out when stuck in snow, mud, sahd 
or on slick ice, it is said. 


* * * 


Body Mechanical Jack, 


Clutch-Spring Tool Offered 
The Body Budy mechanical jack 
and a clutch-spring compressor tool 
have been introduced by Load Stop 
Mfg. Co., 6750 N. W. 37th Ave., 
Miami 47, Fla. The sales agent for 
the products is Malray Products, 
Inc., P. O. Box 47-885, Miami, Fla. 
Load Stop said the mechanical 
jack speeds work in aligning fen- 
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ders and hoods, fitting trunks and 
doors, bracing roofs and pushing | 
fenders. The clutch-spring tool ad- 
justs quickly and easily to fit all 
automatic-transmission clutch 
drums, the firm added. 


SNOW PLOW—Model ST-90 snow plow, 
designed specifically for large four-wheel- 
drive trucks, has been introduced by Meyer 
Products, Inc., 18512 Euclid Ace., Cleve- 
land 12, O. The ST-90 moldboard is 90 
inches wide, and plows a 75-inch path 
when in full angle position, it is said. This 
is the width needed to clear the tires of 
the four-wheel-drive vehicles being pro- 
duced by Chevrolet, Dodge, Ford, GMC | 
and International. The unit incorporates 
safety spring trip action, which protects | 
both the plow and the vehicle. 

* * * 


CLUTCH SPRING TOOL—A tool for com- 
pressing piston return springs on all auto- 
matic transmissions has been introduced by 
Malray Products, Inc., P. O. Box 47-885, 
Miami, Fla. The tool adjusts to fit all auto- 
matic transmission clutch drums. A_ unit 
complete within itself, it eliminates the 
need for special tools for each make of 
transmission, and there are no extra pieces | 





ANGLE TOOL—A fastening tool with a 
right-angle head and a _ torque-control 
clutch has been added to the 31W series 
of nutrunners and screwdrivers by Buckeye 
Tools Corp., 5003 Springboro Pike, Dayton 
1, O. Clutch engagement is controlled au- 
tomatically rather than by the operator's 
own thrust. The clutch is adjustable for 
any desired torque from five to 100 inch- 


| pounds. Its jaws automatically disengage 


when the preset torque is reached; reen- 
gagement takes place when the lever throt- 
tle is released, momentarily shutting off 
the tool, it is said. Carrying a rating of 
Y% machine screw, the tool is presently 
available in six models. 


* * * 


AXLE-CORRECTION SET—An axle-correc- 
tion set for both rear-axle housing and 
front-axle work of cars, pickups and trucks 
up to two-ton capacity has been announc- 
ed by Hunter Engineering Co., Hunter Ave. 
and Ladue Rd., St. Louis 24. The 21-piece 
set is available with or without two 12-ton 
hydraulic jacks of the type for operation 
with pump down and handle in horizontal 
position. Clevises, hangers and twisting- 
hooks are made of chrome-nickel-moly 
110,000-p ound minimum tensile-strength 


' steel. The high-carbon steel chain has a 


working capacity of 8,500 pounds per 


foot, it is said. 


CERAMIC MUFFLER—The Cyclone ce- 


ramic muffler is said to feature a ceramic 
| insulation coating process, which protects 
| all internal surfaces including the seams, 
|and quarantees freedom from the corro- 


VACUUM CLEANER—Model 20S, a vac- 
uum cleaner especially designed for on- 
the-spot vacuuming at service stations, has 
been introduced by Doyle Vacuum Cleaner 
Co., 225 Stevens St., S. W., Grand Rapids, 
Mich. The island-type cleaner can be 
mounted at eye-level height on pump light 
poles. It is convenient to both lanes of 
traffic while at the same time out of the 
way of normal servicing operations, it is 
said. Featuring a filtering capacity of 240 
square inches, the unit will recover up to 
three quarts wet or 12 bushel dry, it is 
claimed. 





. | mittent 
| automotive equipment, 


sive effects of exhaust gasses. Short pe- 
riod driving by car users or the 
use of industrial or commercial 
which engenders 
the effects of muffler corrosion, are said 
to be nullified by the protective coating 
in the Cyclone. The mufflers are made for 
all American and foreign cars. Cyclone 
Sales Co., 2801 San Fernando Rd., Los 
Angeles 65, Calif. 

. 


2 Cooling-System Chemicals 
Are Added to Casite Line 


The Casite line of automotive ad- 
ditives has been expanded to in- 
clude two cooling-system chemicals, 
augmenting additives for engines 


* * 


| common 


inter- | 





and transmissions, according to 
Hastings Mfg. Co., Hastings, Mich. 
Casite Leak-Stop is a combina- 


|tion sealer-inhibitor that plugs 


leaks in the radiator, engine block 
and gaskets, and serves as a rust 


preventive, the firm said. A com-| 


panion product, Casite Rust-Stop, 
inhibits and prevents rust, and aids 
in the free circulation of water. 


co * * 


= % 
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NUT, BOLT SEALANT—Loctite, a liquid 
sealant that possess a locking action which 
extends over the whole engaged surface of 
metals and results in a high 
breakloose torque, has been announced 
by American Sealants Co., 705 N. Moun- 
tain Ridge, Hartford, Conn. The product 
locks like a@ washer, retains a shim and 
seals like a joint compound to predeter- 
mined torque values, it is said. According 


to the maker, removal of parts so treated | 


presents no problem. The liquid sealant 
hardens into a tough plastic bond when 


confined between fitting metal parts. 
c' & es 


BUMPER JACK — A hydraulic bumper 
jack, WA-52-A, has been announced by 
Weaver Mfg. Division, Dura Corp., 2700 
South Ninth St., Springfield, Ill. Fast lifting 
and safe lowering speeds are built into 
the hydraulic system, The saddles are eas- 
ily adjusted, and large wheels permit easy 
spotting, it is claimed. A HI-Lift adapter 
(WA-53) permits additional services to be 
performed at varying convenient heights. 
The jack has a lifting capacity of 3,000 
pounds. Total lifting range is from eight 
inches off the floor to 30 inches. The two- 
stage adapter has a range from 40 inches 
off the floor to 94 inches. 


* * * 


LAMP—Do-Ray Lamp Co., Inc., 1466 S. 
Michigan, Chicago 5, Ill., has introduced 
a rubber lamp, ‘“Weather-All"” (No, 950), 
designed to give maintenance free serv- 
ice and guaranteed for the life of the ve- 
hicle. It can be used as a Class “A,” 
type one directional signal, stop lamp, 
stop and tail lamp; or combination stop, 
tail and directional signal, it is said. 
Easily installed on flat beds with a mount- 
ing bracket or for flush mounting, the 
unit is shockproof, corrosionproof, water- 
proof and dustproof, it is claimed. 











Patent Pending 


OILING SYSTEM — Houser Engineering 
& Mfg., Inc., Bluffton, Ind., has announced 
an exterior rocker arm oiling system for 
Ford and Mercury engines. The Houser kit 
eliminates the need for control valves and 
uses the original overflow pipes, it js 
said. This system requires no drilling or 
tapping, can be installed in minutes, 
gives lubrication and allows for removal 
of covers without disturbing the oiler jn. 
stallation, it is disclosed. Oil flow is Prop- 
erly metered to supply the correct amount 
of oil at all times without creating excess 
oil in the rocker arm chamber. 


TACHOGRAPH—A tachograph has been 
marketed by Argo Instruments Corp., New 
York. 36. This recording instrument, the 
Model TCO 14-2, indicates both engine 
speed and road speed, and records the 
data on both sides of a single chart. A 
precision instrument, the TCO 14-2 pro- 
vides a continuous, closed and tamper- 
proof record of vehicle operation, it is 
said. 


AIR CONDITIONER—An air conditioner 
for Chrysler Corp. compact cars has been 
announced by MoPar Division, Chrysler 
Corp., 700 E. 11 Mile Rd., Center Line, 
Mich. The MoPar air conditioner, shown 
installed in a Dodge Lancer, consists of 
two units—the air conditioner and an 
adaptor. 


WHEEL COVER—A one-piece, al!-chrome 
cover that covers the wheel to the tire, yet 
presents the appearance of an ope! wheel 
that has been chromed, has been annount- 
ed by Namsco, Inc., Bellwood, III. Called 
the Econo-Wheel, the cover is available 
with standard dust-cap, or with die cast 
bullet spinner. 
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In Parts and Accessory Distribution 





New Profit Ideas 
To Be Explored 
At Texas Meeting 


SAN ANTONIO.—New ideas and 
approaches to making profits will 
highlight the annual convention of 
the Automotive Wholesalers of 
Texas here Oct. 11-13, according to 
Morrie Giller, chairman. 

Speakers will cover a wide variety 
of topics. 

“You Can Do Business with the 
Service Station” will be the subject 
of John W. Nerlinger jr., executive 
secretary, National Congress of 
Petroleum Retailers and Retail 
Gasoline Dealers Assn. 

Norman P. Cohen, Erie, Pa., will 
discuss “What Type of Advertising 
Is Good for Jobbers,” and Dr. Carl 
§. Winters, special General Motors 
lecturer, will talk on “Opportunity 
Unlimited.” 

Dr. C. L. Lapp, St. Louis sales 
and marketing authority, will speak 
on “Sales Management and Profit,” 
and Lloyd S. Lott, Kansas City, for- 
mer chairman of the American So- 
ciety of Safety Engineers, will 
discuss “Reducing Workman’s Com- 
pensation Claims.” 

Another principal speaker will be 
J. A. Bryant, Bowling Green, Ky., 
president of the Automotive Service 
Industry Assn. 


Puritan Brake Fluid 


Acquired by Weatherhead 


CLEVELAND. — Acquisition of 
Puritan Brake Fluid, formerly mar- 
keted by Olin Mathieson Corp., has 
been announced by Weatherhead 
Co. 

In addition to the hydraulic fluid, 


Saab Motors Adds 
12 Dealers, Lists 
Other Changes 


NEW YORK.—Saab Motors, Inc., 
has announced the appointment of 
12 additional dealers. They are: 

Jeffrey Motors, Inc., 4030 W. Gar- 
rison Ave., Baltimore, Md.; Nicholas 
Pellegrino Motors, 817 Sunrise 
Highway, Lynbrook, N. Y.; Walter’s 
Motors, 620 Valley St., Lewistown, 
Pa.; Car Palace, Inc., 1202 S. Har- 
rison, Fort Wayne, Ind.; Continen- 
tal Cars, Ltd., 1935 N. Washington 
Blvd., Sarasota, Fla.; Cashon Mo- 
tors, Inc., 318 N. Main St., Colum- 
biana, O. 

Atlantic Garage, Atlantic, Pa.; 
Barbour’s Auto Imports, 11 Par- 
rish Plaza, Owensboro, Ky.; Setau- 
ket Foreign Motor Sales, Main St. 
at Route 25A, East Setauket, N. Y.; 
Bosworth’s Garage, Plymouth St., 
Halifax, Mass.; McKenzies’, 805 W. 
Seventh St., Sioux City, Ia., and 
Walter Koopman Co., 10523 Summit 
Ave., Kensington, Md. 

The following are changes in 
name of dealership: Vermont 
Sports Car Center, Mail Rt, No. 1, 
Barre, Vt., changed to B & P Ram- 
bler & Sport Car Center, same ad- 
dress; Economy Cars of St. Peters- 
burg, 390 Ninth St. N., St. Peters- 
burg, Fla, changed to Waldron 
SAAB, Inc., same address, and Lit- 
tle Car Co., Pine Brook, N. J, 
changed to Little Car Distributors, 
Inc., same address. 


Address changes are: Schumann 
Van Atta Buick, Inc., 32 State St., 
Binghamton, N. Y., changed to 281 
Main St., Binghamton; Covi Car 
Imports, Inc., 1206 Mary St., Eliza- 
beth, N. J., changed to 429 Broad 
St., Elizabeth, and Europa Motors, 
127 S. Route 12, Fox Lake, IIL, 
changed to 41 S. Route 12, Fox 
Lake. 





Three new Saab service agencies 
have received franchises, They are: 
Days Shell Service Station, US-90, 
DeFuniak Springs, Fla.; Rodgers 
Auto Service, P. O. Box 35, Laguna 
Beach, Fla., and Hal C. Batey Seles 

. 21 S. E. Second Place, Gaines- | 


Weatherhead said it will distribute 
a complete line of Puritan hydraulic 
brake parts, including hydraulic 
brake hose and fittings, steel brake 
lines, master and wheel cylinder 
assemblies and repair kits, and stop 
light switches. 
* * * 
Carter Carburetor Offers 


Replacement Fuel Pumps 

ST. LOUIS.—A full line of re- 
placement fuel pumps, factory built 
and guaranteed, now is available 
from the Carter Carburetor Divi- 
sion, ACF Industries, Inc., accord- 
ing to C. L, Thompson, Carter mar- 
keting director. 

He said the line is being offered 
to the automotive aftermarket 
under Carter's “Zip-Pump” label. 
Piston-operated vacuum booster 
pu™ps for increasing the efficiency 
of automotive vacuum devices also 


are available under the Zip-Pump 
label, he said. 

a * a 
Detroit Transmission Moves 

ST. LOUIS. — Detroit Transmis- 

sion Co., a service company special- 
izing in repair and rebuilding of 
automatic transmissions, has open- 
ed in its own new building at 6500 
Page Ave. Mechanics are factory- 
trained and only automatic trans- 
mission work will be handled. 

* * om 


Rayco Texas Establishes 


New Wholesale Division 


HOUSTON. — A new division to 
handle all wholesale business for 
new and used-car dealers has been 
set up for Rayco Automotive Prod- 
ucts stores, according to Richard 
A. Charnock, president, Rayco 
Texas Corp. 


Organizational manager for the 


25, 1961 


new division is Leonard Levine, for- 
merly with the Pittsburgh wholesale 
operations. 

* * +. 
Warehouse Distributors 


Accept Eight New Members 

KANSAS CITY. — Eight new 
members were admitted to the Au- 
tomotive Warehouse Distributors 
Assn. at the midyear meeting of 
the AWDA Board of Governors. 
They are: 

Allied Distributing Co., Houston; 
Automotive Replacement Parts Co., 
Inc., Detroit; Forshay-Gabriel, Inc., 
Newark, N. J.; Mid-States Automo- 
tive Warehouse, Indianapolis; 
Omaha Rim & Wheel Co., Omaha; 
Wisconsin Tool, Inc., Milwaukee; 
Worman Wholesale Co., Phoenix, 
all distributors, and Electric Stor- 
age Battery Co. Automotive Divi- 
sion, Cleveland, manufacturer. 

* * a 


Southwestern Headquarters 


Set Up in Houston by Rayco 
HOUSTON.—Rayco Mfg. Co., Per- 
amus, N. J., has established its 
Southwestern headquarters here 
with an initial $2% million invest- 
ment in the Houston area. 
In addition to taking over and 


49 


renovating three Rayco outlets al- 
ready operating in Houston, the 
Texas Corp., Rayco Automotive 
Products, also has built three stores 
at 4135 Gulf Freeway, 3345 O S T 


and 3720 Westheimer. 
~~ * * 


Hydraulic-Brake Parts Line 


To Be Launched by Raybestos 
BRIDGEPORT, Conn.—The new 
line of hydraulic-brake parts that 
has been added to the friction prod- 
ucts of the Raybestos Division, Ray- 
bestos-Manhattan, Inc., will be 
launched with an all-out merchan- 
dising campaign, according to J. L. 
McGovern jr., sales manager. 

“The new line of hydraulic-brake 
parts will enable every Raybestos 
dealer to become a one-stop brake 
shop which can supply. linings, 
parts or fluid to the motorist,” Mc- 
Govern explained. A “concentrated, 
intense advertising and promotion 
campaign” is planned, he said. 

* * * 


Cycleweld Agent Named 


PORTLAND, Ore. — Automotive 
Products has be come warehouse 
distributor for the new Cycleweld 
auto chemical products, George 
Ohler is owner of the firm. 








Ville, Fla. 
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Despite near-recned enowtall, this dealer did normal business 
on his car lot. Competitors’ stocks were hidden under drifts 
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and they did almost no business. He also cut maintenance 
and washing costs to the bone. 


Now! Do Springtime Business in the 
Middle of Winter's Dirtiest Weather 


A dealer in Pennsylvania reports, 
“. . our used-car inventory at its lowest 
in ten years.” 

A Michigan dealer says, “(In win- 
ter) the attractive appearance (of my 
outdoor display) has caused many pros- 
pective buyers to stop, which has in- 
creased our sales.” 

And another Pennsylvania dealer 
writes of, “... record snows...my busi- 
ness was not inoperative at any time... 
others in the area terribly bogged down.” 

These are just a few of the reports 
from car dealers praising the results of a 
protected outdoor display. Some report 
that despite winter weather they in- 
creased used-car business 25%. Almost 
every one considers his protected display 
to be one of his best investments. Here 


New “Detroit Model” Childers Pre-Engi- 


neered Structural Shelter gives you double 


the show-space at a lower cost per car. 





poet 


NO DOWN PAYMENT 


With the special Childers Finance Plan you can 


have protection for your car without any cash 
outlay. You pay for your protected car lot 
out of your savings in clean-up costs and the 
profits from your extra sales. 





are just a few of the dollars-and-cents 
reasons for all this enthusiasm: 

1. Every day a selling day. With cars 
protected from rain, snow, and sleet, more 
customers stop, look, talk and buy! 

2. Savings on labor. Cars that are pro- 
tected from weather don’t need as much 
cleaning and polishing. 

3. Higher sales prices. Your customers 
will pay more for a clean car that has 
been protected from weather. 

4. Cuts light bills up to 50%. Less light- 
ing needed when easily installed fixtures 
efficiently focus on cars. 

5. More sales and faster turnover. Cars 
displayed on a protected lot look like 
“special” deals. Don’t forget, it costs 
you $3 to $4 a day to “board” a car, yet 
you can protect your car lot from the 
weather for as little as 5c per car per day! 
6. Engineer-designed, architect-styled. 
No jerry-built eyesore, your Childers 
Pre-Engineered Structural Shelter has 
been designed to harmonize with existing 
buildings and displays. 


7. Easy to install. Childers will arrange 
quick, simple installation for you... 
you do business as usual. 

8. Easy to move. Your Childers Pre-En- 
gineered Shelter can be moved in case 
you are on leased property. 

Call 2 Dealers FREE! Childers will send 
you a list of 800 dealers who have turned 
their lots into year-round outdoor show- 
rooms and increased sales while they 
lowered costs. When you receive the list, 
call any two. Let them tell you what 
Childers Shelters have meant to their 
sales. Then send the bill for these calls 
to Childers. You will be reimbursed 
promptly. And, of course, you are under 
absolutely no obligation. 


r-—— TEAR OUT AND MAIL COUPON-——, 


Childers Manufacturing Company 

Dept. AN-15 

P. O. Box 7467 

Houston 8, Texas 

Send me complete information and list of 
800 dealers who have installed Childers 
Pre-Engineered Structural Shelters. 


ee ee ee a es 
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Childers Regional Managers in all principal cities. 


L 


FOR THE FOURTH STRAIGHT YEAR, ALL OF AMERICA’S CAR MAKERS HAVE CHOSEN TYREX 


TYREX INC., Empire State Bldg... New York 1, N.Y. TYREX (Reg. U.S. Pat. Off.) is a collective trademark of TYREX Inc. for rayon tire yarn and cord. 








NO “NYLON THUMP!” 





RAYON TIRE CORD AS STANDARD EQUIPMENT FOR THEIR NEW CARS...’NUFF SAID! 


TVREX woe 


1. TYREX rayon tire yarn and cord is also produced and available in Canada. f < i -D ES SS M O O I I i Ef ™ ! 
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7 Models Offered for ’62... 


Bucket-Seat Hardtop 
Joins Lancer Lineup 


What's New: 


Bucket-seat hardtop ... new 
grille . . . lighter more powerful 
starter . . . 32,000-mile chassis 
lubrication , . . printed electrical 
circuits .. . bonded brake linings 
- . . gearshift lever on steering 
column ,.. new steering gear... 
aluminized muffler. 


* * + 


ae joins the bucket brigade 
when its ’62 cars go on display 
Thursday (Sept. 28) in dealer show- 
rooms. A Gran Turismo hardtop, 
with bucket seats and all-vinyl in- 
terior, will be among seven models 
offered. 

Other body styles are two-door 
and four-door sedans and a four- 
door station wagon in both the 170 
and 770 series. The grille is new 
and the circular taillights have 
been restyled. Lancer and Gran 
Turismo grilles differ slightly. 

Most of Lancer’s year-to-year 
changes are in the areas of com- 
fort and dependability, The in- 
strument panel is new, and front- 
seat roominess has been increas- 
ed by moving the gearshift lever 
from the floor to the steering 
column. 

The lubrication interval has been 
extended to 32,000 miles, and the 
seven-stage dip-and-spray anti- 
corrosion process has been supple- 


Persia Observes 


30 Years as 
Chevrolet Seller 


NEW ORLEANS. — Mike Persia, 
chairman of Mike Persia Enter- 
prises, New Orleans, Houston, San 
Antonio and Greenville, S. C., has 
celebrated his 30th year with Chev- 
rolet and his 11th year in New Or- 
leans. 

Mike Persia Chevrolet of New 
Orleans is in the 300 block of N. 
Rampart St., near Canal St. in 
downtown New Orleans. New and 
used-car branches are at 7205 St. 
Claude Ave. in Arabi., 700 Metairie 
Rd., in Jefferson Parish and 1561 
Canal St. 

A native of San Antonio, Persia 
first started with a Chevrolet deal- 
ership in Dallas and later became 
sales manager there. In 1950, he 
came to New Orleans and estab- 
lished his first dealership under the 
Mike Persia Chevrolet banner, tak- 
ing over the former J. D. Cathey 
Chevrolet Agency in the present 
building on N. Rampart. 

In December, 1955, Persia added 
San Antonio to his list of deals and 
in 1957, Houston. In 1960 the dealer- 
ship in Greenville, was added. Dur- 
ing this past year he completely 
renovated his building on N. Ram- 
part in New Orleans. 

All Persia dealerships maintain a 
never-close policy on service, 


Fuel Conditioner 
Designed to Ease 


Diesel Headaches 


INDIANAPOLIS.—D-A Lubricant 
Co. has introduced D-A Diese] Fuel 
Conditioner, an ashless organic 
compound designed to stabilize 
fuels in storage and upon contact 
with extremely hot injector com- 
ponents of operating diesel engines. 

The company said test vehicles 
have operated over 240,000 miles on 
treated fuel to date and still are in 
constant use without backflushing 
or injector maintenance. 

Tests also prove, the firm added, 
that the conditioner extends injec- 
tor life; substantially reduces de- 
posits, plugging and gum and lac- 
quer formation on injector compo- 
nents; reduces engine rust and cor- 
rosion, and cuts fuel consumption 
by as much as 10 percent. 

D-A Lubricant said extensive field 
tests were set up in trucking fleets 
operating under all kinds of condi- 
tions over all types of terrain. Test 
vehicles were run both with and 
without the fuel conditioner, the 
firm said. 


mented by the use of galvanized 
steel for body sill members. 
* * * * 


HE muffler has aluminized steel 

headers and shell, which pro- 
vide greater resistance to corro- 
sion. Tailpipes are 25 percent 
thicker than last year’s. 

Brake linings are bonded in- 
stead of riveted. Dodge says han- 
dling qualities are improved by 
a new steering gear with a die- 
cast aluminum housing and low- 
friction ball-bearing action. 

The ’62 Lancer has a new reduc- 
tion-gear starter, which is housed 
in aluminum, Dodge says it is 
smaller, quieter, 25 percent lighter 
than the ’61 version and twice as 
powerful. 

Other improvements in the fuel 
and ignition system include a new 
fuel-line filter, larger carburetor, 
more reliable choke system, more 
effective contact points, a new dis- 
tributor condensor and extra pro- 
tection for the spark plugs. 

ca * * 

= instrument panel of the 

new models has printed elec- 
trical circuits. This is said to pro- 
vide easier maintenance and less 
chance of wiring defects. The com- 
pany said new engine mounts iso- 
late noise and vibration and give 
a quieter ride. 

Two six-cylinder engines are 
available. The standard unit is a 
101-horsepower, 170-cu bic-inch 
engine with a cast-iron block. 
Buyers also may choose a 145- 
horsepower, 225-cubic-inch power 
plant with a die-cast aluminum 
block. 

Although larger and more pow- 
erfufl, the aluminum engine is the 
lighter of the two. It weighs 478 
pounds, compared with 516 for the 
cast-iron version. 

Lancer dimensions are unchang- 
ed from ’61, Wheelbase is 106.5 
inches, and the car is 188.8 inches 
long, 72.3 inches wide and 53.4 
inches high. Two-ply tires are 
standard, and four-ply tires are op- 
tional. Tire size is 6.50-13. 


Model Lineup Same... 


‘62 Lancer Has New Grille— 


a , 


Longer Trucks 
Vetoed in Missourj 


KANSAS CITY.—Trucks in Mig. 
souri will be no heavier, higher oy 
longer for at least the next two 
years. Gov. John M. Dalton vetoeg 
a bill that would have increaseq 
truck-length limits from 50 to 6 
feet. It was the fourth bill affecting 
truck sizes or fees veteod by the 
governor. 

The governor observed that 
60-foot vehicles would add to the 
hazards of highway travel. 

As for truck weights, Dalton has 


A new grille is Lancer’s chief styling change for '62. Seven models are available,| said he wants to wait for the re. | 
including a Gran Turismo two-door hardtop with bucket seats. The chassis lubrication| sults of tests on road-surface gta. © 
interval has been extended to 32,000 miles, and the Dodge compact offers other| bility conducted by the American 
refinements designed to provide greater reliability and smoother, quieter operation.| Assn. of State Highway Officials, 


300 Series Replaces Windsor. . . 


No Tailfins for 62 Chrysler 


What's New: 


No tailfins . . . 300 Series re- 
places Windsor . . . lighter auto- 
matic transmission . . . 32,000 
mile chassis lubrication .. . 
4,000-mile oil-change interval .. . 
instrument-panel wiring simpli- 
fied . . . improved starter ... 
restyled interiors. 

* + cd 


ee the only member of 
the medium-priced class that 
doesn’t have a kid brother, will in- 
troduce its ’62 models to the public 
Thursday (Sept. 28). 

All 15 models are full-sized cars 
with wheelbases of 122 and 126 
inches. As Clare E. Briggs, 
Chrysler-Plymouth general man- 
ager, phrases it, “There will be 
no junior editions of Chrysler.” 
Briggs’ policy paid off hand- 

somely during the ’61 model year. 
Instead of a compact, Chrysler 
brought out the Newport, a stand- 
ard-sized model in a lower price 
range. Chrysler registrations are 
running 12 percent ahead of 1960, 
a notable achievement in a year 
that has seen a sales decline for 


most makes. 

Chrysler’s ’62 lineup again in- 
cludes the Newport and New 
Yorker series, plus the limited- 
production 300-H sports models. A 


New Grille for Imperial 


What's New: 

Split grille ... taillights atop 
fenders . .. more passenger space 
- -. Smaller automatic transmis- 
sion. ,. new starter ... sealed 
front-end lubrication . . . new 
power brakes ... horsepower 
reduced. 

* * a 

JPUTERION and exterior luxury is 

the theme of the ’62 Imperial 
which goes on display Thursday 
(Sept. 28). The front end has been 
restyled, and new paints and fab- 
rics add to the air of elegance. 

The car has a two-piece grille. 
Each section is framed on three 
sides by wide chrome moldings and 
is flanked by Imperial’s distinctive 
pedestal-type headlights. 

The taillight arrangement also 
is new. The lamps are perched 
atop the rear fenders, a styling 
touch that Imperial last used on 
the ’56 model. j 
Twelve of the 14 exterior colors 
are new, and only single-tone treat- 
ments are available this year. 
There are new fabrics and interior 
color schemes. Monotones predomi- 





Ford Steps Up Output 


At Buffalo Stamping Plant 


BUFFALO.—Production of body 
stampings for 1962 model cars is 
being accelerated in the Ford Mo- 
tor Co.’s Buffalo stamping plant. 

Ford said output of the plant will 
be stepped up gradually from the 
present rate of about 300 railroad 
boxcars a week to 500 by October. 
The plant turns out stampings for 
1962 Ford, Falcon, Thunderbird and 
Lincoln-Mercury cars. 

The plant has been in production 
of 1962-model stampings since 
July 26. 


nate in door panels and seats and 
are highlighted by metallic yarns. 
o* + + 
7s model lineup is unchanged 
from ’61. Two-door and four- 
door hardtops are offered in the 
Custom and Crown series, plus a 
Crown convertible. The top car in 
the line is the LeBaron four-door 
hardtop. 

The ’62 Imperial has a lighter 
and smaller automatic transmis- 
sion. This reduces the height and 
width of the transmission tunnel 
and provides more room for front- 
seat passengers. 

The new models have a reduction- 
gear starter, which is said to be 
similar in principle to those used on 
jet airliners. Chrysler Corp. says it 
is a high-speed unit that draws less 
current from the battery to start 
the car. 

Front-end lubrication points are 
prelubricated and sealed at the fac- 
tory to eliminate frequent chassis 
lubrication service. 

Bd * * 
Tex cars have a new power- 
braking setup which is said to 
offer greater braking capacity 
under emergency conditions. 

It has a booster system that is 
vacuum-suspended, eliminating the 
need for a separate vacuum tank. 
The power unit is mounted between 
the pedal and the master cylinder, 
making installation and servicing 
easier. 

The Imperial engine is a 413- 
cubic-inch V-8 that develops 340 
horsepower and has a compres- 
sion ratio of 10 to 1. Horsepower 
was 350 on the ’61 model. 

Exterior dimensions are un- 
changed from last year. Imperial 
wheelbase is 129 inches, and the 
car is 227.1 inches long, 81.7 inches 
wide and 56.8 inches high. 


“300” series replaces last year’s 
Windsor designation. 
* * * 
os a Chrysler standby 
since ’57, are gone this year. 
The shape of the grille is un- 
changed, but adoption of the 300-G 
crossbar gives it a new appearance. 
The headlights again are slanted. 

Interior styling features new 
door-panel and armrest designs, 
new hardware and new seat fab- 
rics. The 300 series includes 
leather or vinyl interiors in tan, 
black or red. 

A new automatic transmission is 
used for ’62, It weighs about 60 
pounds less than its prdecessor, 
and its reduced size permits a 
lower and narrower transmission 
tunnel, thereby increasing passen- 
ger room. 

Prelubricated and sealed fittings 
have extended the chassis lubrica- 
tion period to 32,000 miles, and 
transmission oil also need not be 
changed for 32,000 miles. The en- 


Avis Offers Safety Belts 
On ’62 Rental Cars 


BOSTON.—Seat belts are here to 
stay, according to Frederic C. Du- 
maine jr., president of Avis Rent- 
a-Car System. 

“We are offering, at no extra 
charge to our rental car customers, 
front seat safety belts in our 1962- 
model cars. Our primary objective 
ig to see all users of our fleet of 
cars are provided with the maxi- 
mum safety precautions,’ Dumaine 
declared. 

“T’d like to quell the old charge 
that seat belts trap a passenger in 
a smashed-up car,” he stressed. “It 
ig usually the unconscious victim 
who is trapped in a roll-over or car 
fire. A seat belt is your prime safe- 
guard against being knocked un- 
conscious.” 


gine oil-change interval now ig 
4,000 miles. 
* * * 
oe, panel wiring has 
been simplified. Wiring for 
lights, ignition and other electrical 
demands now is plugged into a 
single multicircuit connector in the 
engine compartment. 

Another new feature is a 
smaller and lighter starting 
motor with built-in reduction 
gears. Chrysler says it is quieter 
and delivers greater starting 
torque at extremely low temper- 
atures, 

Newport models have a 861- 
cubic-inch, 265-horsepower engine, 

while the 300 series uses a 383 
cubic-inch, 305 horsepower unit. 
Displacement of the New Yorker 
and 300-H engine is 413 cubic 
inches. Horsepower is 340 for the 
New Yorker (350 last year) and 
380 for the 300-H. 

Newport and 300 models have a 
122-inch wheelbase and are 2149 
inches overall. New Yorker wheel- 
base is 126 inches, and overall 
length is 219.3. The 300-H wheel- 
base has been cut four inches to 
122, and overall length is down 4% 
inches at 215.3 

* * * 

HE New Yorker two-door hard- 

top and convertible have been 
discontinued for ’62, and a 300 ser- 
ies convertible replaces the four- 
door sedan in last year’s Windsor 
line. Here is the model lineup: 

Newport—Four-door sedan, 
four-door hardtop, two-door 
hardtop, convertible, four-door 
two-seat station wagon and four- 
door three-seat station wagon. 

300 series—Four-door hardtop, 
two-door hardtop and convertible. 

New Yorker—Four-door sedan, 
four-door hardtop, four-door two- 
seat station wagon and four-door 
three-seat station wagon. 

300-H—Two-door hardtop and 
convertible. 


Hardtop Styling for Wagons— 

Chrysler's four-door station wagons feature hardtop styling. There are six-passenger 
and nine-passenger models in the Newport and New Yorker series. All ‘62 Chryslers 
have a 32,000-mile chassis lubrication period and a 4,000 oil-change interval. 


Chrysler New Yorker Hardtop— 

Heading the Chrysler line for '62 is the New Yorker series, which offers a four-door 
sedan, four-door hardtop and a pair of four-door wagons. The new models have ne 
tail fins, and the appearance of the grille has been changed by adopting the 300-6 


crossbar. 
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New Grille and Rear-End Design ... 
62 Mercury Monterey Restyled 


What's New: 


New grille, rear fenders and 
rear-end styling .-.- six-cylinder 
engine standard on some models 

. . new instrument panel and 
interior trim... 12 models offer- 
ed. 6,000-mile oil-change in- 
terv al . . two-year coolant... 
30,000-mile fuel filter .. . quieter 


ride. 
* * * 


EW styling and features design- 

ed to provide more miles be- 
tween service stops 4re highlights 
of the ’62 Mercury Monterey, which 
will be introduced to the public Fri- 
day (Sept. 29). 

The car has a new grille and side 
trim and redesigned rear fenders 
that house cone-shaped taillights. 
The deck treatment is new, and 
there is a grille-like panel between 
the deck lid and the rear bumper. 

Interiors have been restyled 
with a new instrument panel and 
new trim materials, and more 
bright metal is used on control 
knobs and levers. 

The Monterey series is the only 
holdover from last year’s regular- 
sized Mercury line. Wheelbase re- 
mains at 120 inches, and the cars 
are an inch longer at 215.5. 

* + oe 


ERE are 12 models for ’62 — 

six Standards and six Customs. 
Each includes a four-door sedan, 
two-door and four-door hardtops 
and a pair of four-door station 
wagons. In addition, there is a 
Standard two-door sedan and a 
Custom convertible. 

The Standard models will have a 
six-cylinder engine, the first time 
that a six has been available in a 
Monterey, It is a 138-horsepower 
unit that displaces 223 cubic inches. 
Custom models will use a 292-cubic- 
inch, 170-horsepower V-8. 

Also offered are 352 and 390- 
cubic-inch V-8s which are rated 


* * * 





Monterey for '62— 


Among the 12 Mercury Monterey models 
offered for '62 are the Custom convertible 
and Colony Park station wagon, The oil- 


change interval has been extended to 
6,000 miles, and all cars have a factory- 
installed coolant that is said to protect 
the cooling system for two years. 





Fremont Dealers 


Form New Group 


FREMONT, O. — The Fremont 
Automotive Dealers Assn. has been 
formed by this city’s new and used- 
car and truck dealers. It succeeds 
an association that was open only 
to new-car dealers. 

Al Baumann has been elected 
President of the group and Arthur 
Christensen has been named sec- 
retary. 


The group has agreed to closing 
early on Wednesday and Saturday 
evenings and went on record as 
being against doing any business on 
Sunday. 


Nielsen Bankrupt 


BUFFALO.—Nielsen Sales Corp., 
27 Chenago St., which sells ambu- 
lances and funeral cars, filed for 
bankruptcy in Federal Court. A 
Separate petition in bankrupty was 
filed by its president, Carl M. Niel- 
Sen, 441 Woodward Ave. The cor- 
poration listed debts of $93,295 and 
assets of $62,323.06. Nielsen’s peti- 
tion showed liabilities of $122,691.92 
and assets of $40, 


at 220 and 300 horsepower, re- 
spectively. 

Lincoln-Mercury Division figures 
that the Monterey’s maintenance- 
free features mean that the buyer 
need set aside only two to four 
hours for having his car serviced 
in the first year of ownership. 

This would consist of the regular 
1,000-mile checkup and additional 
service calls at 6,000 and 12,000 
miles—a year’s driving for the 
average motorist. 

Oo + a 


OR ’62, the oil-change interval 
has been extended to 6,000 miles, 





Hartford Buick Shuts 


HARTFORD. — Hartford Buick 
Co. on Washington St., which sud- 
denly closed after 40 years of oper- 
ation because of sale of its out- 
standing building, will not resume 
business. Buick has written to all 
its car owners in the area inform- 
ing that new dealerships are being 
considered. 


and radiators will be filled with a 
coolant which, Mercury says, pro- 
vides antifreeze protection for two 
years. Also new this year is a 30,000- 
mile fuel filter. 

Other maintenance-re ducing 
features, which were introduced 
last year, are 30,000-mile chassis 
lubrication interval, self-adjusting 
brakes, galvanized steel rocker 
panels and aluminized muffler. 

The ’62 models have Cushion-Link 
suspension, which permits wheels 
to move rearward as well as upward 
under road shocks, Also contrib- 
uting to a quieter and smoother 
ride are improved mountings where 
the body and engine meet the chas- 
sis. 

Joining the Monterey in show- 
rooms this week is the 114-inch 
wheelbase Comet, which now will 
carry the Mercury nameplate and 
will be registered as a Mercury. The 
lineup will be completed later this 
year with the appearance of the 
new Meteor series, which has a 
116.5-inch wheelbase. 





Mercury's New Look— 


The Mercury Monterey has a new grille, new side trim and a redesigned rear end for 
‘62. Twelve models are offered, including this Custom four-door hardtop. Custom units 
will have a V-8 engine, while the Standard series will use a six-cylinder power plant. 





officials. Donald and Herbert Mack- 
intosh are the owners. 

The company’s new building is 
designed so that 70 percent of the 
floor space is devoted to service. 
This service area is equipped with 
underfloor exhaust system and 
twin-post lifts. 


Twin City Buick Holds 

Open House in Maine 
BREWER, Me.—Twin City Buick, 

the first enterprise in Brewer's 

Twin City Park, held open house 

with dedication ceremonies by city 





Inside, outside, all around the 1962: cars—you’ll 
find Rohm & Haas plastics. There are tail light 


and back-up light lenses, 


instrument panels, 


medallions, dials, nameplates, and other parts 


made of durable, 


beautiful PLEXIGLAS acrylic 


plastic. There’s IMPLEX, the high impact acrylic 
—used for applications where outstanding 
strength and pleasing appearance are required. 
There are reinforced plastic constructions made 
with PARAPLEX P-Series polyester resins. Other 
Rohm & Haas products are used in automotive 
leathers and textiles, finishes and lubricants. Our 
years of experience in working with the auto- 
motive industry can help you, too. 





PLEXIGLAS, IMPLEX and PARAPLEX are trademarks, 
Reg. U.S. Pat. Off. and in principal foreign countries. 
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DETROIT REPRESENTATIVE: R. C. Oglesby, Nor-Way 
Bldg., 20211 Greenfield Road, BRoadway 3-0674. 


1. TAIL LIGHT LENSES OF PLEXIGLAS. 2. BACK-UP LIGHT LENSES OF PLEXIGLAS. 3. FRONT AND REAR NAMEPLATES AND MEDALLIONS OF PLEXIGLAS. 4. HUB CAP INSERTS OF PLEXIGLAS. S. SUN VISORS OF PLEXIGLAS. 
6. STEERING COLUMN ORNAMENTS AND GLOVE COMPARTMENT DECORATIONS OF PLEXIGLAS. 7. SHIFTING LEVER KNOBS OF IMPLEX. 8. INSTRUMENT PANELS OF PLEXIGLAS AND IMPLEX, DIALS OF PLEXIGLAS. 
9. RADIO KNOBS AND BUTTONS OF IMPLEX.10. WINDOW CRANK KNOBS AND POWER-WINDOW CONTROL BUTTONS OF IMPLEX. 11. HEATER DUCTS MADE WITH PARAPLEX. 12. ARMREST SUPPORTS OF IMPLEX. 


AUTOMOTIVE NEWS, SEPTEMBER 25, 1961 





nounced that Eaton Mfg. Co, has 
established a new division known 
as Eaton International, consolidat- 
ing in one central organization the 
company’s foreign activities. 

E. M. deWindt, a vice-president, 
has been named president of Eaton 
International. 

* * * 


New Welding Concept 


PITTSBURGH.—A new concept 
in welding thin gauge materials 
that promises exceptional speed 
and versatility at low cost has been 
announced by Westinghouse Elec- 
tric Corp. Called the Westing-Arc 
SA-200 system, the new welding 
package includes a 200-ampere sili- 
con diode rectifier power source, a 
compact wire drive system with 
wide feed range, and a new concept 


At Pontiac Open House— 
in straight-through torches. 
* * o* 


Pontiac executives and dealers were among those present at an open house in 
Burlingame, Calif., as the division introduced new officers for the Pacific region and 
San Francisco zone. From left, are R. W. Giberson, Giberson Motors, Chico, Calif.; 
Allan F. Ives, regional manager; Don Doten, Doten Pontiac, Inc., Berkeley, Calif., 
and W. P. Holzworth, zone manager. 


Research Center Planned 


PITTSBURGH. — Plans to con- 
struct a large research center in 
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tires 


is the prime consideration—only the best will do. And nylon cord 


maximum in durability, safety and blow-out protection. Why? Because nylon’s superior 
resistance to major causes of tire damage —flex breaks, heat, moisture — means tires 
better conditioned to withstand the grueling effects of repeated road impacts. For safer, 
longer-wearing tires, the answer is in cords of Allied Chemical’s Golden Caprolan® nylon. 


lied 


hemical 
Fiber Marketing Dept., 261 Madison Ave., New York 16, N.Y. 





Engineering Briefs 


(Continued from Page 28) 








Ae ay ice, BO ab 
on’t need to be nylon—yours do! 


Our young friend above is partial to tires—any tires. But on the highway—where safety 


development of high energy rate 


forming systems. 
* * ok 


Ohly Elected Chairman 


Of SAE’s Detroit Section 


DETROIT. — Charles W. Ohly, 
general manager, Thompson Prod. 
suburban Pittsburgh have been an-| ucts, Michigan Division, Thompson 
nounced by J. D. Mahoney, presi-| Ramo Wooldridge, has been electeq 
dent, Mobay Chemical Co, It is| Chairman of the Detroit Section, 


scheduled for completion in the fall| S°ciety of Automotive Engineers 
of 1962. for the 1961-62 season. He succeeds 


a Max M. Roensch. 
ASME Moves Office Others elected for the 1961-62 seg. 
NEW YORK.—The American So-| 80" were Harold C. MacDonald, 
ciety of Mechanical Engineers has 
moved its headquarters’ offices to| Robert Anderson, Chrysler Corp, 
the recently completed United En-| Secretary, and George Delaney, re. 
gineering Center at 345 E. 47th| tired, treasurer. 
* * 


St., New York 18, N. Y. * 
* * * , Study Set on Standards 
High Energy Rate Forming | For Dimensional Metrology 


To Be Topic of Seminar NEW YORK.—The American 

DETROIT.—One of the newest| Standards Assn. has given approval 
developments in creative manufac-|to development of standards for 
turing techniques, high energy rate| dimensional metrology. The study 
forming, will be the subject of a| was requested by the American 
two-day seminar at the Statler-| Society of Mechanical Engineers, 
Hilton Hotel here, Sept, 27-28. The study will cover calibration 

The program, sponsored by the/and the inspection and means of 
American Society of Tool and| measuring the characteristics of: 
Manufacturing Engineers, will in-| yarious geometrical configurations 
clude tool design, part design, and| such as lengths, plan surfaces, 
angles, circles, cylinders, cones and 
spheres, 


































* * ck 
Chrysler Gets Missile Site 


DETROIT. — Chrysler Corp,’s 
Missile Division, in a move to ex- 
pand its engineering manufactur- 
ing and range-support operations 
in the Cape Canaveral area, has ac- 
quired a 22,000-square foot facility 
in Melbourne, Fla., C. A. Brady, 
division general manager, an- 


nounced. 
* * 


* 
Cast Iron Still Top Metal, 
Engineering Professor Says 

EAST LANSING, Mich.—Gray 
iron and other cast irons still are 
the backbone of modern industry 
and are responsible for the coun- 
try’s present technological promi- 
nence, according to Dr. Howard L. 
Womochel, Michigan State Univer- 
sity metallurgical engineering pro- 
fessor. 

Cast iron is the material of which 
machine-building machines are 
made, he said, and even the other 
metal industries use cast iron ma- 
chines to form their products. 


White Conducts 
Meetings for Parts, 


Service Personnel 


CLEVELAND.—Eleven meetings 
in as many cities in the United 
States and Canada are being con- 
ducted by the General Service Divi- 
sion, White Motor Co., according to 
H. J. Nave, White executive vice- 
president. 

Each meeting is a one-day serv- 
ice, product, and merchandising 
conference and attended by parts 
and service personnel from factory 
sales and service branches of White 
and White distributors. 

The meetings are in charge of 
W. L. Pepin, service director, White 
Division and five of his staff mem- 
bers from Cleveland. 


According to Nave, the meetings 
are an integral part of White’s pro- 
gram to take advantage of broad- 
ened parts and service marketing 
opportunities brought about 
through the many new develop- 
ments in White’s line of vehicles. 
He said most recent developments 
in service department operations, 
customer and vehicle service an 
sales, and service programs for the 
remainder of the year are being 
discussed. 

Benefits of White’s new field parts 
warehouses to White vehicle own- 
ers is being stressed in each meet- 
ing, according to Pepin, along with 
a full explanation of how recently 
installed computor-type equipment 
in the order handling department 
| speeds delivery of hundreds of parts 
orders handled by White each day: 







tires deliver the 





Geller Rambler Opens 


| LINCOLN PARK, Mich.—Harvey 
GOLDEN | Geller has opened Harv Gellet 
. | Rambler, Inc., at 3255 Fort St., Lin- 
( Ga] ITO |coln Park. He has been active 
scsene Pen Fee Mo's | Detroit-area dealerships and usea- 
| car firms for 12 years, serving most 
recently as the general manager 
of a Pontiac dealership. 
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Ford Motor Co., vice-chairman; t 
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Technical 


(Continued from Page 28) 





ineering vice-president of Mo- 
ol Mfg. bo, Racine, Wis. 

He joined the firm in 1936 as an 
experimental engineer. Since June, 
1960, he has served as director of 
engineering and research. 


Osterland Heads Plant 


Carl H. Osterland has been ap- 
pointed plant manager of the Ed- 
gerton (Wis.) plant of Highway 
Trailer Industries, Ince. Prior to 
joining Highway, Osterland was 
with Fruehauf Trailer Co. 


Testing Lab Elects Horton 


A new slate of officers of the 
Detroit Testing Laboratory, Inc., is 
headed by Dexter Horton as presi- 
dent and treasurer. Eugene V. 
Ivanso is the new vice-president 
and Richard A, Forsyth continues 


ecretary. 
as vos * * * 


Wolstenholme Appointed 


Personnel 


Golze to the newly created position 
of Midwest regional manager in the 
industrial sales department, Ma- 
chinery Hydraulics Division, He 
will be stationed in Chicago. Golze 
formerly was Philadelphia district 
manager. Robert G. White succeeds 
him in that post. 
* * * 


Eaton Appoints Clark 


To New Marketing Post 


Edgar W. Clark, formerly direc- 
tor of marketing research for 
Eaton Mfg. Co., Cleveland, has been 
promoted to director of marketing 
services, a newly created position. 

In his new position, Clark will 
supervise and coordinate all Eaton’s 
marketing activities in the areas of 
advertising, sales and product pro- 
motions and marketing research. 

* * * 


Vickers Boosts Dupuis 


R, E. Dupuis has been appointed 
general manager of the Tulsa Prod- 


William E. Wolstenholme has/ ucts Division of Vickers, Inc, Vick- 


been appointed a senior research 
scientist at the Wayne (N. J.) re- 
search center of United States Rub- 
ber Co. 


* * *x 


Trent Tube Names Miller 


L. R. Miller has been appointed 
manufacturing vice-president of 
Trent Tube Co., East Troy, Wis. 


* * a 


Weiffenbach Leaves B-W 


J. F. Weiffenbach has joined 
Trailmobile, Inc., as engineering 
vice-president. He previously was 
director of research and engineer- 
ing for Borg-Warner Corp. 

a cs * 


Scag Joins Allis-Chalmers 


Dane T. Scag has been named 
assistant director of research for 
the Allis-Chalmers Research Divi- 
sion, Milwaukee. He had been tech- 
nical director of C Stellarator As- 
sociates, Princeton, N. J. 

OK * * 


Shumaker Heads ASME 


Clifford H. Shumaker has been 
named president of the American 
Society of Mechanical Engineers, 
an organization of 50,000 mem- 
bers. Prof. Shumaker is chair- 
man of the department of indus- 
trial engineering of Southern 
Methodist University, Dallas. 


* * * 
PPG Promotes Cusick 


Charles S. Cusick has been ap- 
pointed to the newly created posi- 
tion of chief production engineer, 
primary glass, for Pittsburgh Plate 
Glass Co. He had been assistant 
manager of the company’s Ford 
City (Works 4) (Pa.) plate-glass 


= plant. 


* * bd 


Schwarz, GM Vet, Retires 


Bertram A. Schwarz, technical 
assistant to the general manager 
at Delco Radio Division, has re- 
tired under provisions of the Gen- 
eral Motors retirement program. He 
joined Delco Radio in 1936 as chief 


engineer. 
* * * 


Vickers Promotes Golze 


Vickers Inc., division of Sperry 
Rand Corp., has appointed Roy 





Coming Events 


(Continued from Page 12) 


Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall, Detroit. 
* ee 


General 

Oct. 1-5—National Truck Leasing System, 
Edgewater Beach Hotel, Chicago. 

Oct. 1-5—I4th annual convention and ex- 
hibition, Truck Body and Equipment 
Assn., Hotel Sherman, Chicago, 

Oct. 8-13—American Trucking Assn. An- 
nual Convention, Statler and Mayflower 
Hotels, Washington, D. C, 

% Oct. 19-20—16th Midwest Conference of 
he American Society for Quality Con- 
trol, Chase-Park Plaza Hotel, St. Louis. 

Oct. 23-26—Fleet Maintenance Exposition, 
Private Truck Council of America, Inc.. 
New York Coliseum, New York. 

Oct. 29-Nov. | — National Lubricating 
tease Institute, Rice Hotel, Houston. 
ov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 

Dec. 9-11—8th Annual Auto Trim Show- 
Eaavention, Hotel Ambassador, Los An- 

S. 





‘ 1962 
jan. 29-31—Automotive Accessories Manu- 


facturers of America, McCormick Place, 
hicago, 


joined the company in 1936. 


* * * 


Chrysler Appoints York 
To New Engineering Post 


Hayward F.. York has been named 
manufacturing engineering man- 
ager for Chrysler 
Corp. 

In this position 
York will be re- 
sponsible for cor- 
porate staff activ- 
ities related to 
production engi- 
neering, nonpro- 
ductive standards 
and facility anal- 
ysis activities. 
With Chrysler 
Hayward F. York since 1933, he has 
served on the corporate manufac- 
turing staff since 1957, when he was 
appointed chief production engi- 
neer. 





* * * 
Richards, Pretz, Hopeman 
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ers is a division of Sperry Rand 
Corp. Dupuis has been manufactur- 
ing manager of Vickers’ Machinery 
Hydraulics Division since 1957, He 





gineering Staff have been -an- 
nounced. They are: 

Jesse W. Richards, to director of 
the newly-established technical 
analysis office; Philip H. Pretz, di- 
rector of the international engi- 
neering office, and Victor Hopeman, 
director of testing operations. 

* * a 


GMC Names Field, LaBelle 
Assistant Chief Engineers 


Appointment of R. E. Field and 
D. J. LaBelle as assistant chief 
engineers responsible for trucks 
and coaches, respectively, has been 





D. J. LaBelle R. E, Field 
announced by GMC Truck & Coach 


Shifted in Ford Engineering | Division, General Motors Corp., 
Three major organizational as- | Pontiac. 


signments in Ford Motor Co.’s En- 


CFUT ET Ni 


Prior to his promotion, Field 


LIGHTS THE WAY TO 
MORE DEMOS, FASTER CLOSES, FATTER PROFITS IN '62 


During a demonstration, Guide-Matic Automatic Headlight 
Control doesn't just sit there. /t does something! And that 
something puts your new cars in their best light—in twilight 


or after dark. Prospects become curious and then enthusi- 


astic, as headlights automatically switch up 
or down to meet every driving situation. 
Guide-Matic gives vivid visual evidence 
that your 1962 models are tops in safety and 
night driving convenience. Equally important, as 
the salesman describes other new-car benefits, 


there is no dimmer-switch 


pect can keep his mind on the demonstration. 


distraction. The pros- 









55 


served as truc.k engineer since 
April, 1960. LaBelle is transferred 
to the coach engineering operation 
after serving as assistant chief en- 
gineer for trucks. He succeeds C. R. 
Lewis, who has been reassigned to 
the coach sales department as ex- 
ecutive engineer. 
cs * * 





Three Engineering Posts 


Filled by Ford Motor 


G. Gordon Cook has been ap- 
pointed assistant executive director- 
administration of the Ford Motor 
Co. engineering staff. He formerly 
was assistant con- 
troller of the 
company. 

In other en gi- 
neering staff 
changes, W. K. 
Burton, formerly 
executive engi- 
neer of the engi- 
neering facilities 
and services of- 
fice, was redesig- 
nated director of 
the office. H. S. G. Gordon Cook 
Soper, controller, was named di- 
rector of the engineering adminis- 
tration office. 





Many people will walk in and ask about Guide-Matic. Over a 
million units have been installed so far. Present owners like 
its convenience. National advertising will bring in additional 
customers. Beginning October 14, prospects will see Guide- 


in the October 16 


Matic demonstrated on the CBS-TV program 
‘‘National Football League Game of the 
Week."’ Also, starting with a full-color ad 


Sports Illustrated, adver- 


tisements will sell the benefits of Guide-Matic on 
every full-size GM car. Customer brochures will 
add impact in the showroom. Make Guide-Matic 

work for you in every new car demonstration. 


IT’S READY TO GO TO WORK ON THE 1962 CHEVROLET, PONTIAC, BUICK, OLDSMOBILE AND CADILLAC 


GUIDE-MATIC 


AUTOMATIC 


HEADLIGHT -COoON TT 2 © L. 


GUIDE LAMP DIVISION, GENERAL MOTORS CORPORATION, ANDERSON, INDIANA 





















Since 1911 
the Official 
Used Car 


Valuation Guide 


















Authoritative 
and Impartial 


When you Buy, Sell, Trade, Finance and Insure 
used automobiles, use RED BOOK, the recog- 
nized authority that more banks, finance and in- 
surance companies depend upon for impartial 
Retail, Wholesale, Finance valuations. 

Covers all passenger cars, leading import cars, 
trucks (up to I!/, ton capacity) for the past 6 
years. 

Show front view illustrations, motor, serial number 
locations, title, license plate, sales and use tax 
data, etc. ' 

One year subscription for your area 9.00 


(8 revised editions) 















































































Used Trucks 


All production 
make trucks (past 
7 years). Factory 
prices, capacities, 
G.V.W., W.B., H.P. 
ratings, valuations 
optional equip- 
ment given. One 
year subscription 
(2 issues), $10.00 










Market Values 


Fast reference 
valuation guide. 
Every 15 days 
brings current: 
Wholesale (only) 
regional valua- 
tions (all passen- 
ger cars) past 6 
years. One year 
subscription (24 







































































Nirmal TLC 


900 South Wabash Avenue «- Chicago 5 





















APPROVED 


for use by dealers in 
the following automotive lines: 











@ American Motors Corporation 





@ Chrysler Corporation 





@ Ford Motor Company 






@ General Motors Corporation 





@ Renault, Inc. 





@ Studebaker-Packard Corporation 






@ The White Motor Company 





@ Volkswagen of America 





NORICK OFFERS A COMPLETE LINE 
OF SPECIALLY-DESIGNED BUSINESS 
FORMS FOR AUTOMOTIVE DEALERS 


\\ Prot eee 


3909 N W. 36th @ OKLAHOMA CITY, OKLAROMA 
Branch Stores in Chicago, los Angeles, San Francisco 
Representatives in Mayor Cities Across the Nation 
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Capsule Reports .. . 


Lighter Tire Is Designed 


By Goodyear for Speed Test | 

AKRON. — Mickey Thompson, 
America’s land speed-racing king, 
will be equipped with an improved 
tire to bolster his scheduled assault 
on the official world mile record 


Flats in October, according to 
Goodyear Tire & Rubber Co. 

A lighter tire has been specifical- 
ly designed for Thompson’s “Chal- 
lenger I’ by Goodyear to combat 
the extreme temperatures of the 
Flats, said Walter DeVinney, Good- 
year racing-tire engineer. A 5 per- 
cent reduction in tire weight has 
been made possible by a new rub- 
ber compound providing increased 
heat resistance through reduction 
of rubber coating, he said. 

* * + 


Tom Keating Jr. Opens 


Chevy Deal in California 


BUENA PARK, Calif. — Thomas 
H. Keating jr., son of the former 
general manager of Chevrolet, has 
opened a Chevrolet dealership here. 

Harold Hirst is general manager 
of the company, Tom Keating Chev- 
rolet, Inc. 

oo x * 
House Hearing Planned 


On Air Pollution-Cancer Link 


WASHINGTON. — The House 
Safety Subcommittee expects to 
hold hearings, probably in late 
fall, on the effects of air pollution 
on lung cancer. The effect of auto 
exhaust will be one of the fac- 
tors considered. 

Rep. Kenneth A. Roberts, Ala- 
bama Democrat and subcommit- 
tee chairman, said requests for 
an investigation have come from 
Cleveland, Birmingham and Les 
Angeles. 

of +* 
Chrysler Missile Division 


Adds Cape Canaveral Unit 


DETROIT.—In a move to expand 
its operations in the Cape Canaveral 
area, Chrysler Corp.’s Missile Divi- 
sion has acquired a 22,000-square- 
foot facility in Melbourne, Fla., ac- 
cording to C. A. Brady, division 
general manager. 

To date, in the Cape area, Chrys- 
ler has provided manufacturing and 
engineering field-support services 
in connection with a number of 
missile and space programs includ- 
ing Jupiter, Mercury and Saturn. 
Thomas R. Brown jr. is manager of 
the Missile Division’s Florida op- 
erations. 

8 *~ aK 
Amendment Proposed 


For Recording Wages 


WASHINGTON. — A proposal to 
amend the recordkeeping regula- 
tions under the Fair Labor Stand- 
ards Act has been made by Clarence 
T. Lundquist, administrator of the 
United States Labor Department’s 
Wage and Hour and Public Con- 
tracts Divisions. 

The proposal relates to records 
to be kept with respect to employes 
who are subject to two different 
minimum wages during the same 
workweek. The proposed amend- 
ment would require employers who 
elect to pay such employes less 
than an amount arrived at by ap- 
plying the highest applicable mini- 
mum rate for all hours worked in 
any workweek, to keep certain ad- 
ditional payroll and other records 
with respect to these employes. 

& $e x 


Federal Court Halts Sale 


Of Car Wash Cream 


CLEVELAND, — A Federal Dis- 
trict Court here has enjoined Bell 
Co., Cleveland, and its automotive 
products division, Westley Indus- 
tries, from selling and advertising 
Westley’s “Vacation” car wash 
cream in packages similar in ap- 
pearance, colors and design to the 
package used by S. C. Johnson & 
Son, Inc., Racine, Wis. (Johnson’s 
Wax) for its “Holiday” car wash- 
ing cream. 

The consent order also enjoins 
Westley from using “Vacation” or 
any other trademark “confusingly 
similar” to Johnson’s brand name 
“Holiday” with polishes or cleaners. 
Under the order, Westley delivered 


over the Bonneville (Utah) Salt- 











Auto News in Brief 


to Johnson all “Vacation” bottles in 
its possession, all advertising mate- 
rial relating to the “Vacation” car 
wash cream, and all plates, molds, 
matrices, and other means for mak- 
ing copies of the infringing label. 
+ * cd 
Automotive Firms Generous 


To Atlanta Fund Drive 


ATLANTA.—The Atlanta Cham- 
ber of Commerce’s Forward Atlanta 
Fund drive has received liberal 
support from automotive interests 
in this area. Almost 40 firms in the 
automotive field have already made 
contributions. 

The fund will be used to spur the 
development of Atlanta as an in- 
dustrial center. The drive has al- 
ready brought in some $100,000 more 
than the original goal of $1.5 mil- 
lion. 

* of a 


Replacement Panel Maker 


Doubles Plant Space 

EUCLID, O.—Schofield Mfg. Co. 
has acquired a neighboring manu- 
facturing plant that will more than 
double its office and production 
area. 

The new buildings are at 1130 E. 
222nd St. Schofield makes replace- 
ment panels for auto bodies. 

* * * 


Briggs & Stratton to Unveil 


New Easy-Starting System 
MILWAUKEE.—Briggs & Strat- 
ton Corp., producer of air-cooled 
engines, announced it will unveil 
a new easy-starting system for its 








hig 


engines at the National Hardware 
Show in Chicago Oct. 2-6. 

The system, “Easy-Spin,” reduces 
engine-starting effort by 50 per. 
cent, the company said, and hag 
application on single cylinder, four. 
stroke cycle engines for powering 
lawn mowers, garden cultivators, 
lawn sweepers, snow blowers, agri- 
cultural implements, construction 
tools, and related equipment. 

* * ok 


Auto Salesman Quits, 


Opens Tree-Service Firm 


MONTPELIER, Vt.—Laine C, 
Vance, a member of the Vermont 
Legislature, has quit his job as 
an auto salesman to go into the 
tree business, 

One of his first new duties will 
be to clear trees along the route 
of a state-financed ski-access road 
to the new Stratton Mountain ski 
development, a project he helped 
steer through the 1961 Legislature 
as chairman of the House Ways 
and Means Committee. He plans 
to incorporate his firm as Ver- 
mont Tree Service Co. 

* * «* 


Commerce Dept. Revising 


Automotive Lift Standard 


WASHINGTON. — Greater safety 
in the design of automotive lifts is 
provided in a revised industry 
standard now under development, 
according to the United States De- 
partment of Commerce. 

Recommended by the Automotive 
Lift Institute, the revised standard 
has been endorsed by interested 
manufacturers, distributors and 
users. The Recommended Revision 
of Commercial Standard CS142-58 
(Automotive Lifts), now under con- 
sideration for trade acceptance as 
TS-5538, is available upon request 
from Commodity Standards Divi- 
sion, U. S. Department of Com- 
merce, Washington 25, D. C, 


Quantity 


PRODUCTION 
of 
GREY IRON CASTINGS 
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ONE OF THE NATION’S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 
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DIVISION OF GORDON STREET, 
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MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 








ADVERTISEMENT 


CUSTOMER LURE is what some dealers call this attractive Childers Pre 
Engineered Structural Shelter. Makes your car lot a second showrvom 
that’s clean no matter how much snow is on the ground. Customers love it 
—just see how sales go up and up. And cleaning and maintenance of carts 
goes down at the same time. The extra sales you make will pay for yout 
Childers Structural Shelter in no time. See Page 49 for all the details. 
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ond Dealer’s Tiff with Rep Bared ... 


Oklahoma Set for License Quiz 


every standard Falcon and with 

“unloading” two convertibles on 

him “because they convinced me 

that there would come a time 
when I would need their help and 
I would get it.” 

However, he said, the Oklahoma 
City office refused to help him in 
April, 1960, when his inventory 
stood at 85 new cars and trucks— 
about a 120-day to 150-day supply 
for Holderby Ford. He estimated 
his January-February loss this year 
at nearly $4,000. 

Upshot of the affidavit to the 
commission, according to Holderby, 
































(Continued from Page 3) 


Love’s part came before the 
Coramission earlier this year in 
a case, now closed, involving 
Louis Holderby Ford, of Durant, 
Okla. 

Holderby, a Ford-Mercury dealer, 
closed his service department last 
March 10 in order to “wash out 
accounts receivable” while trying 
to sell his dealership. A Ford fran- 
chise-holder since 1958, he laid 
blame for his plight upon “grossly 
unrealistic’ quotas designed to 
match sales of the Durant Chev- 
rolet dealer, whose longevity had 
been some * yams. 





APRIL 4, according to Hol- 
a seta, a commission secretary 
said Ford had complained against 
him on the ground the Motor Ve- 
hicle Law requires dealers to main- 
tain a service shop as a license re- 
quirement. Holderby submitted an 
affidavit to the commission and 
listed his grievances against Ford. 

“Registrations were checked at 
the county tag agent’s office by 
representatives of the company,” 
Holderby advised the commission, 
“and constant reminders left with 
me if I was registering less than 
Chevrolet. 

“I telephoned the district sales 
manager (Love) that same spring 
and complained that during the 
first 100 working days of the year 
that I had been forced to spend 
50 of them entertaining Ford 
representatives and the other 50 
trying to undo the things they 
had got started in my dealership 
so that I could give my own 
business a little bit of my own 
direction. 

“I requested that he keep his ex- 
perts in Oklahoma City and let me 
try to run my dealership like a 
business rather than as some kind 
of a county contest.” 

af 


Newport Dealer Figured 


In Tenn. Court Test 

JOHNSON CITY, Tenn.—Auto- 
motive News erred last week in 
naming the Johnson City Ford 
dealer as the subject of a fac- 
tory-sponsored court test of Ten- 
nessee’s factory-dealer licensing 
law. 

Actually, the dealer involved in 
the termination proceeding was 
Cocke County Motor Co., of New- 
port, Tenn. Tennessee Motor Co., 
Inc., has been Ford’s dealer in 
Johnson City for 23 years. 





I know anything about human 
nature they skin the factory, too, 
before they get through, Fac- 
tory’d be better off lots times 
without a dealer than to have the 
kind they got. 


“I changed brands last time just 
because of the dealer ... changed 
from Plymouth to Ford and this 
Ford dealer is a scholar and a gen- 
tleman if there ever was one. He 
won't give you anything you've not 
got coming and I’m sure he 
wouldn’t play both sides to the mid- 
dle. Told me ‘Let’s just try for a 
square deal all around, square deal 
for the factory, one for me and one 
for you.’ That’s fair. 

“T’ve got around $100,000 invested 
in this motel ... been in business 
a long time... the public is fickle 
and I’m sure one that hopes Chrys- 
ler not only stays in business but 
makes a huge success of it. I'll say 
this much. People who drive in 
here with Chryslers are invariably 
nice people to do business with. We 
get a lot of people with Dodges 
and they all seem to like them.” 

* cs * 
We HUNTED up a professional 
man, He turned out to be a 


OLDERBY also took issue with 

the Ford sales-incentive philos- 
ophy. He said that because Ford 
quotas “are determined largely. by 
the number of Chevrolets sold, a 
dealer in a community where Chev- 
rolet over the years has become the 
more popular car is virtually ruled 
out of all incentive bonuses.” 

“This, of course,” Holderby con- 
tended, “has the two-pronged ef- 
fect of weakening the dealer finan- 
cially (over where he would have 
been with bonuses earned), so that 
he cannot as effectively compete 
with Chevrolet, and it gives his 
neighboring Ford dealers who may 
have been in better competitive 
standing with Chevrolet a chance 
to reach the bonus money first and 
thus to be in a position to nibble 
into the already weaker Ford deal- 
er’s market.” 

Holderby charged the Oklaho- 
ma City district sales office with 
requiring him to take two auto- 
matic transmission Falcons for 





Business Barometer 


Automotive News Economic Index— 
95.6 Percent of Last Week 
103.0 Percent of Like Week Last Year 
Percent of 


Percent of Like Week 
Last Week Last Year 










Auto Production ................ 64,261 76.9 74.7 
Truck Production ............... 17,259 91.1 84.8 
Auto Registrations—Year to Date.. 3,388,815 reste 85.5 
Truck Registrations—yYear to Date. 515,720 cates 90.7 
Steel Production—Tons .......... 2,032,000 100.0 134.6 





















Lumber Production—Board feet ... 194,810,000 86.7 100.7 
Paperboard Production—Tons ... 347,649 132.8 108.1 
Soft Coal Output—tons ......... 7,130,000 86.7 106.4 
Oil Refinery Output—Barrels ..... 52,687,000 100.1 101.4 
Electric Output—Kilowatt hours ... 15,869,000,000 100.2 111.0 
Barometer Freight Car Loadings 286,858 84.5 108.6 
Department Store Sales Index .. 129 83.8 99.2 
Stock Market Price Index ....... 136.7 99.7 122.1 
U. S. Government Spending 

Miscal year fo date ....0..s0.000 $23,123,164,000 ‘aes 115.9 
Commercial and Industrial Loans $31,514,000,000 100.1 101.2 
Savings Deposits ................ $29,070,000,000 100.1 ee 
Used-Car Prices—Average ....... $1,014 100.3 110.6 
Business Failures ................ 292 106.2 95.7 
Common Common 
Stocks Sept. 20 Sept. 13 1961 Range Stocks Sept. 20 Sept. 13 1961 Range 
AMC....... 18% 18 21%-16% eA 51% 53% 55%4-42% 
Chrysier... 56% 55% 57%-37% Mack...... 51 525 53Y%4,-32% 
BR chsinla's 104%, 98% 104%-63% | S-P......... 12% 11% 13 -7 
BS, ssiecice 48Y_ 47% 49-40% White...... 515 525% 60%4-40% 






(Sept. 25, 1961) 






Chrysler Ad Impresses 
Most in Public Survey 


(Continued from Page 6) 


























has been an improved relationship 
with the Oklahoma City office and 
a brighter profits position. He re- 
cently reopened his service depart- 
ment. 

* * * 

HAIRMAN of the commission is 

R. T. Scott (Chevrolet), Okla- 
homa City. The other six members 
are Harvey Cobb (Pontiac-Cadil- 
lac), Ponca City; Roy Hughes 
(Chevrolet), Bartlesville; Paul T. 
Million jr. (Ford), McAlester; W. 
Ray Gayley (Buick), Cushing; Jack 
Clark (Dodge), Oklahoma City, and 
Frank Kitchens (B uic k-Cadillac), 
Lawton. 

Executive secretary of the 
commission is H. L. Sparks, a 
former Chrysler Corp. dealer in 
Stillwater. Assistant executive 
secretary and field officer is John 
W. Long. 

Doenges has been a Ford dealer 
in Bartlesville about 30 years and 
Ford dealer in Tulsa 11 years. He 
also has Ford dealerships in Cof- 
feeville, Kans., and two Colorado 
cities. 

Doenges is president of the Cher- 
okee council of the Boy Scouts of 
America and a past president of 
the Bartlesville chamber of com- 
merce and Rotary Club. He was 
Democratic National Committee- 
man from Oklahoma for eight 
years and was a candidate for gov- 
ernor in 1958. 


young lawyer in a Kansas town, 
not too long out of college. 

“They’ve got the right idea,” the 
lawyer said, “and I’m going to buy 
one of their products when the ’62s 
are on display. It takes new blood, 
new ideas, I might even say young 
ideas, to make a success of any- 
thing in this highly competitive 
age. 

“They’re on a winning combi- 
nation and they’ve gone through 
a shakeup that is going to make 
them better. They’ve put their 
dirty linen out on the line to dry 
and it’s ready to take in and start 
ironing. 

“What Chrysler has gone through 
might do a lot of other companies 
some good. They deserve support at 
ground ievel and they’ve got mine 
and I’ve never owned a Chrysler 
product in my life and don’t even 
know a Chrysler dealer.” 


Senate Group 


OK’s Amended 
Antitrust Bill 


WASHINGTON.—A measure to 
compel production of documentary 
evidence in civil antitrust investi- 
gations — sponsored by Senator 


What do they 
have in common? 


Motorists who care for their cars . . . and serv- 
icemen who care for their customers . . . agree 
that WoLF’s HEapD Oil is truly the finest of the 
fine. There’s a reason—-WoLF’s, HEAD is 100% 
Pure Pennsyivania, Tri-Ex refined three im- 
portant extra steps and scientifically fortified for 
the finest engine protection. The result is un- 
common lubrication . . . uncommonly low op- 
erating and upkeep costs . . . truly uncommon 
quality. That’s why many motorists who care 
for their cars insist on WOLF’s HEAD. Keep your 
customers coming back with WoLF’s HEAD... 
the motor oil that commands uncommon cus- 
tomer loyalty the country over. 


WOLF’S HEAD OIL REFINING CO. 


OIL CITY, PA. 
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Estes Kefauver, Pennessee Den0- | 


crat—has been approved by the 
Senate Judiciary Committee. 

The bill has been amended to 
provide additional safeguards for 
business. The one controversial as- 
pect — permission to let congres- 
sional committees have access to 
the documents—has been deleted. 

Kefauver has asked for fast Sen- 
ate action before adjournment, and 
it is viewed as entirely possible the 
bill will be passed by the Senate 
before adjournment. House action 
is not impossible but it is unlikely 
this year. 

Among the amendments are pro- 
visions that documents desired by 
the Justice Department be made 
available for inspection and copy- 
ing to a representative of the firm; 
keeping a set-aside petition in the 
judicial district of the company; 
providing that time allowed for 
noncompliance shall not run during 
the pendency of a set-aside peti- 
tion. 

A similar civil-demand bill once 
before passed the Senate, but failed 
of passage in the House. Justice 
has argued that in civil complaints, 
it must file without enough prior 
evidence for successful prosecution. 





Resolute Building 
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SPECIALIZED INSURANCE MARKET 


FOR CONSUMER CREDIT... 


Coverages bvatlable 


AUTOMOBILE PHYSICAL DAMAGE 


(comprehensive, fire, 


theft and collision) 


CREDIT LIFE, DISABILITY 


ya 
felal 


Write, Wire or Call 
JAckson 2-6277 


MUU Hee Lak 


Weval Teta] 3, Connecticut 
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Managers Meet on GW... 





U.C. Discount Plan 
Enjoys Fast Spread 


(Continued from Page 3) 


state association. The customer|ering advanced time periods run 
must pay cash for any work done. 


The dealer issues a warranty 
and an identification card to the 
customer, which details the 
transaction and holds the war- 
ranty to the car purchased. Deal- 
er advertising is designed to 
make the warranty desirable and 
“wanted” by the prospective 
used-car buyer. 

This card also identifies the pur- 
chaser to any other dealer who 
makes the warranty good on re- 
quest, a feature designed to pro- 
tect the used car purchaser while 
travelling during the year. 

The GW does not extend to lub- 
rication, gasoline, oil, car washing, 
polishing, or repairs made neces- 
sary by misuse, accident or fire. 
Each dealer is not required to 
furnish any work under the guar- 
antee except at his place of busi- 
ness. This brings the customer 
back to the place where he bought 
the car. Surveys show many con- 
tinue to return after the warranty 
period has ended. 

ea * ok 

Syne mileage as shown on the 

speedometer of the vehicle cov- 
ered by the GW is neither assumed 
or guaranteed to be correct at the 
time of purchase. This eliminates 
claims based on mileage. The GW 
is not transferable. 

The question of discounts has al- 
ways been a ticklish one for fran- 
chised auto dealers. When inform- 
ed of this plan, they usually raise 
the question of whether they can 
afford to give legitimate discounts 
of this proportion. 

The Iowa association suggests 
dealers examine their hourly rate 
and, if it is too high or too low, 
to adjust it to bring it in line. 
They have surveys showing rates. 
Dealers are also asked to deter- 
mine how much service work is 
done on used cars sold through- 
out a year, to examine the cost of 
Present 50-50 warranty plans 
which the GW plan replaces, how 
much service business is being 
lost to independents and service 
stations, and what discount is 
new being given the independent 
garageman on parts. 

Kahl told Automotive News that 
some dealers in Iowa had been 
using a similar plan for many 
years with marked success in cus- 
tomer satisfaction and generating 
increased used-car volume, They 
report that it is more profitable to 
them and much more desired by 
the used-car buyer. 

The plan was developed in Iowa, 
according to Kahl, when the “Bond- 
ed Warranty” fiasco was discussed 
at district meetings and dealers in 
attendance voted for IADA to spon- 


sor this plan. 
* * * 


g PGAL aspects worry some deal- 
ers. In this category the dealer 
is only required<teseamaply with the 
simple terms and vepnditions set 
forth in the warramty itself. Par- 
ticipating dealers are required to 
honor the warranty as long as they 
are listed in a dealer listing book, 
which lists all dealers who are 
using the plan. New books , are 
issued twice each year. 

A dealer may quit the plan any 
time he wants to by failing to issue 
any more warranties and honoring 
the ones he has already issued, In 
cases where a warranty issued by 
the selling dealer is presented to 
another dealer, that dealer is bound 
to honor the warranty as long as he 
is listed as a participating dealer. 

A dealer cannot do anything 
about another participating deal- 
er who refuses to honor a war- 
ranty card, since the dealer is 
only obligated to give the dis- 
count on the repairs done by 
him. However, reports from the 
field indicate that virtually no re- 
fusals are made and that most 
participating dealers want the 
business. 

In some instances, such as with 
automatic transmissions, the sell- 
ing dealer has referred to the used- 
car buyer to the franchised dealer 
for the car he bought«because that 
dealer can make repairs for less 
cost. 

Warranties and guarantees cov- 



















into insurance laws in some states. 


such warranties should never make 
any charge for the warranty which 


state associations submit the plan 
to the state insurance commission- 
ers for definite rulings. So far no 
state has ruled it to be insurance. 
* * * 

| Epes said the plan was made 

broad, including batteries and 
tires, to bring the customer back 
to the dealership for almost every 
need. This is a built-in traffic 
builder for the service department, 
showroom and used-car lot. 

On the cash provision, Kahl] said 
that the dealer could provide credit 
if he wished but his obligation is 
only for a cash deal. In this respect, 
it represents a real discount for 
cash. 

Whether all used cars sold 
should be warranted under the 
plan is a question facing most 
dealers. Kahl said it is entirely up 
to the dealer but that most deal- 
ers use it only on cars selling for 
more than $300 for obvious rea- 
sons. 

Dealers pay the association 50 
cents for each warranty issued. 
Kahl said that 25 cents of this is 
set aside for statewide advertising 
to promote the warranty plan for 
dealers and 25 cents is used for ad- 
ministrative costs, printing war- 
ranties, dealer listing books, post- 
age, newspaper mats, window 
decals and other promotional ma- 
terial. 

R, E. Bickelhaupt, president of 
IADA, calls the GW program an 
“alliance pact” and said that it rep- 
resents a start of a greater willing- 
ness by reputable new-car dealers 
to team up for their mutual benefit, 
and presents an opportunity to at- 
tack “leeches” who have been cut- 
ting into the service and used-car 


business of new-car dealers. 
* * 


os 

E RECOMMENDS that dealers 

make sure their salesmen un- 
derstand the plan, that they use it 
with enthusiasm and that no “de- 
bunking” of the plan be permitted 
by salesmen. 

He also said that the plan must 
be used with discrimination so that 
the customer will want the plan. 
This can be avoided by seeing that 
no such discounts are given to the 
general public and that the GW 15- 
percent discount is confined to the 
used-car buyer. 

For those who are using both 
the 50-50 and the GW plans, Bic- 
kelhaupt said that dealers could 
give the buyer a choice but not 
give him both. 

He said that dealers should make 
it plain to customers that all qual- 
ity new-car dealers in the plan will 
honor the warranty. He advised all 
dealers to join in the advertising 
programs and to actively promote 
the plan. 

Ardel Prather, owner of Sioux 
Motors, Inc. (Ford), Sioux Falls, 
S. D., was one of the dealers inter- 
viewed in regard to the plan and 
he was enthusiastic about it. He 
said that it had already helped 


used-car volume. 
* * 


* 

IOUX MOTORS offers both the 

50-50 plan and the GW but the 

latter is replacing the 50-50 in 
owner popularity. One of the main 
advantages of the plan is in selling 
out-of-town customers, Prather re- 
ported, because it provides them 
positive assurance and is the best 
warranty yet to bring the customer 
back to the point of purchase. 

The fact that the buyer cannot 
get the plan from any but fran- 
chised new-car dealers also adds 
value to it in the minds of prospec- 
tive buyers. 

“The way this works is that, 
if a buyer buys a car not our 
brand,” Prather told Automotive 
News, “it may be to his advant- 
age to go to the make dealer for 
repairs. While we would appar- 
ently lose the customer to an- 
other dealer, we would not lose 
him to an outsider. The dealer 
who gained this customer would 
probably send us as many as he 
received, thus holding the busi- 


For this reason, the dealer issuing 


eliminates this possibility. Most 











ness to the group of franchised 

dealers in a city or state.” 

It has worked that way in Sioux 
Falls as well as other places. Prath- 
er said they sold a used Buick and 
the owner came in for automatic 
transmission repairs for which 
Sioux Motors was not equipped, He 
said he called the Buick dealer and 
asked him if he would like to have 
the job under the warranty. The 
Buick dealer wanted the job and 
obviously could make the repair for 
considerable less labor outlay than 
the Ford dealer. 

* * * 

NDIVIDUAL dealer warranties 

are often vague, varied, abused 
and misunderstood and salesmen 
sometimes misrepresent such war- 
ranties. 

Surveys by the Iowa association 
has turned up some interesting 
facts, such as the fact that overall 
service business is up 73 percent 
since 1954 but that franchised deal- 
ers are not getting their share. 

IADA also points out that 68 
percent of the present service 
business of the franchised dealer 
can be handled by the average 
service station and that is how 
much the dealer can lose unless 
he takes steps to hold and in- 
crease his share. 

Kahl said that a test recently 
conducted in Iowa showed that cars 
with the GW warranty brought $10 
to $25 more than cars without it. 

ok + * 

HE dealer has another advant- 

age as pointed out by Kahl and 
that is that he knows the maxi- 

mum cost to him when any car is 
returned under the warranty. 

R. H. Allen, president of Allen 
Co. which owns Allen Motor Co., 
Allen Olds-Cadillac Co., Allen’s 
Service Station, Rayal Invest- 
ment Co., and Motor Acceptance 
Co., Cedar Rapids, Ia., discussed 
the use of the GW plan since 
Jan, 1, 1960. 

The used- -car adjustment account 
was cut $1,444 for the first seven 
months, during which time the 
dealership sold over 600 cars under 
the GW plan. 

* 














Egbert Reporte: 










By William V. Humphrey 
Staff Correspondent 

CHICAGO. — Studebaker dealer 
confidence is at an alltime high, 
Sherwood H. Egbert, president of 
Studebaker-Packard, told a news 
conference here 
at a dealer pres- 
entation. 

Egbert, after 
making dealer 
presentations in 
New York, Wash- 
ington, Atlanta, 
Dallas and other 
cities, said: 

“Confidence is 
the feeling we 
have found on 
the part of our 
dealers throughout the country.” 

Dealers are ordering more cars 
this year, he stated. 

Although the net number of Stu- 
debaker dealers has dropped from 
2,700 to 2,100, due to cleaning out 
nearly 900 duals, Egbert said S-P 
now has, and is still looking for, 
“quality dealers.” At present, S-P 
covers Only 70 percent of the United 
States market. 


“We are trying to cover the 
other 30 percent,” he said. 

Egbert said that Studebaker will 
operate at a profit for the re- 
mainder of the year, and indicated 
the company will come close to 
making a profit for the full year. 
He said S-P expects to be solidly 
in the black in 1962—with a volume 
of $400 million as against the ex- 
pected 1961 volume of $300 million. 

S-P now has a working capital 
of $34 million, with no long-term 

debts other than one due in 1964. 
“This gives us two years of 
grace,” he said. 

This optimistic outlook is due, in 
part, Egbert said, from defense 
contracts Studebaker has been 
awarded. He said the government 
has asked the company to make 
delivery on its $27.8 million military 
truck contract in half of the ex- 
pected time. He added that the 
company expected to complete de- 
livery by June 30, 

The company is looking forward 
to acquiring an additional $30 mil- 
























S. H. Egbert 









* * 






Little Progress Noted 


In U. C. Warranty Case 


SAN FRANCISCO.—The North- 
ern California Motor Car Dealers 
Assn. reported little success in 
pressing claims for money owed 
dealers in a used-car warranty 
case. 

A number of association members 
joined in making one claim in a 
bankruptcy case involving Regis- 
tered Tested Cars, Sure Cars of 
America, National Bonded Cars 
and/or Consolidated Auto War- 
ranty. 

Gillespy, Dominick, Fletcher & 
Taylor is serving as counsel for the 
dealer group in Birmingham, Ala., 
where the bankruptcy case is being 
heard. 

One of the unresolved questions, 
according to the law firm, is wheth- 
er creditors of National Bonded 
Cars and Sure Cars of America 
“will share in the proceeds of the 
judgment obtained by Registered 
Tested Cars and Consolidated Auto 
Warranty.” 

Under question also is whether 
the warranty firms were ever ac- 
tually merged. The law firm said 
that material so far on the record 
indicates that there was no merger. 

The law firm said that the money 
available for claims is limited to 
$180,000 recovered from insurance 
companies. 

































U-Need-A 


CLEANERS & LAUNDRY 


New Jeep Fleetvan— 

The Jeep Fleetvan, half-ton, walk-in-type delivery vehicle, is being introduced by 
Willys Motors, Inc., for general light pickup and delivery duty. The vehicle is an 
enlarged version of the Fleetvan model built by Willys for the Post Office Department. 
The new unit has a cargo area of 170 cubic feet. 


New Home for Peters Plymouth Center— 



















Monte E. Peters Plymouth Center has moved into this new building at 1071 W. 17th Ki 
St., Santa Ana, Calif. The new building and used-car lot occupies a 265-foot frontage, 
Service facilities include 20 stalls. The dealership is headed by Monte E. Peters, 





S-P Dealers Buoyant 


lion to $40 million in defense work 
in the coming year, Egbert said, 
Production of autos is running 
presently at a level of about 500 
per day, Egbert pointed out. He 
predicted that the company would 
sell about 40 percent more cars in 
the fourth quarter this year over 
last year’s sales and he looked for 
sales of 120,000 new cars in 1962, 
against less than 100,000 in 1961. 


At introduction time last year, 
Egbert said, there was a total of 
19,400 cars unsold. This year, it 
was only 5,000, he said. 


It is likely, Egbert said, that the 
company may change its name, 
dropping the “Packard” designa- 
tion and becoming known as Stude- 
baker Corp. 

In future advertising, composed 
mostly of four-color inserts in 
newspapers, the company expects 
to begin plugging the slogan “Ask 
the man who owns one” and “the 
father and son image.” The budget 
is estimated at $9 million. 

Egbert said their advertising 
would still appear in many mag- 
azines but for the first quarter 
of 1962, newspaper advertising 
would be extremely heavy. 

S-P’s remaining 454 dual dealers 
account for 9 percent of sales, he 
said. Twenty-two percent of sales 
were produced by duals when such 
dealers totalled 1,300, 


Jeep Fleetvan 
Hailed at Salons, 
Willys Reports 


TOLEDO.—First salon showings 


of the new ‘Jeep’ Fleetvan half-ton - 


delivery truck have resulted in an 
enthusiastic response on the part 
of visitors and have produced 
scores of orders from dealers and 
truck users, it was reported last 
week by James Beattie jr., Willys 
Motors vice-president and general 
sales manager. 

The series of salon introductions 
began in Hartford, Conn., Sept. 14, 
and are continuing in 40 additional 
major cities throughout the coun- 
try. They were held last week in 
Boston, San Antonio, Denver, Cin- 
cinnati, Chicago, New York City, 
Baltimore, El Paso, Milwaukee, 
Birmingham, Ala., and Jackson- 
ville, Fla. 

Dealers, automotive finance rep- 
resentatives and operators of busi- 
nesses requiring light delivery are 
forecasting a volume market for 
the new walk-in van-type unit as 
a result of the showings held thus 
| far, Beattie said. 

The schedule of additional show- 
ings, to which the public also is in- 
vited, follows: Philadelphia, Seat- 
tle and Dallas, Sept. 25; Newark, 
Louisville, Kansas City, Minnea- 
polis and Salt Lake City, Sept. 26; 
Pittsburgh, Miami, Detroit, St. 
Louis and San Francisco, Sept. 27, 
and New Orleans, Syracuse and Al- 
buquerque, Sept. 28. 

Washington, D. C., and Oklaho- 
ma City, Oct. 2; Cleveland and Los 
Angeles, Oct. 3; Atlanta, Houston 
and Portland, Oct. 5; Charleston, 
8.€.. Oct; 12; Phoenix, Oct. 17; 
Buffalo, Oct. 18: Billings, Mont, 
and Richmond, Va., Oct. 23, and 
Great Falls, Mont., Oct. 26. 
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One Texas Dealer Loses 6 Cars... 
one | ee 


Hurricane Carla Damage Slight 


HOUSTON. — Southwest auto| 
dealers in communities hit by Hur- 
ricane Carla apparently suffered | 
relatively small damage to their 
property, according to reports. 

The greatest losses were re- 
ported by Marshall Pontiac- 
Buick, Port Lavaca, Tex., and 
Kozelsky Rambler, Edna, Tex. 
Marshall said it lost six new cars 
and several used vehicles, and 
Kozelsky reported that the wind 
knocked down part of its build- 
ing. There were no estimates of 
the damage. 

In other areas most of the dam- 
age was caused by high water and 
strong winds. In the Port Lavaca- 
Victoria area, the winds reached 
100 miles per hour. 

Plate-glass windows were blown 
out of dealerships along Matagorda 
Bay in the Port Lavaca area, in| 
Edna and Victoria. Bay Chevrolet 
Co. and Maddox Motor Co., both | 
of Victoria, reported flood and wind 
damage. 

Although three tornados accom- 
panied the hurricane in Galveston, 
Tex., dealers generally weathered 
the storm with comparatively light 
damage, according to W. V. Brown, 
Bill Brown Chevrolet Co. 

Most dealers in the area were 


able to board up windows and move 
cars and equipment from first 
floors to second and third stories, 
he explained. 

“Most of us had some water,” 








Late 
Personnel News 


Chrysler Corp. 


Appointment of Chester J. Quin- 
lan, 46, as purchasing agent for 
body parts at Chrysler Corp. is 
announced by W. C. Cawthon, di- 
rector of purchasing. Quinlan will 
be responsible for purchasing body 
parts, paints, trim parts and re- 
lated services. 

Prior to this appointment he 
was manager of purchasing for the 
Power Train Group, which includes 
16 manufacturing plants in three 
states. Since joining Chrysler Corp. 
in 1942 he has served in various 
plant, division and corporate pur- 
chasing activities. 

* * * 
Studebaker 


William L. Wood, 45, has been 
appointed merchandising manager 
of Studebaker-Packard’s Automo- 
tive division, Wood will supervise 
all advertising 
and merchandis- 
ing activities. 

For 17 years, 
Wood was em- 
ployed by Olds- 
mobile in vari- 
ous sales assign- 
ments, both at 
home office 
in the field. Later 
he was advertis- 
ing and sales 
promotion man- 
ager of Consumer Products, and 
Sales manager for Duo-Therm. 

William H. Kough, formerly area 
Sales manager for Chrysler Corp., 
was appointed Log Angeles zone 
manager for Studebaker-Packard, 
replacing Carl V. Waltzer, who re- 
signed. Kough had held various | 
Sales posts with Chrysler since 
1952. Prior to that he wags New 
York City sales manager for Nash. 

* * * 





William L. Wood 





Chevrolet 

Leroy H. Wulfmeier jr., has been 
Named manager of procurement 
Policies in the purchasing depart- 
ment of Chevrolet’s Central Office. 
A divisional buyer at Chevrolet 
Central office since 1958, he suc-| 
ceeds Ernest C. Moser, who was 
appointed purchasing agent at 
Chevrolet-Flint Manufacturing Di- 
Vision. 


o: 


* * 
Willys 
Richard B. Teiper has been| 
named manager of sales adminis- | 
tration for Willys Motors, Inc. For 
the past year, he had been man-/} 
ager of the Willys government | 
Sales office in Washington. 
Previously he was with Chrysler | 
Corp. for 17 years. | 





and|— 





Brown said. “We had about two 
feet in our parts bins. We dipped 
some of the parts in oil as soon 
after the storm as possible, but 
most of them, about $3,500 worth, 
will have to be thrown out.” 

He said a body shop operated by 
Kyle Gillespie Motors, Inc. (Lin- 
coln-Mercury) was_ extensively 
damaged by high winds. 

In Corpus Christi, where auto 
sales reportedly had been slow be- 


Republic Opens 





$55 Million Mill 


WARREN, O. — Republic Steel 
Corp. has unveiled its new $55 mil- 
lion 56-inch continuous hot strip 
mill—a steel-rolling Goliath capable 
of producing 50,000-pound coils of 
flat rolled sheet steel at half-a- 
mile-a-minute speeds. 

The new mill is the key unit in 


|a huge expansion and moderniza- 


tion program started by Republic 
here two years ago. 





cane threats, dealers generally said 
their storm losses were slight. 

The worst of the hurricane pass- 
ed to the west of Houston, and 
dealers said their damage was con- 
fined mostly to blown-down signs 
and decorative pennants by winds 
that reached as high as 80 miles 
per hour. 

Many dealers moved their cars 
into the showrooms and service de- 
partments in advance of the storm 
and windows were taped up or 
boarded. 

Auto business was at a stand- 
still when the hurricane struck 
the New Orleans area, and Stude- 
baker-Packard was forced to 
cancel a dealer preview. 


Only one of seven Volkswagen 
dealerships in the storm’s path re- 
ported extensive damage. Mel 
Croan Motors, Houston, said two 
plate-glass windows in its new 
showroom were blown out, a wall 
in its service department was felled 
and its Volkswagen sign was 
knocked down. 

In Victoria, Bob Fry Motors 


AUTO 


RADIO 


25, 1961 


(Volkswagen) turned its new show- 
room into a refuge for nearly 40 
persons chased out of their homes. 
Cots were set up and a temporary 
kitchen installed. 

Some New Orleans dealers ad- 
vertise water-damaged cars for sale 
after the hurricane had passed. 

Meanwhile, John E. Horne, Small 
Business Administration adminis- 
trator, announced disaster loans 
were available to dealers who suf- 
fered losses. 

Emergency loan offices were 
opened in the following commu- 
nities: Lafayette and Lake Charles, 
La.; Port Arthur, Galveston, Bay 
City, Victoria, Corpus Christi, 
Brownsville and Gonzales, Tex. 

“There is no statutory limit on 
the amount of an SBA disaster 
loan,” Horne said. “The limit is 
determined by the actual tangible 
net loss suffered by the applicant, 
less any insurance benefits, The 
maximum maturity of a loan is 
20 years and the interest rate is 
3 percent.” 

J. L. Wiggins, Automotive Serv- 
ice Industry Assn. executive vice- 
president, said he had asked indus- 
try manufacturers to lend whatever 
aid they can to distressed whole- 
salers. 





TUBES? 


Now! Stromberg-Carlson: 
all-transistorized custom auto radios 
are the newest, broadest line in the industry 


Check a STROMBERG-CARLSON feature for feature (auto- 


What’s the good word? Profits! For you! That’s the reason 
behind the all-new, fully transistorized line of superb 
STROMBERG-CARLSON custom auto radios. For the almost 


miraculous dependability of 


solid-state engineering will 


keep your customers out on the road and out of your hair 
... will keep ’em smiling through the miles until trade-in 
time. And just to sweeten the profit—already at full margin 
—STROMBERG-CARLSON custom auto radios are designed for 


installation-in-a-jiffy. 











59 


Utah Dealers Told 
To Be Cautious in 


Delivery Promises 


SALT LAKE CITY.—The Utah 
Automobile Dealers Assn. has 
warned its members that, because 
of uncertain labor conditions, dis- 
cretion should be used in commit- 
ting themselves to specific delivery 
dates for ’62 models. 

The association added that ap- 
praising tradeins involves a con- 
siderable gamble since the trade 
might have to remain in the hands 
for a considerable time before the 
new unit is available. 

“An additional] hazard,” the 
UADA declared, “is the likelihood 
that delayed factory production 
could bring tradeing into your 
stock at a time of year when they 
will remain with you until tax 
time, Jan. 1.” 

The association recommended 
use of the UADA invoice order 
form on fleet orders and bids for 
state or municipal business. The 
form absolves the dealer for liabil- 
ity for delays caused by circum- 
stances which are beyond the deal- 
er’s control. 


matic volume control, continuously variable tone control, 
seven tuned circuits including RF stage, and a full 2% 
watts of power-packed performance) against the rest. 
Consider the quality. Reflect on the reputation. Ponder 
the profit angle. The winner? STROMBERG-CARLSON, ahead 


of its class! 


For the facts on STROMBERG-CARLSON auto radios, write: Commercial 
Products, Box BC-4, 1409 North Goodman Street, Rochester 1, N.Y. 
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Ford, Chrysler Next... 
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Plant Reopenings 


(Continued from Page 2) 


the local plant level, while Ford 

refuses to speculate on the matter. 
“There igs no way of knowing 

which way it will go,’ a Ford 
spokesman said. “There are some 
traditional trouble spots on the 
local level that could give us 
some trouble.” 

However, he did point out that 
Ford has had good relations in the 
plants all through the contract ex- 
tension. 

“This could be a good sign,” he 
said. 

Ford pointed out that it has 85 
bargaining units across the country 
and has received contract cancella- 
tion notices from 73 units. As of 
press time, the company reached 
local agreements with 19 units, 
leaving 54 to be negotiated. 

* * * 

7” HIS statement announcing the 
settlement, Seaton said: 
“General Motors and the UAW 

reached agreement on a new 
three-year national contract. 
Both economic and noneconomic 
matters affecting the more than 
300,000 GM workers represented 
by the UAW are settled by this 
agreement. Upon approval of the 
agreement by the UAW’s General 
Motors council, all local strikes 
will be terminated, 

“The agreement also is subject to 
ratification by the UAW member- 
ship. 

“We trust approval and ratifica- 
tion will be accomplished with all 
possible speed so that the period of 
hardship inflicted upon our em- 
ployes and their families by the 
strike can be brought to an end. 
We hope to be able to resume our 
strike-delayed production as soon 
as possible.” 


* * * 


OR more than 24 hours last 


Tuesday and Wednesday, GM 
and UAW negotiators worked to 
iron out the national agreement be- 
fore the 2 p.m. meeting of the GM 
Council. 

Local settlements occurred al- 
most hourly at other locations. 
When the new national contract 
was announced, 102 local settle- 
ments, covering 98 plants had 
been reached. 

Last Wednesday’s 2 p.m. dead- 
line set by the UAW was the fourth 
since the original strike deadline 
of midnight Aug. 31, when the old 


contract expired. 
* *” ok 


New Contract Averts 


White Motor Strike 

CLEVELAND.—White Motor Co. 
and Local 32, United Auto Workers, 
signed a new three-year contract 
covering some 3,000 workers in the 
firm’s White Truck Division here. 

J. E. Adams, White executive 
vice-president, said the contract 
followed the pattern established 
by the General Motors national 
economic pact with the UAW. 

The new agreement was reached 
a few hours before a strike dead- 

line scheduled for midnight last 

Monday (Sept. 18). 

The GM agreement provided for 
an annual pay increase of about 
seven cents an hour, cost-of-living 
allowances, company-paid hospital 
and medical insurance, a boost in 
jobless pay benefits, a minimum 
pay for short work weeks and 
higher pensions, among other bene- 
fits. 
In addition, the White contract 
provided modifications in the pre- 
vious contract, which expired Sept. 
15, including a $750 paid-up life in- 
surance policy for workers who re- 
tire voluntarily at 62, and two days 
off at the death of a close relative 


instead of one day. 
oe * * 


AMC, UAW Sign Pact; 


Company Rights Outlined 


DETROIT. — American Motors 
and the United Auto Workers for- 
mally signed a three-year contract, 
providing for the industry’s first 
profit-sharing plan and also for 
higher wages and improved fringe 
benefits. 

The contract, still subject to 
ratification by AMC’s 23,000 hour- 





ly workers, also contains a pre- 
viously undisclosed management 
rights clause. 

Edward L. Cushman, AMC ex- 
ecutive vice-president, described 
the management clause as a “sig- 
nificant contribution to manage- 
ment-labor relations.” He said it 
was the first time that the union 
had accepted a limitation on its 
“future horizons.” 

Cushman said the company was 
legally protected against impair- 
ment of management rights 
through the new contract. 

Cushman also said the new 
agreement would make AMC more 
competitive on costs with other 

auto makers because the union had 
agreed to a reduction of five min- 
utes a day in washup time and to 
the elimination of certain seniority 
provisions that had forced the 
company to place people in jobs 
that they sometimes were not ca- 
pable of performing without fur- 
ther training. 

The management rights clause 
provides that union will not re- 
quest AMC to bargain on the fol- 
lowing: 

1. Any change in management 
rights clauses in various working 
agreements. 

2. The right to determine the 
products to be manufactured, their 
design and engineering and re- 
search on them, 

3. The right to determine all 
methods of selling, marketing and 
advertising products, including 
pricing of products. 

4. The right to make financial de- 
cisions, together with the right to 
maintain the corporation’s financial 
books and records in confidence. 

5. The right to determine man- 
agement organization of each 
producing or distributing unit 
and the selection of employes for 
promotion to supervisory and 
other managerial positions. 

The corporation agreed not to re- 
quest the union to bargain on any 
matter involving the union’s inter- 
nal affairs, procedures or practices. 

AMC also agreed to bargain with 
the union with respect to the im- 
pact of management decisions on 
wages, hours, and other terms and 
conditions of employment or upon 
the convenience, welfare, interests, 
health, safety, security and dignity 
of employes and their families, 


Monroe Gets First Renault Shipment— 


William D. Mcintyre, left, executive vice-president, Monroe Auto Equipment Co., 
and official greeter for Monroe, Mich., presents a testimonial plaque to Vincent Grob, 
executive vice-president, Renault, Inc., honoring the arrival of 1,045 Renault cars 
at Monroe. The shipment, first via the St. Lawrence Seaway, was the first to reach 
the newly expanded Port of Monroe. The cars, consigned to Renault Great Lakes, Inc., 
will be processed at Renault's new Monroe facility prior to delivery to dealers in the 


nine-state Midwestern territory. 





DKW Unit May Answer 
2-Cycle Engine’s Problems 


By George L. Glaser 
European Correspondent 
DUSSELDORF, West Germany. 
—The Auto Union-DKW organiza- 
tion may have answered the prob- 
lems in the two-cycle engine with a 
design that will appear on the new 
DKW 800 Deluxe as well as the 
larger Auto Union models. 
The development is called a 
fresh oil metering engine. A sim- 


DKW Oil Injector 
A ‘Breakthrough’ 


(Continued from Page 2) 


tomatic lubricating system is the 
provision of a separate oil reser- 
‘voir with an oil supply indicator 

light mounted on the dash board. 
Previously, oil was mixed in the 
gas tank. 

The engine also features pistons 
of a new alloy metal requiring 
considerable less lubrication while 
the main bearings are permanently 
sealed in a specia] lifetime lubri- 
cant. Torque for the new 800 cubic 
centimeter engine has been in- 
creased from 47 to 52 at 2,500 rev- 
olutions per minute. 


ilar device will be available for 
earlier models. 

In other two-cycle engines, oil 
had to be mixed with the gasoline 
in the gas tank. The new DKW 
unit needs an oil-gas mixture but 
it is mixed at the carburetor. 

A belt-driven oil metering device 
steps up oil delivery to the car- 
buretor when the engine gains 
speed, while at idle or, on the larger 
Auto-Union cars while operating 
when the car is in free wheeling, 
the oil supply will be curtailed. 

Other improvements on the 800 
include a slightly larger engine dis- 
placement. The car has 13-inch 
wheels and stands a bit high from 
the ground in the rear since no 
compensation for the larger wheels 
has been made. 

The 800 has been slightly re- 
styled; the headlamps are outside 
the fender housings, no-draft win- 
dow wings have been added and 
the grille underwent slight changes. 

All DKW and Auto-Union cars 
continue the front-wheel drive. 

Bristol] of England, a special- 

ized, low-volume car maker, has 
just announced a _ custom-built, 
two-door, four-seat sports car, 

(Continued on Page 62, Col. 1) 


Houston Salesmen Defeat Union 


PPOUSTON has joined the grow- 
ing list of cities in which new 
and used-car salesmen have reject- 


'ed a union organizing drive. 


The local campaign, launched 
last December by Automobile 
Salesmens’ Local 501, collapsed 
when salesmen at 14 of 15 dealer- 
ships voted against the union as 
their bargaining agent. Overall 
the union received 39 of 195 votes. 
At the 15th dealership, Bill Mc- 

David Oldsmobile, Inc., salesmen 
voted 9 to 0 for union representa- 
tion. However, the vote was not a 
surprise since the dealer, Bill Mc- 
David, agreed to recognize the 
union when pickets, appeared in 
front of his dealership at the outset 
of the campaign. 

Votes against the union follow: 
Snelling Motor Co., 5-5 (unions 

lose ties); Sam White Oldsmobile, 
15-0; Wendell Hawkins Motors, 
Inc., 11-1; Frank Gillman Pontiac 
Co., 11-5; Al Parker Buick Co., 12-1; 
De Montrond Buick Co., 11-1; Sam 
Montgomery Oldsmobile Co., 9-1; 
Jimmie Green Chevrolet, 15-1; Ros- 
enstock Motors, 6-4. 

Ivy-Russell Motor Co. (Ford), 
14-10; Burkett Motors (Dodge), 
10-0; Jack Roach Bissonnet, Inc. 
(Ford), 22-1; Chuck Davis Chevro- 
let, Inc., 13-0, and Thad Felton 
Ford, Baytown, 2-0. 

The elections were ordered by 
the National Labor Relations 
Board following a ruling on a 
dual petition filed by Local 501. 

One part of the union petition 
asked for a single election among 





all members of the Houston Auto- 
mobile Dealers Assn, The other 
asked for separated elections at 
dealerships named in petitions. 

Several weeks ago, the NLRB 
ruled that the dealer association is 
not an “employer” and does not 
have to deal with a union for all 
its members. 

The board then ordered individ- 
ual representation elections at the 
15 dealerships. 

The NLRB also cancelled elec- 
tions which were set at Aubrey, 
Orval and Mac Rambler, Inc., and 
Archer Motors when the union dis- 
claimed that it represented sales- 
men of the two dealerships. 

The campaign to organize the 


Air-Pollution Test Set 


For Washington Area 


WASHINGTON.—An air-pollu- 
tion sampling network, covering 
Washington and nearby areas of 
Maryland and Virginia, will be- 
gin operating tomorrow (Sept. 
26). Six local governments are 
participating in the program, 
which is sponsored by the United 
States Public Health Service and 
the Washington Metropolitan 
Regional Conference. 

Abraham Ribicoff, secretary of 
health, education and welfare, 
said the network would measure 
total oxidant. Oxidant is pro- 
duced by the action of sunlight 
on auto exhausts and other pol- 
lutants. 


salesmen in the Houston area was 
marked by flurries of picketing and 
unfair labor practice charges. 

NLRB trial examiners have 
found six dealerships guilty of 
firing and intimidating employes 
for union activities. 

In other dealer-labor news, ef- 
forts are being made to settle the 
lengthy contract dispute between 
the Metropolitan Automobile 
Dealers Assn. and Local 882, Au- 
tomobile Salesmen’s Union in 
Seattle. 

The latest move was a concilia- 
tion meeting in an attempt to work 
out an agreement that would cover 
about 300 salesmen in 34 Seattle 
and Kings County dealerships. 

The salesmen recently rejected a 
management offer that included a 
cut in the monthly guarantee from 
$450 to $300, a major issue in the 
dispute. 

Eugene Hauck, union secretary- 
treasurer, has been authorized to 
set strike deadline and designate 
what firms would be struck. 

The old contract expired May 1, 
but the salesmen have continued to 
work under its terms during nego- 
tiations. 

Meanwhile, the AFL-CIO is- 
sued a press release in San Diego 
stating that it has signed up 30 
percent of the area’s automobile 
dealership personnel and is going 
to file for elections this fall. 

In New York, shop employes at 
Signal Motors, Inc., voted 11-2 for 
representation by Teamsters Local 
810 in an election conducted by the 
NLRB. 








Auto Show Cycle | 


Opens Next Week 


Texas Fair Uncorks 
Wave of ’61 Events 


(Continued from Page 2) 


Place under sponsorship of the 
Chicago Automobile Trade Assn, 
The Buffalo Automobile Dealers 
Assn. has announced it will not 
have an exhibit this season, the 


second time within the last nine © 


years. 
“It takes about six months to put 
a show together,” said Ward y, 
Klepfer (Buick), BADA president, 
“When a 1962 show was being 
planned for January, the labor pic- 
ture was cloudy and We were 


afraid we might not have cars to | 


sell. 

“But we've already started to 
plan a bigger and better show for 
1963,” he added. 

ok * * 
7 first night of the 39th Los 

Angeles International Auto 

Show, Oct. 26-Nov. 5 in the Pan 
Pacific Auditorium, again will be a 
charity affair sponsored by the As- 
sistance League of Southern Cali- 
fornia. 

“A Night in Paris” will be the 
theme of the show, sponsored by 
the Los Angeles Motor Car Deal- 
ers Assn. 

Edward C. Swirsding has been 
appointed chairman of the Phila- 
delphia Automobile Show Noy, 
11-18 in the Trade and Convention 
Center. 

Milwaukee, which had no show 
last season, is having its first fall 
exhibit in years. 

A spokesman for the Milwaukee 
County Automobile Dealers Assn. 
said the revived show has been set 
for Oct. 14-18 to “coincide more 
nearly with the introduction of the 
’62 models.” In the past the event 
has been held in February. 

The 44th Kansas City Auto Show, 
set for Nov. 19-26, will be closed on 
Thanksgiving Day (Nov. 23), ac- 
cording to Galen Boyer, show chair- 
man. It will be the earliest show in 
many years, he said. In the past 
few years it has been held in 


March. 
* * * 


“~—o biggest automobile show 


ever held in the South” is the 
sponsors’ description of the South- 
ern Automobile Exposition Oct. 28- 
Nov. 5 in the new Merchandise 
Mart in Charlotte, N. C. 

Earl Mahone jr., president, 
Southern Auto Shows, Inc., a co- 
sponsor with the Merchandise 
Mart, said it will give the South 
its first look at all of the ’62 mod- 
els under one roof. 

The Miami Automobile Dealers 
Assn, has timed its 62 model show 
“to coincide with the peak of the 
tourist season when almost two 
million visitors from all sections of 
the country will be in town,” said 
Charles E, Grentner jr., association 
president. 

A new car will be given away 
each night of the show Feb. 2-7 in 
the Dinner Key Auditorium, he 
said. 

The first annual Autoworld to be 
staged in Cleveland’s Public Hall 
has been set for Nov. 9-12 by In- 
ternational Autoshows, Inc. Allan 
M. Fox, its president, said it is the 
first automotive show ever planned 
for the entire family. 

a * ob 

AMONG the entertainers, he said, 

will be George Barris, Holly- 
wood (Calif.) car builder and styl- 
ist who will demonstrate his XPAK 
400, an experimental car which 
travels on a cushion of air. He also 
will display some of the cars he 
has built. 

Fifteen members of the New 
Car Dealers Assn. of Greater 
Fort Worth will participate 
the third annual show Jan. 7-9 in 
the Will Rogers Exhibit Building. 
The Fort Worth Star-Telegram is 
@ cosponsor. Last year’s show 
drew a record attendance of 
75,000. 

The St. Louis Arena Corp. will 
sponsor the ’62 mode] show Nov. 24- 
Dec. 3. A stage show is being lined 
up, according to Emory D. Jones, 
general manager. 

There will be no Motorama this 
season, a General Motors spokes- 
man said. 
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Chrysler, Ford Pacts Hold Key... 
OO EO OO <<< eee 


Car Output Surge Still in Doubt 


(Continued from Page 1) 
Mahwah (N. J.) unit the last 
couple of weeks, : 
Chrysler Corp. doesn‘t anticipate 
any trouble spots this week, but 
localized disturbances could erupt 
when the UAW shifts its full atten- 


tion there. a 


M HAD only its Cadillac plant 
a, Detroit and Oldsmobile in 
Lansing working last week, but 


heavy overtime scheduling at Ford 
helped give the auto industry an 
estimated 67,884 assemblies for the 
week. A week earlier, 
getting only one days’ work from 
its five divisions, the industry 
turned out 64,261 cars. 


During the week ended Sept. 23 


@ year ago, the industry turned 
out 120,020 cars. 

Ford Motor turned out an esti- 
mated 39,420 cars last week as it 





Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 


Week 





Ended Same 
Sept. 23, Week, 
1961 1960* 
AMERICAN MOTORS 
BNO. « sisieduvnnssdavissereses 6,700 1,150 
CHRYSLER CORP.**.. 15,000 24,507 
Chrysler-Plymouth 
Division. ................06 9,500 12,784 
CRP VOIOR © o...c..cesccsesesece 2,200 1,786 
Imperial .................... 300 540 
Plymouth. ................. 4,000 6,251 
SI i ckccrestvverservicecses 3,000 4,207 
Dodge Division .......... 5,500 11,463 
Dart-Polara ............. 3,700 71,187 
a ra vsekticscesaesinéces 1,800 4,276 
FORD MOTOR. .............. 39,420 42,246 
Ford Division .............. 30,380 34,367 
NID. sisesevsccesssscessees 13,845 12,635 
Ford Galaxie .......... 14,840 21,732 
Thunderbird _.......... 1,695 __.......... 
L-M Division 1,879 
IS ca Givediaasestice) - 79 “sesdnssaes 
Mercury Comet .... 5,090 5,621 
Mercury Monterey.. 3,135 2,258 
GENERAL MOTORS .. 4,176 42,963 
Buick Division ............. .......... 5,580 
SMETTEMNED: csssexprares. <sceistve 4,441 
RE: Sp 82bteanonstvysiioss ‘sexeseoyns 1,139 
INE 5 asothscnceediiiesiat ie 1,344 2,065 
Chevrolet Division .... .......... 20,467 
Chevrolet (Std.) .... .......... 16,566 
NE -Scdsisscaledcisinteosn siceisesye 3,901 
Oldsmobile Division .. 2,832 7,701 
ania 1,040 1,521 
Oldsmobile (Std.) .. 1,792 6,180 
Pontiac Division .......... .......... 7,150 
Pontiac (Std.) 0000... .... 7,150 
IE, “on akivvchsceaséns,, “abvessisce _<Sgtapaned 
S-P CORP. 
Ne Scckssbcdsucveeubesiaoosed 2,488 2,406 
CHECKER. ............:csc00000 100 148 








Total Cars, U. S.**.... 67,884 120,020 


**Totals for 1960 include DeSoto production. 


Week 
Ended 
Sept. 16, 
1961* 


6,530 
15,933 


10,122 
2,386 
300 
4,333 
3,103 
5,811 
4,010 
1,801 
37,026 
28,807 
13,651 
13,375 
1,781 
8,219 
7189 
4,953 
2,477 
2,711 
428 
281 
147 
127 
1,307 
1,097 
210 
469 
111 
358 
380 
279 
101 


1,964 
97 


64,261 





dan. 1 dan. 1 

Output, To To 
Sept., Sept. 24, Sept. 23, 

to Date 1960* 1961 
17,114 349,395 238,067 
43,416 793,841 393,596 
27,581 455,020 264,715 
6,246 63,689 62,019 
943 =: 11,043 5,319 
11,634 187,619 116,593 
8,758 192,669 80,784 
15,835 321,586 128,881 
10,707 300,487 96,493 
5,128 21,099 32,388 
108,348 1,342,067 1,167,588 
$3,454 1,081,767 938,489 
39,617 375,089 368,824 
38,574 637,769 507,213 
5,263 68,909 62,452 
24,894 260,300 229,099 
2,381 13,194 21,038 
14,516 135,594 134,285 
7,997 111,512 713,776 
58,520 2,262,552 1,724,127 
5,816 194,721 170,156 
3,693 191,046 113,887 
2,123 3,675 56,269 
4,853 112,863 98,882 
29,845 1,363,952 1,035,593 
23,247 1,186,934 808,926 
6,598 177,018 226,667 
10,421 270,954 196,245 
2,730 4,660 42,642 
7,691 266,294 153,603 
7,585 320,062 223,251 
5,245 320,062 146,587 
ee! 716,664 
6,991 18,667 42,141 
319 5,356 4,116 





234,708 4,831,878 3,569,635 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 


Week 











Ended Same 

Sept. 23, Week, 

1961 1960* 

7,609 

65 

118 

1,448 

4,418 

1,341 

2,477 

357 

96 

225 

1,621 

90 

Total Trucks, U. S..... 17,747 19,865 

Total Cars, Trucks, 

RETURNS gixtevititseescltrtccacs 85,631 139,885 
Week 

Ended Same 

Sept. 23, Week, 

1961 1960* 

CHRYSLER CORP. .... 1,000 1,032 

FORD MOTOR .............. 1,575 1,002 

GENERAL MOTORS .. 2,140 1,521 

AMERICAN MOTORS ae 

Be OORP oo ovovcescoccecccssses 150 716 

Total Cars, Canada.... 5,165 3,631 


Week 

Ended 
Sept. 16, 

1961* 


509 
41 
19 

1,639 
1,938 

133 
2,895 

227 

251 

310 

3,194 

1038 





17,259 








dan. 1 Jan. 1 

Output, To To 
Sept., Sept. 24, Sept. 23, 

to Date 1960* 1961 
7,184 293,299 228,151 
137 2,121 1,313 
120 2,644 1,663 
4,714 53,556 48,818 
23,403 263,684 248,619 
2,820 81,104 49,812 
8,518 95,187 103,814 
692 11,631 7,559 
102 10,060 5,149 
942 12,494 12,255 
9,273 98,460 84,160 
269 3,441 3,520 
58,774 927,681 794,833 


81,520 293,482 5,759,559 4,364,468 


CANADIAN PRODUCTION—CARS 








CANADIAN PRODUCTION—TRUCKS 








Week 
Ended Same 
Sept. 23, Week, 
1961 1960* 
CHRYSLER CORP. ... 155 115 
FORD MOTOR ............. 350 365 
GENERAL MOTORS .. 406 563 
INTERNATIONAL ...... 180 223 
Total Trucks, Canada 1,091 1,266 

Total Cars, Trucks, 

Te eee 6,256 4,897 


—_____._.. 
Grand Total, 
Cars and Trucks, 








Week Jan. 1 Jan. 1 
Ended Output, To To 
Sept. 16, Sept., Sept. 24, Sept. 23, 
1961* to Date 1960* 1961 
7198 2,483 35,970 30,623 
1,307 3,520 10,043 66,001 
2,696 6,889 128,292 114,655 
192 Mes 3 © eebetece 4,732 
126 396 3,742 3,700 
5,119 13,852 238,047 219,711 
Week dan. 1 Jan. 1 
Ended Output, To To 
Sept. 16, Sept., Sept. 24, Sept. 23, 
1961* to Date 1960* 1961 
153 339 4,171 4,762 
303 956 15,772 12,770 
561 1,552 26,548 21,544 
183 559 8,835 8,511 
1,200 3,406 55,326 47,587 
6,319 17,258 293,373 267,298 


U.S. and Canada... 91,887 144,782 87,839 310,740 6,052,932 4,631,766 










with GM 


worked 10 assembly plants six days. 
A week earlier the company built 
37,026 cars, 

Working six days last week were 
the Comet-Falcon units at Kansas 
City, Lorain, O., Metuchen, N. J., 
and San Jose, Calif.; Ford Galaxie 
plants at Chicago, Dallas, Los An- 
geles, Louisville, Norfolk, Va., and 
St. Paul, and Mercury at Los An- 
geles. 

The lines at Dearborn and At- 
lanta are still down for change- 
overs to the Fairlane series, which 
will go into production in October. 

Among the other corporations, 
Chrysler built an estimated 15,000 
cars last week, compared with 
15,933 units a week earlier; Ameri- 
can Motors rose from 6,530 to 6,700 
units; GM was up from 2,711 to 
4,176 cars; Studebaker - Packard 
rose from 1,964 to 2,488, and Check- 
er Motors was up from 97 to 100 
units. 

* * * 

i THE commercial-car field, pro- 

duction last week stood at an 
estimated 17,747 units, compared 
with 17,259 trucks produced a week 
earlier, and 19,865 commercial ve- 
hicles turned out during the week 
ended Sept. 24 a year ago. 

As of press time, Chevrolet had 
still not gotten back into produc- 
tion, but GMC, which had been 
on strike the previous week, re- 
turned to normal production. 

The strike among GM plants in 
the United States also was begin- 
ning to show its effect on the Ca- 
nadian industry, where GM of Can- 
ada wasn’t expected to be able to 
start up production machinery this 
week unless parts were immediate- 
ly forthcoming from the U. S. In 
fact, it worked only through Thurs- 
day last week, getting out 2,140 
cars, compared with 2,696 assem- 
blies the previous week, when it 
worked five days. 

Overall, the Canadian industry 
turned out an estimated 5,165 cars 
last week, compared with 5,119 as- 
semblies a week earlier, and 3,361 
cars produced during the week 
ended Sept. 24 last year. 

In the commercial-car field, Ca- 
nadian manufacturers turned out 
an estimated 1,091 trucks last week, 
compared with 1,200 assemblies a 
week earlier, and 1,266 commercial 
vehicles built during the week 
ended Sept. 24 a year ago. 

x * * 


Chevrolet, Fisher Body 


To Build 2 Plants on Coast 


FREMONT, Calif—Ground was 
broken here last week for new 
West Coast assembly plants to be 
built by Chevrolet and Fisher Body. 

Nathan E. Koch, manager of 
Chevrolet’s assembly plants at 
Oakland, said the new plants will 
employ approximately 4,100 persons 
when production of ’64-model Chev- 
rolet cars and trucks reaches nor- 
mal levels late in 1963. Construction 
of the new plants is scheduled for 
completion in July, 1963. 

The Chevrolet plant will con- 
tain 1,534,000 square feet of space. 
The Fisher Body unit will have 
906,000 square feet of space. 

Work on the project was begun 
immediately and site preparation is 
expected to be completed next 
March. 


A Family Delivery— 

Nelson C. Caldwell, right, salesman, Dailey Motors, Inc., Martinsburg, W. Va., 
recently sold Pontiac Tempests to his brother and three nephews. Caldwell is shown 
delivering the cars to his nephews, from left, Owen F., G. P. and Calvin M. Caldwell, 
and his brother, Gilbert S. Caldwell. 





Mercedes-Benz Unveils Convertible— 


Mercedes-Benz has introduced its new convertible, the 220 SE. The two-door con- 
vertible, with roof retractable into the body, resembles the 220 SE coupe in almost 
all its technical details. Available in 12 different colors, the car features two single 
adjustable front seats and rear bench-type seat with folding center arm rests. Powered 
by a six-cylinder, 134-horsepower injection engine, the convertible is 192 inches long, 
72.7 inches wide and has a 108.25-inch wheelbase. 


Buick Dealers Enter ’62 
With Optimism— Rollert 


(Continued from Page 6) 


market is only about 1.6 million, 
while the Special has been getting 
its business “from the upper brack- 
et of the lower-price cars, which is 
a market of about 4.2 million.” 

Rollert said nearly 35 percent of 
the tradeing on the Special have 
come from the low-priced three; 28 
percent of the sales are clean deals, 
and 19.8 percent have been to own- 
ers of Buicks four or more years 
old. 

All standard ’62 Special models 
will be equipped with the new 
V-6 cast-iron engine which de- 
velops 135 horsepower, while the 
deluxe models will have the alu- 
minum V-8 power plant. 

Rollert said the 90-degree V-6 is 
the only engine of its type in the 
industry, and “is expected to at- 
tract a lot of plus business for the 
Special.” 

“The amazing thing about this 
engine,” he continued, “is that it 
performs very much like a V-8, yet 
it has the economy of a six. It is 
lighter in weight and more com- 
pact than in-line sixes, and it also 
will outperform them.” 

The V-6 is about 50 pounds heav- 
ier than the aluminum V-8, but 
from 140 to 179 pounds lighter than 
in-line sixes with comparable power 
output, he said. 

He would not say whether he 
thought the V-6 Specials would out- 
sell the V-8, or by how much the 
lower-cost engine would reduce the 
price of the Special. 

Buick is introducing a six be- 
cause it feels that sixes will take 
about 40 percent of industry sales 
in 1962, Rollert explained. 

“There are many customers and 
potential customers of Buick who 
have a loyalty over the years to 
six-cylinder engines, and we think 
this will give our dealers an excel- 
lent opportunity to tap some of 
that market,” he said. 

Rollert indicated that cost of the 
metal was the chief reason for 
using iron in the V-6 rather than 
aluminum, The choice was no in- 
dication’ that Buick has become 
“disenchanted” with aluminum, he 
added. 

Aluminum per cubic inch is more 
expensive than iron per cubic inch, 
Rollert said, and although Buick 
had a successful year with the alu- 
minum V-8 from a _ production 
standpoint, “we have had a lot 





more experience with iron so that 
the processes are perfected.” 

He said the V-6 would offer 
buyers the advantages of lower 
initial cost, lower operating costs 
through more miles per gallon of 
fuel and lower maintenance ex- 
pense. 

“We believe this engine will has- 
ten the day when there will be no 
more in-line sixes in the industry,” 
he added. : 

Discussing the standard-size 
Buick, Rollert said the transmis- 
sion hump has been practically 
eliminated. 

“We now have the flattest floor 
of any regular-size car,” he said, 
“and have restored room in the 
front seat for a third passenger.” 

Lowering of the hump was 
achieved by widening the frame in. 
front and by moving the engine 
forward 4% inches, he explained. 

“Because of the configuration 
of our transmission, which you 
might describe as short and fat, 
advancing the engine put almost 
the entire transmission in front 
of the firewall and into the en- 
gine compartment,” Rollert said. 
There have been a nuntber of 
styling changes in both the Special 

and the regular line. 

The Skylark styling has been 
adapted to the entire Special line, 
which in 1962 will include a two- 
door convertible with both a man- 
ual and automatic top. Another 
new Special feature is a four-speed 
floor-mounted sports-car transmis- 
sion, which is available as an op- 
tion on the V-8 models. 

In the big cars, there are two 
new rooflines and new styling both 
front and rear. 

Rollert said Buick has not drop- 
ped the West German Opel from 
its lineup, but added that “we are 
not pushing the Opel sales because 
of the uncertainty of import duties 
and the situation internationally.” 

He said dealers are continuing 
to service Opels, but that there 
are no scheduled imports at the 
present time. 

Press representatives arriving at 
the scene to test-drive the new cars 
were greeted by UAW pickets who 
said they were protesting the fact 
that some of the cars at the pre- 
view had been completed by super- 
visory employes of Buick. 

* * cd 


°62 Buick Styling Cited 
By Interior Designers 


DETROIT.—The American Insti- 
tute of Interior Designers has pre- 
sented its award for automotive 
Styling for 1962 to Buick. The 
award was presented at a Detroit 
luncheon by Milton Glaser, AID 
president, and accepted on behalf 
of Buick by Roland S. Withers, 
general sales manager. 


Until last year, the AID had 
never presented an award in the 
auto industry and has made no 
automotive styling award except to 
Buick, said Glaser. The award was 
made in- recognition of the ad- 
vancements in design and the use 
of interior decorator techniques 
and new fabrics and colors in the 
entire Buick line for 1962, he added. 

In the citation the AID said the 
“1962 special award for automotive 
styling presented to Buick for dis- 
tinctive and tasteful motor car de- 
sign and interior decor exemplified 
in Skylark.” 
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Other Notes from Europe . 
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DKW Unit Seen 2-Cycle Answer 


(Continued from Page 60) 


powered by a Chrysler power 
plant including Chrysler’s Torque 
Flight automatic transmission. 


There are two problems which 
confront the smaller European car 
maker. 

Problem one, where to find an 
adequate number of dealers of the 
quality needed in order to succeed 
in the long run? 

Problem two, concerns the pro- 
duction program—What to make in 
order to be different, however, in 
the attractive sense, from the large 
volume makers? 

Bavarian Motor Works of Mu- 
nich, Germany, has had a rather 
rough time in the postwar period 
since the various rather weak man- 
agements could not grasp the reali- 
ties of the automotive business. 

This period has passed and 
BMW seems to be heading to- 
ward a period of prosperity and 
stable performance. The planned 
new model which will be an addi- 
tion to the present program, 
comes very close to the ideal 
which BMW must live up to. 

The medium-sized European car 

today, and within a foreseeable fu- 
ture, has an engine with about 1.5 
liters (91.50 cubic inch) displace- 
ment. 

In this class prices begin around 
$1,600 here. Opel’s Rekord and 
Ford’s Taunus have been, in Ger- 
many at least, the most active 
competitors. VW, as of now, enters 
with a car of this size and of this 
price range which already seems to 
be cut out for obtaining a large 
share of this business. 

In France, it is Peugeot which 
dominates this class. BMW’s inten- 
tion has been to offer the premium 
class car within this size range, 
such as Lancia is doing with the 
Flavia in Italy. 

Well knowing that for a price 
of about $2,125 the buyers are 
not as plentiful and request 
something outstanding, BMW 
prepared (production to begin in 
the middle of 1962) a car which 
will not only offer the promise 
to be good for at least 10 years 
without major changes, but also 
by superior road adhesion the 
features a highly discriminating 
clientele would want to have. 

For about 30 years, BMW has 
been building the 1.5-liter car 
which was the internationally rec- 
ognized top in this class, and that 





car, still today one of the most 
noiseless performers, has had a 
small six-cylinder engine. 


Unfortunately, the time of small 
six-cylinder engines seems to have 
passed. In this size, one cannot 
expect more than four cylinders. 
BMW started with with, for this 
class, a large and roomy four-door 
sedan in Italian styling. The body 
is unitized and has been trimmed 
down to the weight of around 
1,620 pounds. 


The engine has been installed at 
a 30-degree angle in order to en- 
able a low hood line and delivers 
about 82 horsepower at 5,500 revo- 
lutions per minute. 


Compression ratio will be 8.2 to 1. 
However, the torque curve will be 
near its top during the very wide 
range of 1,200 to 5,500 RPM. 

The clutch has a hydraulic 
linkage between pedal and throw- 

out bearing. The transmission 
has four forward speeds and is 
equipped with Porsche-licensed 
synchronization for easy and 
quick shifting with the sport-like 
short center stick. 

The next new model by BMW is 
a sports coupe with Italian styling, 
the BMW eight-cylinder engine and 
about 120 miles top speed, the 
3200 CS. 

The body builder, Baur of Stutt- 
gart together with BMW, created 
an additional style for the small 
BMW 700 two-cylinder car, This 
new convertible for two with a seat 
for two children, has the two-car- 
buretor engine of about 45 horse- 
power. 

The previous V-8 cars by BMW 
have been improved but have been 
basically retained as before. The 
only disappointment in the BMW 
program appears to be for those 
who had expected the small model 
700 to appear with an optional 
four-cylinder, watercooled engine 
of about one liter. 

Volvo will show in Frankfurt, 
cars with slightly heavier engines 
and more sound dampening of 
the intake noises. 

Sir Henry Spurrier, head of the 
Leyland group, will step up efforts 
to make Standard-Triumph, Ltd., 
a going concern. New models are 
being developed and will be an- 
nounced as fast as possible. How- 
ever, he wants to run the car busi- 
ness with every economical move 
possible to cut overhead. 

Borgward dealers have offered 


Obituaries 


John C. Quinn 

ORANGE, Calif.—John C. Quinn, whose 
45 years in the auto business included serv- 
ice with Ford, Chevrolet and Chrysler Corp. 
field organizations, died here recently. He 
left Chrysler in 1948 to become general 
manager of Moran Motors (Chrysler-Plym- 
outh, El Monte, Calif. 
ok * * 


Estelle S. Baier 
ST, LOUIS.—Estelle S. Baier, 
chairman of Mendenhall Motors Co. (Ford), 
died here Sept. 12. Mrs. Baier, 75, was 
named chairman last March after serving 
as president of the dealership for 27 years. 
* * * 


Robert T. Holtz 

CLEVELAND.—Robert T. Holtz, 55, co- 
owner of H & H Chevrolet, Inc., in sub- 
urban Lyndhurst, died Sept. 2 in a local 
hospital. He had been in the auto business 
for 25 years, He and Julian Hoke founded 
their Chevrolet dealership in 1951, Mr. 
Holtz was a member of the planning board 
of the Cleveland Automobile Dealers Assn. 

* * 


* 
Robert L. Wade 

ATLANTA.—Robert L. Wade, owner and 
president of Wade Motor Co. (Ford), died 
in an Atlanta hospital, He was general 
sales manager for the old C, E, Freeman 
Ford dealership from 1926 to 1935, He 
founded Wade Motor Co., one of the big- 
gest dealerships in the state, in 1935. He 
was a former president of the Atlanta 
Automobile Dealers Assn, and former pres- 
ident of the Atlanta division of the Ford 
Dealers Advertising Fund. 

* * 


board 


* 


Cleo Ralph Allen 
BROOKSTON, Ind. Funeral services 
were held Sept. 16 for Cleo Ralph Allien, 
68, a Chevrolet dealer here for 36 years 
until he retired in 1958, He died of a heart 
attack. 


* * * 


Wilson N. Lunt 
CEDAR CITY, Utah.—Wilson Naegle 
Lunt, 66, coowner of Lunt Motor Co., 
which he organized in 1953, died Sept. 6 
in an Iron County hospital after an ill- 
ness. He was a director of the Utah Auto- 
mobile Assn. 
7 * * 
Betty Clancey 
CLEVELAND.—Betty Clancey, 74, an 
auto saleswoman in the years prior to 


1920, died Sept. 14, 
organized Advertisers 
printing and mailing firm, 
operated until 1956. 


* * * 
David J. Kuntz 
PEORIA, Ill.—David J, Kuntz, 75, a 
pioneer Peoria auto dealer, died Sept. 12. 
For many years, he worked as a mill- 
wright, retiring from Barrett Mfg. Co. 
nine years ago. 
* * * 
Thomas E. White 
LELAND, Miss.—Thomas E, White, 60, 
coowner of a local automobile dealership, 
died Sept. 10. 


Miss Clancey later 
Letter Service, a 
which she 


* * 


Herbert W. Senior Jr. 

FORT LAUDERDALE, Fla.—Herbert W. 
Senior jr., 43, who had been with Slaton 
Chevrolet, died of a heart attack Sept. 5. 

* * * 


Maurice F. Lattimore 
DALLAS.—Maurice F. Lattimore, 58, 
former operator of Lattimore Motor Co., 
died Sept. 8. He also was a former field 
representative in Dallas ‘for Gates Tire & 
Rubber Co. 
* * * 


Joseph B. Dusch 

BUFFALO.—Joseph B. Dusch, 
established the first Chevrolet dealership 
in West Seneca, died Sept. 10. He founded 
Dusch Chevrolet Sales in 1919 and operated 
it until his retirement in 1952. Clements- 
Gillogly Chevrolet, Inc., is the successor 
firm, 


77, who 


* * * 


Lester E. Beach 
SACRAMENTO, Calif.—Lester E, Beach, 
Dodge dealer in the Elk Grove area near 
here for 35 years, died Sept. 11 in the 
Sutter Hospital. 
* * * 


Wallace A, Berryman 
MT. PLEASANT, Tenn.—Wallace A. 
Berryman, 60, owner of Mt. Pleasant Motor 
Co. since 1933, died Sept. 3. 
* * * 


Joe Mitchellette 
ST. LOUIS.—Joe Mitchellette, operator 
of Mitchellette Motors, a used-car outlet, 
died of a heart attack Sept. 16. A new 
and used-car dealer for 35 years, he was 
an associate member of the Greater St. 
Louis Automotive Assn, 


almost $22 million for the main 
Borgward plant in order to keep 
on making parts and Isabella cars. 
However, the total bankruptcy of 
the Borgward enterprise will have 
first to be cleared. 


Van Doorne, the sole car maker 
of Holland, has seen the light. Its 
DAF 750, with beltomatic drive, 
used to be rather power-poor. Now 
the DAF has about 25 percent more 
power, better equipment and all 
around improvements. 


Those who look very closely at 
the new Renault R4 may find 
that the right-hand wheelbase 
actually is two inches longer than 
the left one. Reason: Rear wheel 


suspension had to be installed 
one after the other. 

Volkswagen seems to be the only 
German car maker not balancing 
wheels before delivery, claiming 
that precision of wheels and tires is 
adequate to justify this method. 

Shall wheels be balanced on the 
car or on a stationary machine? 
In general, European factories 
recommend on the machine, espe- 
cially for driven wheels. 

When turning driven wheel by a 
balancer, the ring gear remains 
standing still and the differential 
gears are turning which may mean 
a considerable lack of lubrication 
during the balancing work. 

All initially produced Triumph 
TR 4 sports cars will be ex- 
ported to the United States since 
Standard-Triumph considers the 
American sports-car market as 
most important. 

The new TR4 will be the first 


———, 


British production car to be equip. F 


ped with an all-synchron fouyp. 
speed transmission, The rack-anq. 
pinion steering gear will be cop. 
tinued. However, the steering gol. 
umn will be of the Impactoscopie 
design. It will be collapsible on im. 
pact in case of an accident. 

The TR4 joins the cars with 
wide-track design. Front track wil] 
be four inches wider while rear 
track has been widened by three 
inches. 

Top speed will be above the 
110-miles-per-hour mark. Doors 
have cranked windows. 

The hardtop offers a new idea, 
The wraparound rear window cap 
be bolted to the body and the ca 
can still be driven as an open car 
with the metal roof panel removed, 
When driving without the meta] 
panel as the top, a special vynide 
top called Surrey can be pulled 
over the open space. 
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HELP WANTED 


EXPORT SALES CORRESPONDENT 
Large expanding New York exporter of 
automotive parts, requires two additional 
sales correspondents. Experienced parts 
and accessories, exports. Box 2822, c/o 
Automotive News, Detroit 7. 


NEED ‘‘FIRE-EATER’’ type ex-new-car 
dealer sales manager to sell advertising 
programs to new-car dealers, Starting 
salary $9,600 yr. or commission—which- 
ever greater. Potential earnings $25,000 
yr. for right man, Permanent career. 
Write or phone: Bill England, 3148 West 
Pico Blvd., Los Angeles. RE 1-8301. 


NEW YORK CITY—Service manager, Ram- 
bler experience preferred. Able to main- 
tain customer and _ factory relations. 
Previous man employed 12 years. Good 
pay. Reply Box 2797, c/o Automotive 
News, Detroit 7. 





GENERAL MANAGER or buy-out now or 
over few years—GM or Ford only, Have 
cash earned as profitable ‘‘Big Three’’ 
dealer over past five years. Have 
youth (early thirties), excellent academic 
background (BA, MBA), excellent credit 
and other references, well-groomed. Have 
handled, as president of own firm, 800- 
900 new and used annually. Can profit- 
ably run all phases of quality volume 
operation, and have had _ responsible, 
high-paying positions outside of the in- 
dustry on a consulting and management 
level with top firms, Frankly, I am look- 
ing to step into the shoes of an older, 
profitable dealer who either wants out 
now or in the near future, Would prefer 
East, but would not limit myself. Have 
been earning top money working for 
others and have never had an unprofit- 
able year on my own as a dealer, All 
the money I have has come from my 
earnings. Am only interested in associat- 
ing with a top quality operation. Box 
2828, c/o Automotive News, Detroit 7. 


MATURE, EXPERIENCED service, sales, 
accounting team would like to work for 
well located dealership with possibility of 
extended buy-out. We prove ourselves or 
no deal. Best of character and business 
references. Box 2810, c/o Automotive 
News, Detroit 7. 


SALES MANAGER of large Cleveland GM 
dealership desires partnership or short 
term buy-out of approximately 400-car 
GM dealership. Prefer Midwest, West or 
Southwest. Age 37, 11 years’ experience 
in all phases of operation. Box 2823, c/o 
Automotive News, Detroit 7. 


AUTOMOBILE 
SALESMEN 
READ THIS 


Join The Automobile Salesmen's 
Club of America—Fastest growing 
non-profit organization. Being a 
member will do for you what you 
have always dreamed. $2.00 and 
a self-addressed envelope to: L. 
A. Young, Salesmen's Club of 
America, 219  Braniff Building, 
Tulsa, Oklahoma will bring com- 
plete information. Membership 
$12.00 per year—$2.00 deduct- 
ed from first year’s dues. 
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POSITION WANTED 


AUTO SERVICE MANAGER — Executive 
caliber with long experience in all phases 
of new car dealer operation. Will consider 
a dealer who takes high pride in a well- 
managed and efficient, high absorption 
volume service operation with good cus- 
tomer relations. Buick is my experience, 
and will consider the West Coast. Box 
2818, c/o Automotive News, Detroit 7. 


@&ENERAL SALES MANAGER—Buick- 
Olds-Cadillac. Top performer in the or- 
ganization and training of productive and 
quality sales force. Twenty-seven years’ 
experience in all departments of the deal- 
ership. Excellent references, factory, past 
and present employers. Available now. 
Box 2821, c/o Automotive News, De- 
troit 7. 


NEW AND USED-CAR SALES MANAGER 
and closer, been running about 200-car-a- 
month operation, would like to locate in 
South, Excellent references. Expect 
$1,000 a month plus bonus set-up, Box 
2824, c/o Automotive News, Detroit 7. 








POSITION wanes 


POSITION WANTED 


GENERAL MANAGER. Profit-minded e.- 
dealer. Good salesman and _ promoter, 
Mature, married, stable. Permanent prop- 
osition only at $10,000 and above level; 
not interested in sharpy deals. Go any- 
where, Write Box 2820, 
News, Detroit 7. 


GENERAL SALES MANAGER, age 4, 
married, good habits, wants to locate in 
New England, 25 years’ experience as 
new, used car and truck manager. Best 
factory and dealer references, Available 
now. Arthur Bryant, 87 Crescent &t, 
Shrewsbury, Mass. Viking 5-3891. 


GENERAL MANAGER or sales manager 
with buy-out option. Interested in Chey- 
rolet or Chevrolet dual. Complete knowl 
edge of dealership: selling, office, parts 
and service. Had own dealership for ten 
years and used-car business for five 
years. Married, two children and can 
furnish best of references. Prefer South 
or Southwest, B. R. Carey, 108 E’ville 
Blvd., Laurel, Mississippi, 











HELP WANTED 


Do you have experience in 


supervising multi-branch sales 


financing operations in the United States? 

Would you like to apply your knowledge and ingenuity to the 
growing field of automotive wholesale and retail sales financ- 
ing in foreign markets throughout the world? If so, please send 


complete resume to: 


Ford Motor Credit Company 


Personnel Director 
Room 2086 


20000 Rotunda Drive 


Dearborn, Michigan 


Ford Motor Credit Company-international operations 
offers opportunities for growth to qualified men. 





HELP WANTE D 


AUTOMOBILE 
DEALERSHIP AUDITOR 


Expanding capital assistance program makes several positions 
available with automobile manufacturer. Must have at least five 


years’ 


of retail dealership accounting experience. Must thor- 


oughly understand forecasting and expense control, be qualified 
to perform audit of accounting records and submit written 


reports. 


Must be free to travel. 


Excellent salary. Automobile 


will be furnished and all expenses paid. Fine opportunities for 


advancement. 


mercial references to Box 2819, c/o Automotive News, 


Submit complete employment record and com- 


Detroit 


7. Applications will be held in strict confidence. An equal 


opportunity employer. 


. 


c/o Automotive 9 
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ip. | POSITION WANTED 
ur ff FoRD MANAGER—ASST. TO DEALER. 
ind. Experienced, desires connection with 

dealership that needs the following: Rep- 
1 hare of new, used vehicle, 


resentative 8 


and service market; district aver- 






a i ; b tion 
i ofit or better; service absorptio 
ple 00. percent or better; advertising and 
Bo romotion of all departments as needed; 
vepense and purchase controls; credit 
i and collection procedure and controls. 
fe Will invest or accept profit percentage 
will proposition, Lifetime resident of Georgia 
rear and Florida—Prefer Georgia or Florida, 
1 put will locate in South, Replies con- 
7” fidential Box 2825, c/o Automotive 

he News, Detroit 7. 
, aeewmsea I ~~ A MANAGER of ‘Sin 2°. 
2RAL SALES MANAGER of “‘Big 2 
ae prefers relocating to southern 
Connecticut, Westchester or Manhattan 
dea, agency, with a minimum sales potential 
of 750 new units. Experienced in all 
2 phases of sales, financing, service and 
Car parts promotion; 33 years of age, a 
Car fF graduate of factory dealer training school, 
y Nine years’ managerial experience with 
ed. two dealers. Family man, clean appear- 
etal | ance, factory, previous and present em- 
lide | ployer references, Available only after 
lled reasonable notice to present employer. 
Box 2815, c/o Automotive News, De- 

troit 7. 

wi a el te 
SALES MANAGER: Sixteen years’ experi- 


ence General Motors lines — Cadillac, 
Buick, Oldsmobile, etc. Prefer Florida or 
California, but will consider all offers and 
guarantee results. Married and have three 
children. Sober and reliable. College and 
A. U. graduate, excellent wardrobe. 
Could double as company pilot if you 
have plane—hold airline rating with over 
14,000 hours. Position must be permanent 
with future. Age 49. Available immedi- 
ately. Contact Box 2808, c/o Automotive 
News, Detroit 7. 
—_————————— 
AM 46, can manage many types of busi- banks 
ness or want similar employment. 20 
years’ automobile experience, Box 2827, 
c/o Automotive News, Detroit 7. 


ice 

BUSINESS MANAGER - ACCOUNTANT, 
age 45, presently general manager—ac- 
countant Chrysler dealership. Résumé on 
request. Box 2800, c/o Automotive News, 
Detroit 7. 


DEALERSHIPS AVAILABLE 








ex- 
ter, 





rop- 
Vel; 






GENERAL MOTORS - 
CANADA 


Dealership handling Pontiac-Buick- 






tive 7 


















i 

‘ha GMC-Vauxhall, located in rich Western 
= Ontario region, 250 new, 500 used 
St, sales annually. Average net before 
— taxes for past five years, $35,000. 
= Very modern facilities. Liberal terms 
owl: and franchise available to right man. 
arts ; 

ten Reason for sale—buying large metro 
five area deal. Strictest confidence assured. 
a Apply Box 2829, c/o Automotive News, 
ville Detroit 7. 






AUTHORIZED DEALERSHIP handling 
Willys Jeep in greater Miami area. Buy 
only parts and equipment. Property for 


sale or lease by dealer. Hialeah Trade 
Center, 4885 E, 10th Court, Hialeah, 
Florida. 


RAMONA, CALIFORNIA — Agency han- 
dling Ford, trade area 15,000. New car 
potential 250—now doing 150. All new 
facilities, real estate available, parts and 
equipment at inventory—no blue sky. 
Health reason for selling. Bill Dohn, 
1270 Main St., Ramona, Calif. Phone: 
STerling 9-0710. 


DEALERSHIPS WANTED 


WANTED: §$200,000-$300,000 FORD OR 
CHEVROLET deal—will consider others. 
Midwest preferred, but not essential. 
Young man, heavy dealer management 
experience. Also interested in buying-in 
on larger proposition, Cash available. 
Factory approval assured, Box 2826, c/o 
Automotive News, Detroit 7. 





YOUNG, EXPERIENCED VW MAN wants 
to purchase authorized Volkswagen agen- 


cy—or opportunity to buy partnership in cars. 

VW dealership, Cash available immedi- 7. Large retail used car operation. 
ately, Ready to do business at once. 8.We pay more for used cars than 
VOA approval assured. Box 2780, c/o anybody. 


Automotive News, Detroit 7, 





BUSINESS OPPORTUNITIES 


GOLD MINE OPPORTUNITY, Beautiful 
lot and office downtown Elgin. Estab- 
lished 28 years. Best clientele, Brilliantly 
lighted. Natural gas heat. Price $3,000, 
Reason health, Cartwright Motors, El- 
gin, Ill. 

ecient ee AL Bio oh 

DEALER SERVICES 


DEALERS, FINANCE FIRMS, BANKS: 
Send your SKIP problems to Home De- 
tective Co., Inc., Box 862, Greensboro, 
North Carolina — Direct phone: I-919- 
BR22034. Write for listing forms. 40 
years in business — facilities in every 
state and abroad. America’s Premier Skip 
Bulletins free upon request, Fast daily 
service Fort Bragg, Cherry Point, Camp 
Lejeune, Testimonials f rom customers 
thruout U.S.A. 








Auto Bluebook 


Gives you the wholesale costs 
of all Autos and Accessories 
in one 96 page book. 


Sent to you Quarterly 


Why pay $25-$50 for this same 


information. 
Keeps you up to date all year long. 


PLUS USED CAR VALUES 
And a Gold Mine of Selling Help 


Company. 
Address... 


Enclosed is [] 


161 Tehama, San Francisco 3, Calif. 





Discover how much your Deal's cars really 
cost. The book, "AUTO COSTS," gives you 
the factory invoice prices of all 1962 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
nationwide. 
today for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, Spencer Publishing Company, 








INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


iture—Equipment—Ma 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. 









IMPORTANT NOTICE 


Dealers are cautioned that before 
purchasing any import automobiles 
or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 


FLEET BUYERS 


PLACE YOUR 
1962 CHEVY ORDERS 


1. We give SERVICE. 

2. Full time fleet manager. 

3. One location with Chevrolet for 43 
years. 

4. Every car delivered personally by 
fleet manager. 

5. We care for your customer as you 
personally would. 

6. Financially able to handle 1 to 200 


GLENWAY CHEVROLET 


“43 Years" at 4225 Glenway Avenue 


“Cappy” Capdau 
Fleet Mgr. 


PHONE BLACKBURN 1-5555 





NANNINGA FORD SALES 


Phone: Wichita, Kan. AM 5-1341 
Contact Mr. Alan, Fleet Manager 








CARS FOR SALE 


clean 
used 
cars! 


you need ‘em 


HERTZ 


has ‘em! 


DEALER SERVICES 






for 
1961 & 1962 








for only = 
















Check 


MONEY BACK GUARANTEED 
Mail to: AUTO BLUE BOOK 











1962 Auto Costs! 


Order your ‘62 edition 


Liberty, N. Y. 








All in top shape, clean 
and sharp — real bell 
ringers! Chevys, Fords, 
Plymouths, Buicks, 
Cadillacs, Pontiacs. 
Sedans, hardtops, 
wagons and converts! 


TWO ESSENTIAL SERVICES 


hiner y—Tools 


Write for free 









You name it, we’ve got 
it—in fast-selling colors 
— equipped with power 
steering, R & H, auto- 
matic transmission, 
many with power 
brakes — the works! 


Detroit 27, Michigan 
WEbster 3-6445 


CARS FOR SALE 









1959 and ’60 models are 
now available at Hertz 
offices across the country. 











ATTENTION 












CALL 
THE HERTZ MANAGER 
IN YOUR CITY TODAY 







WITH US! 










or write: Mr. I. E. Spatig 
The Hertz Corporation 
660 Madison Avenue 
New York 21, N. Y. 













CINCINNATI 5, OHIO 






Red Frazier 
Sales Mgr. 







Fully Americanized 


e 
FLEET OWNERS Immediate Delivery 
"62 FORDS—ALL MODELS e 


Excise Taxes Paid 
MINIATURE VEHICLES 


277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 
N. Y. phone: Whitehall 3-7390 


Whitewater, Kansas 


We Deliver 





HELP WANTED 








NEW: NSU PRINZ 


The German 
Compact 
for Americans 


U. S. IMPORTER 

TRANSCONTINENTAL MOTORS, INC. 
230 Park Avenue 

New York 17, N. Y. 


SPARE PARTS CENTER: 


NSU SPORT PRINZ 


WANTED—DISTRICT MANAGERS THROUGHOUT 


LUDWIG MOTOR CORP. 
421 East 91st. Street 
New York 28, N. Y. 


USED TAXICAB SALE 


1959 FORDS 


6 cyl. stick, well maintained, 
including 4 good tires 


125. 


"60 Larks, automatic, $245 


CALL, WRITE OR WIRE 


MARTIN'S MOTOR SALES 


1431 Bruckner Blvd. 
Bronx, N. Y. Ti 1-7300 


4 
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"61 Volkswagens 
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NTED MISCELLANEOUS 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


* 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 
Minimum Yield Point: 
46,000 Lbs. Per Square Inch 













1962 ORDERS 
BEING PLACED 


All Makes—All Models—All States 


New-car Dealers Interested in Volume Fleet 
Sales and Service, Contact: 


National Purchasing Department 
ROLLINS LEASING 
c 



















































































14th and Union Sts. Wilmington 99, Del. 


Chevrolet- Ford - Plymouth - Dodge - Comet 

Cervair - Falcon - F-85 - Lancer - Lark 

Rambler - Special - Tempest - Valiant 
Especially Invited 








CADILLAC LIMOUSINES and hearses— 
sharp, late models only, Franz Ridgway. 
BE 4-6611, 2836 N. E. Sandy, Portland 
12, Oregon. 












FOREIGN & SPORTS 
CARS NEEDED 


Largest wholesale buyer and seller of 
foreign cars in the East. Will pay top 
$$$ for your car. 
Call Cliff Pittman, LU 3-9100 
J. D. CAR CO. 
1561 Jerome Ave. Bronx, N. Y. 


® 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
® 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


* 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . .$69.80 
Dealers’ 25% Discount 17.45 


Dealers’ Net with 4 $52.35 


Standard plus 2 Large 














PARTS FOR SALE 


LLOYD PARTS for all models. Complete 
stock, Fast service, Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 


LLOYD PARTS—complete stock, Prompt 
shipment. Greene County Motors, Cat- 
skill, New York, Phone: 2000. 

STUDEBAKER-PACKARD PARTS AND 
TOOLS, must be sold regardless of loss. 
All or part. Make offer. Bay City Im- 
ports, 106 South Euclid, Bay City, Mich- 
igan. 



































PARTS WANTED 


WANTED—FRONT FENDERS with side 
mounts for 1933 Cadillac. Daryman’s 
Used Cars, York, Pennsylvania. 


TRUCKS FOR SALE 


WRECKERS 
NEW AND USED 























‘ 














BOUGHT AND SOLD Adapter Clamps Fed. Tax. Inc. - 
Holmes Wreckers authorized sales. 
139 Bayard St. een Ties 2, Ohio THE FAMOUS 
Phone: 224-4525 MOTO-MATIC 







TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-U 


Dealers’ List F.O.B. Factory a 
Dealers’ 25%, Discount 
Dealers’ Net with 4 
Standard plus 2 Large 
Adapter Clamps 






BUSES FOR SALE 


OVER 300 USED BUSES FOR SALE, all 
types, A-1 condition, cheap. Write: Auto- 
trac Equipment Co., 905 Queen & Cres- 
cent Bidg., New Orleans 12, Louisiana. 
Ph: JA 5-3101. 


OFFICE EQUIPMENT FOR SALE 


NCR 3100 BOOKKEEPING MACHINE — 
programmed for Chevrolet accounting, 
perfect condition. Has been under manu- 
facturer’s service contract since acquisi- 
tion, List new, $8,535—price, $4,850. 
NCR 4100 Analysis Machine, nineteen 
register plus miscellaneous registers, less 
than one year old, still under manufac- 
turer’s guarantee, List new, $3,410 — 
price, $2,750. Approximately $300 worth 



































$44.85 


Fed. Tax. Inc. 











“ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 






















of supplies will be given to the purchaser ° 
of these machines. Joe Creamons Chev- aoe 25% bins coy a eee on10e 
rolet, Inc., Eustis, Florida, Phone: ELgin : e erenE ee || eh aeeownnner eat 
17-4131. Dealers’ Net with 2 $38 25 
Standard plus 2 Large o 
SHOP EQUIPMENT FOR SALE Adapter Clamps Fed. Tax. Inc. 






VAN NORMAN 777-S boring bar complete 
with sucker—outer bored only 15 blocks. 
$850. DeFrance GMC Co., Laurel, Mon- 
tana. 






Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 










MISCELLANEOUS 


FOR SALE: One authorized Simca electric 
sign with attachment. Contact Foil Motor 
Co., Inc. Phone: MElrose 6-4831, Salis- 
bury, N. C. 












SEE PAGE 34 
for the nation's 
TOP AUTO AUCTIONS 
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Here is the entrance to your other 


CORPORATION 
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engineering facility—Sealed Power's 
HWM Cst tH Ll 


g your problems 


is a “specialty of the house’ at Sealed Power 
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Oil consumption, bore finish, special 
rings ...if you have a problem that 
has to do with engines bring it to 
Sealed Power. 
' Here in Sealed Power’s spacious, 
elaborately equipped Research Center 
is a staff of skilled engine specialists 
... engineers, metallurgists, chemists. 
They are yours for the asking. 
Following a coats-off discussion 


Seal 


PISTONS + PISTQN RINGS «+ SLEEVES -+ 


among this group, knotty problems 
have a way of being translated into 
specific means and methods of mak- 
ing engines act right. 

After all, this is the group that 
developed Sealed Power’s Stainless 
Steel oil ring . . . the ring that made 
automotive history because it licked 
the oil control problem in high com- 
pression engines. 


Power PREFERRED PERFORMANCE 


SLEEVE ASSEMBLIES +* PRECISION CASTINGS 


SEALING RINGS FOR ALL APPLICATIONS 


SEALED POWER CORPORATION, MUSKEGON, MICHIGAN 
INDIANA ° STRATFORD, ONTARIO ° 


° ST. JOHNS, MICHIGAN ° ROCHESTER, 


DETROIT OFFICE, 17600 WEST 8 MILE ROAD—PHONE 357-4141 




















